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Sparks 


State of the nation’s economy: 
Up 

Cotton SaLtes—U. S. Department 
of Agriculture expects that 5 per- 
cent more cotton will be used this 
season than last. Although domes- 
tic demand slumped, foreign needs 
boost the forecast total for the 
year, ending Aug. 1, to 15,500,000 
bales. That’s 9% million for the U. 
8. and 6 million for overseas. 

Sates By Bic Stores—For week 
ended March 29 there was a rise 
of 13 percent over last year in 
department store sales, according 
to Federal Reserve Board. Best 
gain was 27 percent in Richmond 
(Va.) district, but all 12 districts 
were on the upside. 

Construction — March expendi- 
tures on new construction—thanks 
to a healthy push from new homes 
—soared to $2,250,000,000, against 
February, a gain of 13 percent, 
states the Labor and Commerce de- 
partments. Private home building 
was up 17 percent to $784 million. 

- * 











Down 


Car SHIPMENTS ON Raits—Load- 
ings of autos and trucks by rail- 
roads are projected for a drop of 
35.3 percent in the second quarter 
by regional shipping boards—the 
sharpest decline for any group. 

How’s Business? — There was 
only a slight slipping in the New 

York Times index to 173.5 in lat- 
est week from 174 in the prior 
seven days. Compares with 174.5 
@ year ago. 

Cruve Om—vU. S. demand and ex- 
ports this month will hold to around 
6,330,000 barrels daily. The March 
sum was 6,340,CC0. 

* * 


* 


General 


ForeIGN 


$5 billion. In 1950, the sum was 
$4,600,000,000. Since V-J Day, Uncle 


Sam has sent $39 billion overseas. 


Aiw—Direct grants and 
credits from U. S. in 1951 totaled 


Reg. 


Blasted for Sales Slump 


As Dealer Car Stocks Edge Up 


No Spring Boom, | 


Dealers Fear 


But Most See Hope 
For Seasonal Rise 
In Spite of Controls 


N AUTO market roundup by 

Automotive News’ correspond- 
ents last week indicated optimism 
for better spring sales of new cars, 
although there are practically no 
signs of a real car shortage. 

There was an almost universal 
demand for easing or repeal of 
credit restrictions, which were 
termed the greatest market bar- 
rier. 

Also mentioned as harmful fac- 
tors were high prices, taxes, steel, 
politics and reports of greater new- 
car production. 

+ - 

| aes the great bulk of auto mer- 

chants, however, the outlook 

for the spring is one of “it'll get 

better, but it won’t be any boom 
market.” 

Most areas reported some im- 
provement was noted in March over 
February. Several indicated that a 
“spring surge” was already evident, 
but most places are still waiting. 

In all cases, dealers are convinced 
that much of what ails the market 
could be cured by allowing 24 
months to pay for cars. 

* * * 


* 


ANY dealers take a dim view of 
newspaper stories about higher 
production of new cars in the sec- 





ond or third quarter of the year. 
They think this has a tendency 


(Continued on Page 56. Col. 1) 





OPS Thre 


NADA’s Brief on CPR 83 Says Blanket Plan 


Endangers Competitive System 


By. Mac Gordon 


Associate Editor 


HERDING dealers together, for 

purposes of price control, sub- 
verts the competitive enterprise 
System and neglects the specific 


at Detailed 


intent of Congress, NADA has 


bluntly told OPS. 

In a 34-page brief prepared by 
General Counsel James C. Moore, 
the association summarized new- 
car dealer grievances against 








Top Cars 
New-car registrations for one 
month, plus 40 states for Febru- 
ary: 

1952 Pos. Make 1951 Pos. 
1—119,925 Chev. 182,887— 1 
2— 70,997 Ford 133,812— 2 
3— 67,480 Plym. 75,434— 3 
4— 42,380 Buick 65,833— 4 
5— 36,274 Pontiac  58,766— 5 
6— 30,094 Dodge 42,699— 6 
7— 28,894 Olds. 39,932— 7 
8— 27,427 Stude. 32,269— 9 
9— 21,394 Mercury 38,545— 8 

10— 16,686 Nash 18,550—11 

11l— 16,595 Chrysler 20,889—10 

12— 11,573 DeSoto 16,794—13 

13— 9,666 Hudson  17,034—12 

14— 9,151 Cadillac  15,554—14 

15-— 7,811 Packard 11,591—15 

16— 4,902 Kaiser 9,736—16 

17— 3,868 Henry J 8,188—17 

18— 3,333 Willys 4,057—19 

19— 1,868 Lincoln 4,595—18 

20— 593 Austin 555—21 

21— 463 Crosley 924—20 

22— 457 Brit. Ford 440—22 

23— 193 Allstate 

Total All Makes 
534,153 " 
For further details see page 

42, today’s issue. 


profit - curtailing provisions of 
OPS regulations, 

The brief, with extensive docu- 
mentation, was presented before 
the three-man OPS panel studying 
dealer proposals for revision of 
CPR 83 clauses on margins and 
preparation - and - conditioning 
charges. Texas dealers, the orig- 
inal petitioners, and leaders of 10 
state associations joined NADA in 
presentation of arguments at a 
panel hearing Apr. 3 in Washing- 
ton. 

* * 7 

ANEL CHAIRMAN MURRAY 

D. SMITH, director of OPS’ 
Industrial Materials and Manufac- 
tured Goods division, said the group 
would begin formulating its rec- 
ommendations to OPS Chief Ellis 
Arnall next week. He gave dealer 
groups until Apr. 20 to submit any 
additional statements on the issues 
under consideration. 


Other panel members are Wil- 
liam C. Burt, associate chief 
counsel of OPS, and Forrest E. 
Keller, assistant OPS economic 
advisor. Agency attorneys pre- 
sented the panel with a lengthy 
defense of the limitations on 








Dealers’ Average 


Apr. 1, 1952 
Seen Be i. 


March 1, 1952 








Feb. 1, 1952 





Apr. 1, 1951 





(In Field and in Transit to Field) 


Bee &— 35.8 Cars 


Bee eM mw — 6 Cars 


BEB BRR Re 8 BB i— 12.3 Cars 


New-Car Stocks 


Cars 


AUTOMOTIVE News ESTIMATES 











 * fap arse production moved up- 
ward last week in U. S. plants, 
as government seizure of the steel 
industry averted, temporarily at 
least, a strike that threatened auto 
makers’ hopes for volume second- 
quarter output. 

Built in U. S. plants last week, 
according to Automotive News 
estimates, were 91,451 cars and 
25,200 trucks for a total of 116,- 
651 units. The previous week’s 
accounting of 110,316 units was 
made up of 86,650 and 23,666 
trucks. 

April schedules in U. S. plants 
seemed geared for the production 
of 398,000 cars and 109,000 trucks 
—a total of 507,060 vehicles. In 


| April, 1951, U. S. plants built 506,- 


253 cars and 135,083 trucks—a total 
of 641,336 units. 

The goal for the second quarter 
of this year looks like at least 
1,200,000 cars and 300,000 trucks 
and, barring a tieup in the steel 
industry, there is every hope that 
auto plants will build them. In the 
same period of 1951, U. S. plants 
produced 1,491,000 cars and 409,000 
trucks. 

- * * 
[A= production schedules were 
up in nearly every auto plant 
last week to the highest levels pre- 





Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


150,505 


116,651 








110,316 
Last Prev 1951 
Week Week Week 


For complete production totals 








preparation - and - conditioning 








(Continued on Page 52, Col. 1) 


by makes, see table, page 57. 





Week’s Production Rises 
To 116,651 Vehicles 


vailing during March, with the ex- 
ception of Hudson which cut out- 
put from 480 to 320 cars daily. 
Early in the week, NPA or- 
dered a freeze on all steel ship- 
(Continued on Page 57, Col. 1) 


6.4-Car Average 


Tops Mareh 1 


Latest Figure Is Up 
Half Unit in Month, 
But Below Year Ago 


By Bernie Thomas 
Associate Editor 

i preeftnnypes stocks were up slightly 

to an average of 6.4 units per 
dealer on Apr. 1, compared with 
5.8 units a month previously, ac- 
cording to AuTomoTivE News’ latest 
survey of the field situation. But 
the total was only about half that 
of Apr. 1, 1951, when the average 
was 12.3 cars. 

Most dealers contacted report- 
ed that March business was 
“terrible.” Complaints against 
Regulation W grew louder. There 
was also increased criticism of 
factory distribution policies. 

However, many dealers expect a 
spring upturn in business, In some 
cases this was conditioned on an 
easing of credit restrictions. 

# % * 
HILE many dealers looked for 
continued hard selling, they did 
not appear especially disturbed by 
that prospect. 

Others declared that credit con- 
trols could not be eased fast enough 
now to prevent 1952 from being a 
bad year for them. 

A few said they would close 
their doors, rather than buck re- 
strictions through the year. 

Except for new-car merchants 





handling four specific lines of cars, 
one in the very high and three in 
the so-called low-priced field, the 


Ford Settles Suit 
For $9 Million 


NEw YORK.— Harry Ferguson, 
Inc., was paid $9,250,000 last 
week by Dearborn Motors Corp., 
marketing organization for Ford 
tractors, to end litigation over trac- 
tor patents, 

The settlement ended four 
years of legal action in which 
Harry Ferguson, Irish-born in- 
ventor, sought $342,000,000 from 
Ford Motor Co., Dearborn Motors, 
Henry Ford II and officers of 
both companies. 

Patent infringement and 
spiracy to destroy the Ferguson 
company was charged. Under terms 
of the consent judgment arrived at 

(Continued on Page 53, Col. 4) 


survey indicated a need for a 
morale booster such as a spring 
upturn would provide. 

* * * 


UTOMOTIVE NEWS’ latest sur- 
vey of field stocks showed that 
on Apr. 1, the number of new cars 
at all U.S. franchised dealerships 





con- | 


—plus those warehoused by dealers 
|and factories; demonstrators and 
| those still in transit—totaled 286,- 
| 398, as against 285,577 on March 1, 
| 1952, and 545,041 on Apr. 1, 1951. 
Notable was the fact that, al- 
though 675,000 fewer cars were 
(Continued on Page 53, Col, 1) 
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Peoria, secretary-treasurer. Standing, left 














Illinois Dealers Choose Officers— 

Shown above are the 1952 leaders of the Illinois Automotive Trade Assn., selected 
last week at the annual convention in Springfield. Seated, left to right, are Ola J. 
Thomas, Kewanee, vice-president; Lee D. Craig, Rockford, president, and Earl Johnson, . 





to right, are the following regional vice- 


presidents: Thomas W. Cardwell, Murphysboro; Charles W. Albright, Wood River; 
Eugene Bragg, Galesburg; H. W. Kice, Watseka, and Orlo E. Salisbury, Elgin. 
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Despite High Savings . . . 











Fewer Car Prospects 
Seen in FRB Survey 


Eprror’s Note: It appears that 
in the story below the Federal 
Reserve Board is giving reasons 

why it should act immediately to 
ease credit restrictions on cars, 
although latest word from Wash- 
ington indicates that FRB will 
hold off a month or two. 

WASHINGTON.—The number of 
new-car prospects has declined for 
the second consecutive year, but 
used-car customers are “at least 
as numerous as a year ago,” the 
Federal Reserve Board estimated 
Thursday. 

These are the significant findings 
of the seventh annual survey of 
consumer finances, conducted for 
the Federal Reserve System board 
of governors by the University of 
Michigan survey research center. 

Made in January and February 
with respect to buying intentions 
for the remainder of 1952, the 
survey uncovered a great deal of 
price and tax resistance to new- 
car purchases, although savings 


were high. 
“Past experience with survey 
data,” the FRB stated, “suggests 


that, at prevailing price levels and 
credit terms, demand for new cars 
in 1952 will be no greater than the 
output that is possible under cur- 
rent and _ prospective materials 
limitations. 

“Consumers appear to be highly 
price conscious and to some extent 
are limiting or postponing car pur- 
chases because of present price lev- 
els. Higher income taxes, especially 


Canada Slashes 
Car Excise Tax 
From 25 to 15% 


OTTAWA.—While Canadian deal- 
ers were applauding the govern- 
ment’s action in reducing the excise 
tax on new cars from 25 to 15 per- 
cent last week, they were also 
resigned to taking losses on the 
cars they have in stock. 

The tax cut, which is expected to 
pare new-car prices $150 to $300 on 
“popular models,” was welcomed 
heartily by dealers across the coun- 
try even though it means they 
probably won’t be able to recover 
the tax money they have paid on 
models in stock when the reduc- 
tion was announced. 

Most dealers here expect new-car 
sales to climb sharply because of 
the new lower prices. Sales have 
been stagnant for some time now 
as customers awaited information 
on the budget, 

Used-car prices in this area have 
already been cut as much as 10 
percent or more by some dealers. 
They report, however, that sales 
are rising slowly despite the 
slashes. 

Ford Motor Co. of Canada sa‘d 
prices on its standard model Fords 
and Meteors were reduced $141 to 
$202 as a result of the excise tax 
reduction. Mercury and Monarch 
prices were cut $184 to $230. 


Norton New Chief 
Of Hollingshead 


CAMDEN, N. J.—Wilbur H. Nor- 
ton, 48, vice-president of General 
Motors, has resigned to become 
president and 
member of the 
board of R. M. 
Hollingshead 
Corp. 

Norton will have 
direct charge of 
plans and policies 
in expanding Hol- 
lingshead’s activi- 
ties, and as presi- 
dent will be chief 
executive of the 
company. Norton 
joined GM in 1948 in special as- 
signment, and was named vice- 
president the following year. 

Stewart Hollingshead, president 
of Hollingshead since 1945, becomes 
chairman of the executive commit- 
tee; R. M. Hollingshead jr. remains 
as chairman of the board of direc- 
tors, and T. J. Bagley as executive 
vice-president. 











W. H. Norton 


for the income groups that are buy- 
ers of new cars, may also affect 
demand.” 

The survey revealed that ap- 
proximately six out of every 10 
consumers with opinions believed 
that the current year would be 
a “bad time” to purchase larger 
items like autos or refrigerators. 
Less than three in 10 consumers 
believed 1952 to be a “good time” 
to buy while the rest were unde- 
cided. 

It was pointed out that the skep- 
tical group was only half as abun- 
dant as the optimistic group in the 
category of potential 1952 buyers. 
The number of buying pessimists, 
moreover, increased from a year 
ago while the number considering 
the present year a good time to 
purchase decline. 

Citing the decrease in the total 
of buying optimists, the FRB stat- 
ed that “very few people indicated 
that their buying plans were af- 
fected by fear of shortages.” 

Another finding of the survey 
bore directly on the increased pur- 
chasing reluctance among consum- 
ers. More people considered them- 
selves worse off financially in early 
1952 than a year before, as com- 
pared to the number regarding 
themselves as better off. 

This was established, the sur- 
vey found, despite reports of 
larger incomes by the beginning 
of 1952 from over two-fifths of 
the non-farm spending units. In- 
comes of one-third were un- 
changed. Higher taxes and prices 
were blamed by those “poorer 
off.” 

. At the start of 1952, about six in 
every 10 consumer spending units 
felt that prices of things they buy 
would rise during the coming year, 
according to the survey. 

“Tt is highly significant,” 

(See FRB, Page 53, Col. 1) 


Seiberling Adds 


Tire Warranties 


AKRON, O.—Seiberling Rubber 
Co. here announced last week the 
establishment of new “on the spot” 
warranties permitting dealers to 
handle adjustment claims on new 
truck tires as well as on passenger 
car tires. 

The company said that these war- 
ranties guarantee the tires free 
from defects in materials and work- 
manship, regardless of mileage or 
length of service, and permits any 
Seiberling dealer to make immedi- 
ate adjustment on them. In addi- 
tion, the company said that the 
warranty on premium passenger 
tires has been made more liberal. 


the 








Studebaker Heirs— 


a ee ee | A : 
€ ial 


s observance, 
now in progress, brings back a flood of 
memories to these two Studebaker broth- 
ers, William K. (left) and Peter E (right). 
They are sons of Henry Studebaker, one 
of the two original founders of the Stude- 
baker enterprise. Both are still active in 
the company. Bill Studebaker began work- 
ing for the company in 1903, and has 
been paymaster for the past 45 years. 
Peter is a materials handler in the body 
shop, and has been with the firm for 21 





years. 











Lipsit Motor Sales, 1087 E. Tremont Ave., 
Plymouth, and sightless Ray Turbins. 
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Dealers Remember Blind Kids— 


The Plymouth dealers of New York and Long Island donated a score of model plane 
kits to sightless children so that they may compete in the sixth annual model plane 
contest sponsored by Plymouth dealers. Left to right, standing and accepting the kits, 
are blind John Eprons, Alfred Will and Edward Duffy. Contributing the kits are Myron 
Auerbach, of L. B. Auto Sales, 51 Lexington Ave., New York, and Alfred Weiskopf, of 


Bronx. Kneeling are Alex Munchweiler, of 





By Jack Weed 

LOS ANGELES. — Twenty-nine 
1952 cars, representing all makes 

with the exception of four Gen- 
eral Motors divisions and Willys- 
Overland, leave here this morning 
(Apr. 14) on the 1952 Mobilgas 
Economy Run headed for Sun Val- 
ley, Id., 1,415 miles away. 

This year’s Economy Run, held 
under the auspices of the General 
Petroleum Corp., will be a three- 
day affair with control points at 
the southern rim of the Grand Can- 
yon for the end of the first day; 
Salt Lake City, for the second day, 
and the Sun Valley Lodge for the 
finish. 

For several days important peo- 
ple in the industry have been 
flocking into town, intent on 
making certain that their partic- 
ular make or makes of cars are 
properly shepherded during the 
exhaustive three-day run. 

A 1952 Packard will lead the 
procession of “mileage grinders” 
who will “worry” the best miles 
per gallon of gasoline out of their 
engines for the long trek that 
takes the cars to above 90 degrees 





29 Cars Are Off Today 
On Long Economy Run 


|in the first leg of the run between 


here and the canyon. 

The one exception to the General 
Motors embargo is a Chevrolet, 
said to have been entered by an 
owner. 

C. S. Beesemyer, executive vice- 
president of the General Petro- 
leum Corp., expects at least 800 

industry men will be at the Sun 


Valley Lodge by Wednesday 
night. 
The cars are competing for 


sweepstakes trophy and top spots 
in the 11 different price classes in 
which the cars are placed. Each car 
in the contest will not only com- 
pete within its own price range 
for trophies, but will also have a 
chance at the sweepstakes cham- 
pionship that is determined on a 
“ton-mile” basis. 

And so your Automotive News 
observer leaves the comfortable 
confines of the Biltmore hotel, with 
its palm-studded park, to eat dust 
while we watch the get-away at 
each control and hurry through to 
see the weary “wheelers” come 
dragging in at night. 
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Salesmen’s Union 
Flareup Spreads 


In Milwaukee 


Nash Dealer Lays 
Beating to Organizer: 


Oakland Still Struck 


By Mac Gordon 
Associate Editor 
-- along the Wisconsir 

Ave. auto row in West Mil- 
waukee braced last week for new 
attempts by unionized salesmen tc 
“enforce” their demands for Tues- 
day and Thurs- 
day nights off. 
Two dealers al- 
ready had re- 

ceived promises 
of police protec- 
tion, after one 
reported he was 
beaten up by an ‘. 
alleged union or- é 
ganizer and the 

other flatly 
spurned renewed 

union pressure in Glenn Humphrey 
the form of demonstrations by “vis- 
iting salesmen.” 

Irvin B. Rosenberg, president of 
the Milwaukee Nash Co., was 
treated at a Milwaukee hospital 
for eye and lip bruises as the 
result of an assault charged to 
Donald Drobac, described by po- 
lice as an International CIO rep- 
resentative. An assault-and-bat- 
tery warrant was issued against 
Drobac, 

Glenn Humphrey, president of 
Humphrey Chevrolet Co., stood 
firm in his refusal to close Tues- 
day and Thursday nights, despite 
threats by the CIO United Automo- 
bile Salesmen that demonstrations 
would be held at Humphrey’s used- 
car lot every Tuesday and Thurs- 
day evening. 

* 


* * 


HUMPHREY, one of the largest 
Chevrolet dealers in the nation, 
received police protection following 
one Thursday nocturnal visitation 
which resulted in scratches to 21 
used cars. A planned demonstration 
on the subsequent Tuesday nights 
was called off when union salesmen 
found 50 policemen waiting for 
them at Humphrev’s lot. But union 
men returned the next Thursday 
night and picketed. 

Although both the Milwaukee 
County Automobile Dealers Assn 
(new cars) and the Badger State 
Auto Dealers Assn. (used cars) 
have endorsed the two-night clos- 
ings, Humphrey’s insistence on stay- 
ing open forces his competitors tc 
do the same, association officials 
said. 

“We are not going to close,” 
Humphrey said, “and we’ve made 
our position on this clear to 
everyone concerned.” 

In the Oakland (Calif.) area 
meanwhile, the strike of AFL sales- 

(See LABOR, Page 55, Col. 3) 





AN FRANCISCO. — Date of the 
next annual NADA convention 
and Equipment Exposition, to be 


finalized as Feb. 14-18, 1953. 

While the exposition may open 
one or two days earlier, as it did 
this year to give exhibitors and 
dealers more of a chance to get 
together before the actual con- 
vention gets under way, it has 
been announced that there will 
be no deviation from those basic 
dates. 

Because the Pacific Automotive 
Exhibition opens here Feb. 27 for a 
four-day run and a number of 
equipment makers exhibit in both 
shows, a survey was made to find 
out if it would be possible to com- 
bine the shows or bring them clos- 
er together. 

” * * 

CCORDING to Ray Chamber- 

lain, convention manager for 
NADA, several meetings were held 
between committees of both shows 
and with jobbers in the San Fran- 
cisco area who sponsor the Pacific 
Automotive Exposition. It was 
found, however, that there are not 
enough hotel nor show space facili- 
ties to accommodate both shows at 
the same time. 

Also due to the crowded con- 
vention schedule of San Fran- 





held here, has now been definitely | 


cisco at that time of the year, it 
was not feasible to change the 
date of either show at this late 
date so as to have them run con- 
currently, 

While this will undoubtedly work 
some hardship on several exhibi- 
tors, the committees in charge of 





NADA Parley Date Fixed at Feb. 14-18 


both NADA and the Equipment & 
Tool Institute, whose members are 
affected most, assure exhibitors 
that this conflict will not happer 
again, since both organizations are 
now working together on a sche- 
dule of two years in advance tc 
avoid future conflicts. 











Named to Head Rhode Island Dealers— 


Shown at the annual meeting of the Rhode Island Automobile Dealers Assn. in 
Providence are Leo B. Carey, vice-president; Harry Sandager, bulletin editor; Romeo 


1D. Asselin, new president, and Frank Kohi, retiring president. 
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Today I give you Clell For- 
sythe (Dodge) Syracuse, N. Y., a 
past state president as well as a 
past director of NADA. 

He has always been active in 
civic life and, among a great 
many other offices, has been on 
the local board of education and 
served in the New York State 
Legislature. 

Clell, like most dealers, looks 
at the bright side of life. He 
never proposes a problem without 
pointing at its solution. 

I am sure readers will enjoy 
what he has to say today: 

+ * + 


ANY of us in automobile dis- 
tributing businesses are asking 

questions these days. Thoughtful 
men in nearly all businesses are 
asking questions. It is a time of 
questioning. But automobile dealers 
generally face a vital question: 

How are we going to manage 
under indicated curtailment -condi- 
tions? 

One answer heard on many 
sides is that we cannot do it 
alone, The American business 
man ordinarily is a hardy indi- 
vidual. He has gotten where he 
is by making the best of things 
at hand. He adjusts to the ups 
and downs. He conforms to laws 
and regulations. He regards head- 
aches and aspirin as part of his 
lot. He has to play the game but 
hasn’t much to say about making 
the rules. Individually he man- 
ages his business successfully, or 
he goes under. That is his con- 
cern. But if some circumstance 
threatens not one but thousands, 
then it becomes of wider concern. 

All of us together facing such a 
condition may be able to do some- 
thing as a group. Individually we 
could not accomplish effectively. 
We can illustrate for ourselves the 
way we Americans organize against 
flood or other widespread emer- 
gency. Our best spirit of teamwork 
is called into action. - 

+ 


Planning Group 

S SUCH a situation confronting 
I us in the limitation of production 
of cars? Will operation on the basis 
of 3,500,000 units in 1952 make it 
impossible for many of us to break 
even? 

What is being done to answer 
these questions? What is our pres- 
ent knowledge in the light of ex- 
perience after Pearl Harbor? How 
much will things worsen in event 
of all-out war? How in that event 
shall we be guided with respect to 
our used-car departments? 

“J see the need for a long-range 
blueprint and plan for NADA,” 
Sax Lloyd, new NADA president, 
told directors and a company of 
us who were formerly directors, 
sitting in with him and the di- 
rectors at the New York conven- 
tion. 

“The problems of today may not 
be the problems of tomorrow,” he 
added. “But through research and 
study we may discern in the fore- 
seeable future new problems, and 
with sufficient time will ward off 
trouble in many instances, if proper 
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Sealers tell me 


By John O. Munn 





action is taken.” So, he concluded, 
he was creating a planning com- 
mittee. 


+ * * 


Down to Cases 


UNNING over in mind the 

makeup of such a committee 
brings up names of oldtimers 
whose experience with our common 
problems has been great: Director 
George Ziesmer, Bill Mallon and 
Dave Kelley and former directors 
Cliff Bishop and Dave Castles. They 
and others whose names will sug- 
gest themselves have helped the 
dealers in war and peace, in pros- 
perity and in depression. History 
repeats and comparable situations 
arise, in which veteran counsel out 
of wisdom can help us all. 

Getting down to cases, if the 
overhead of the dealer is thrown 
entirely on the service and parts 
department, as must be, in case 
of all-out war, we’ll all say he 
has to charge more for services 
rendered, both materials and 
labor, or get some subsidy, or go 
out of business. Subsidy means 
government aid, however dis- 
guised. 

Many dealers already are under 
the Wage and Hour Act and other 
restrictive and controlling regula- 
tions as in the early part of 1942. 

To stabilize the situation at that 
time, Congress adopted special 
legislation, in the Murray Patman 
Act, with its one-percent-a-month 
escalator price provisions. 

*~ * * 


Several Proposals 
pees legislation probably would 
have to be broadened to meet a 
full emergency. It is the thinking 
of many of us, I'll venture, that a 
new or extended Murray Patman 
Act should cover the parts inven- 
tory of the dealer, as well as his 
car and truck inventory. Also it 
might be found advisable to take 
the dealer from under the restric- 
tion of the Wage and Hour Law 
so that he might increase his 
charge for labor service. Only by 
these means does it appear he 
would be able to meet his overhead. 
Only in that way can the dealer 
perform his vital function in the 
national economy by keeping ci- 
vilian transportation going. 


That is the real problem. It 
may become critical even in 
peacetime, in the months just 


ahead of us. With record scrap- 
page of automobiles in 1951 and 
with present restrictions of pro- 
duction, the dealer may be called 
on for heroic work soon in keep- 
ing our economy rolling. 

I have gained some insight into 
the situation as a member of the 
New Automobile Dealers committee 
counseling with NPA on the deal- 
er’s level regarding this problem of 
maintaining civilian transportation. 
The 16 members of this committee, 
dealers of General Motors, Chrys- 
ler, Ford and the independents, and 
one truck dealer (White), have met 
twice. Nelson A. Miller is chairman 
and Ross Williams, deputy chair- 
man. In them, the automobile re- 
tailing industry has able intermedi- 
aries, capable, courteous and will- 
ing to take up our problems and 
translate them in terms of govern- 
ment. 

Manly Fleischmann, NPA head, 
put the committee on notice right 
off that all-out war would mean 
cessation of production of cars for 
civilian use, just as in World 
War II. 


‘Much More’ 
i OUR second meeting, in Janu- 

ary, the industry committee re- 
solved that production of 4,000,000 
cars is needed this year if the 
dealer is to break even. It was per- 
fectly clear from discussion in the 
council of the committee that many 
small dealers require the income 
from the sale of more cars than 
formerly required to meet expenses. 
It is no longer possible for them to 
meet overhead from service and 
parts and sale of a small propor- 
tion of their car allotment. 

Basic economic principles apply. 


* * 





(See FORSYTHE, Page 9, Col. 2) 


| Weber Heads Missouri Dealers. . . 








Smead Sees 4,500,000 Cars in 52 


| KANSAS CITY L. W. Smead, 
| general sales manager of the Ford 
| division, told 800 dealers and guests 
|attending the 13th annual con- 
| vention of the Missouri Automobile 
Dealers Assn. here last week that 
jit “looks to us like new vehicle 
| production for the domestic market 
will be about 4,500,000 cars and 
900,000 trucks,” 10 to 15 percent 
less than in 1951. 

On the sales side, Smead said 
that while analysis indicates a 
big market in 1952, people have 
shown a tendency to save a big- 
ger percent of their earnings. 
“This simply means,” he said, 

“that we will be operating in what 


|I like to call a salesman’s market. 
| “It has been estimated that 4,- 
| 000,000 cars will be scrapped in the 
| year 1952. We have already pointed 


out that people have the money | 


| with which to buy. 

“The job, therefore, is a job for 
salesmen to sell the people on 
spending their money for auto- 
mobiles instead of either saving 
it or spending it for some other 
commodity or service.” 

New officers of the association 
are George Weber jr., St. Louis, 
president, succeeding Don E. Fitz- 
gerald, Kansas City; H. L. Tate, 
Gallatin, and Herbert C. Kincaid, 
Johnson county (just outside Kan- 





sas City), vice-presidents; J, M. All- 
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First Nighters at Seattle Show— 


Crowds like this were not too common at the Seattle Auto Show. The scene above 
was on opening night when the entertainment program was in Progress. Color and 
lighting were exceptional, and for the first time the armory's huge steel-beamed 
ceiling was completely canopied, in sky blue. However, total paid attendance at the 
show during its 10-day run was 43,619—not up to expectations. 








Reg. W, Craig 


By C. C. Hall 
Staff Correspondent 
SPRINGFIELD, IIl.—Resolutions 
urging easing or elimination of 
Regulation W controls, and con- 
tinuance of the fight to continue 
the Herlong amendment, high- 
lighted developments at the 1952 
convention of the Illindis Automo- 
tive Trade Assn. here last week. 
Contending that present pro- 
visions of Regulation W discrim- 
inate against the low-income 
buyer, the resolution urged that 
if no other decision can be se- 
cured, NADA should ask for the 
extension of time payment 
periods. 
On the Herlong amendment, the 


Order Volume 
Waited for Key 
To Seattle Show 


By D. M. Trepp 
Staff Correspondent 

SEATTLE.—Whether or not the 
1952 Seattle Auto Show will go 

down in history as a success or a 
disappointment will depend upon 
how good a job of prospect follow- 
up is done by the salesmen of the 
41 participating dealerships. 

The show, held in the Field Ar- 
tillery armory from the evening of 
March 28 through Apr. 6 under the 
sponsorship of the Seattle Automo- 
bile Dealers Assn., drew a total paid 
attendance of 43,619. 

This contrasts with a paid at- 
tendance of slightly more than 
60,000 at the last previously held 
show in 1950. So, from an attend- 
ance standpoint, the 1952 event 
was disappointing. 

Sales direct from the floor were 
slow, but dealers report that their 
salesmen did fatten the prospect 
lists—which is something in view 
of the lack of new-car sales activ- 

ity in this area the past winter 
months. 

The big job now, they say, will be 
to turn the prospects into buyers 
in spite of the stumbling block pre- 
sented by Regulation W, with its 








imposition of more than $100-a- 
(See SEATTLE, Page 12, Col. 5) 





Illinois Convention Attacks 


Elected 


IATA resolution commended the 
work of NADA in its appearances 
and testimony before the congres- 
sional committee, and urged all 
members to ask their congressmen 
and senators to vote against any 
repeal or weakening of the amend- 
ment. 

The Illinois association also 
called for the continuation of ter- 
ritorial security in franchise agree- 
ments and asked NADA “to de- 
termine the legality of such 
provisions as soon as possible.” 

Decontrol of used-car prices 
was espoused, and the association 
urged the abolition of “drastic 
and confusing” clauses in price 
control regulations. Another reso- 
lution assailed “excessive govern- 
ment spending” and lauded 
economy-minded congressmen 
and legislators. 

Lee D. Craig, of Rockford, was 
elected president of the association 
for the coming year. Ola J. Thomas, 
Kewanee, was named vice-presi- 
dent, and Earl Johnson, Peoria, 
secretary-treasurer. Regional vice- 
presidents are Thomas W. Card- 

(Continued on Page 9, Col. 1) 


ton, Columbia, treasurer, and James 
|A. Gorman, Jefferson City, secre- 
| tary-manager 

A feature of the convention 
was a luncheon in honor of the 
13 past presidents of the associa- 
tion. All 13 are living and were 
present. 


They are D. E. Castles, St. Louis; 
J. M. Allton, Columbia; J. E. Travis 
jr., St. Charles; Roland H. Record, 
Kansas City; Fred A. Groves, Cape 
Girardeau; Don F. Riley, Jefferson 
City; N. S. O’Neill, Kansas City; 
W. K. Rasmussen, St. Louis; E. C. 
Bagby, Maryville; Harry Gooch, 
Troy; R. S. Armacost, Kansas City; 
Sidney Weber, St. Louis, and Paul 
G. Johnson, West Plains. 

An afternoon session featured 
two speakers: Dr. Kenneth McFar- 
land, GM _ consultant, and Col. 
David E. Harrison, superintendent 
of the Missouri State Highway 
Patrol, who discussed the problems 
of safety on Missouri highways. 

He emphasized a new state driv- 
er’s license law, which for the first 
time introduces examinations into 
the process of license procurement, 
will have a far-reaching and bene- 
ficial effect on safety in the state. 

Roland H. Record was chair- 
man of the convention commit- 
tee. Other members were Don 
Armacost, R. G. Bentrup, N. S. 
O’Neill and Charles G. Rost, all 
of Kansas City. 

Smead said that factory-dealer 
relations have been improved be- 
cause “we know more about each 
other’s problems.” This he attrib- 
uted to better communications be- 
tween dealers and factory, includ- 
ing dealer councils. 

Another area in which he saw 
progress was in more efficient 
management of dealerships. 

“There was a time,” Smead 
said, “when the thinking seemed 
to be that volume was the an- 

swer to all problems. 

“Today we emphasize profit 
equally with volume and, while 
there have been times during the 
past few years when profit was 
mainly the result of favorable eco- 
nomic conditions for the automo- 
bile dealer, the time will come for 
all dealers, and it may be here now 
for some of them, when profit will 
be the result of efficient manage- 
ment and not due merely to favor- 
able economic conditions. 

“This should not frighten us, be- 
cause it is the normal procedure 
in business. Profits should come 
from efficient management rather 
than from the ‘hide’ of the cus- 
tomer. Customers have a way of 
staying away from places where 
they are asked to pay a profit plus 
the cost of inefficient manage- 
ment.” 

For the long-term market, 
Smead was optimistic. He point- 
ed out that as a person’s income 
goes upward, he spends propor- 
tionately less money for food and 
clothing, leaving more for other 
items. 

“With income rising,” Smead said, 


“here’s one recent development. 
Just three short years ago, only 5 
percent of American families 


owned more than one automobile, 
but in 1951 more than 12 percent 
owned more than one car.” 

With expanding population, he 
said, the auto industry has a prom- 





ising future. 





On the House . 





the other day; 





Wemhofft 


will be May 27. 


Certainly is good news that 





Despite government seizure of the steel plants, the legal entangle- 
ments involved probably will delay for some time the contemplated 
easing of Regulation W, decontrol of materials, etc. Further delay 
means more trouble, but you know how the govern- 
ment operates. Outlook now on Reg. W is for an 
easing to 21 months near end of May or early June. 

Dodge Preside 


Idaho and Washington have reached a reciprocity 
pect, okaying use of dealer plates on 
when used in conduct of a dealer’s business (but 
not for demonstrations) ... 
ciation has added two new members; Florida has 
reached 100 percent membership in 42 towns... 
New York City dealers plan annual dinner for 
May 6; Milwaukee association’s annual outing 


considering a merit system on car insurance rates, thereby rewarding 
accident-less drivers with lower premiums. 


nt Bill Newberg lost his appendix 
is recuperating in Florida .. . 


vehicles 


North Carolina asso- 


several Southeastern states are 


Pere WeMmuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
D ms and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
e the dealers on every used vehicle accepted in partial payment for a new 
A A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
L governments applied to the building and maintenance of highways. § 4. The 
E 7 elimination of government and bureaucratic controls over this industry 
R R 15. A return to the precepts of independence and the rewards of applied 


energy and ability, which made America and gave more of her citizen 
more of the better things of life than anywhere else in the world. 





Capsule Comment 


Dealer auto shows since first of year attracted an esti- 
mated 2,000,000 persons despite union interference, bad 
weather and war uncertainties. 


Saturation of market? Disinterest in new models? 
Hardly. 


7 * * 


Expectancy of a Korean armistice and widespread decon- 
trol is in the spring air around Washington, reports AUTO- 
MOTIVE NEws Correspondent Bill Ullman. 


Restoration of free markets will hurt only the bureau- 
crat whose job is dependent on government controls. 


+ * * 


NADA’s fight to retain and broaden the Herlong amend- 
ment on dealer discounts won an important test in the 
Senate Banking committee. 


A tribute to the convincing presentation made before 
the Senators by NADA’s representatives. 


oO o * 


At long last, OPS and FRB admit to the confusion in many 
of their regulations and come up with a number of “official 
interpretations” for new and used-car dealers. 


But much too late for dealers indicted in federal 
courts as the result of a misunderstanding over OPS and 
FRB regulations. 


* * * 


The parallel Electric Auto-Lite and Motor Sports shows 
in New York introduced the latest experimental car offerings 
—Chrysler’s C-200 and Packard’s Pan American. 


An impressive roster of this type is building up, what 
with Chrysler’s earlier K-310, Ford’s Continental 195X, 
General Motor’s Le Sabre and Buick’s XP-300 and the 
Nash-Healey. 


Deluged by cries for relaxation of Regulation W terms, 
FRB reportedly plans to take action as soon as the steel 
crisis is resolved. 


The Federal Reserve governors don’t want a repeti- 
tion of last year, when Congress took matters into its 
own hands and forced an extension of the loan period 





The Newspaper of the Industry * ® ! 


Auto 
Forum 


“Whenever the question of 
workers comes up in Congress, 
everybody starts talking about 
the poor, dear farmers, and 
they throw the workers to the 
wolves.” — Rep. Dinceir, (R., 
Mich.). 


* * . 


Frontline Fighters 

“With the competitive spirit 
engendered by the auto industry 
so great, it is the dealer who is 
carrying out the fundamentals 
of sound selling that continues 
to do a good business whether 
in a long or short market.” 
Hugh J. Ferry, president, Pack- 
ard. 

* * * 


On Customer Relations 


“The customer reacts to 
every event which he encount- 
ers in doing business with an 
auto dealer. Confidence is 
either steadily built up, or 
steadily broken down.”— E. C 
Quinn, general manager, 
Chrysler division. 

* * * 


Snort, Snort! 


Henry Krajewski, who says he 
is running for president as the 
“Poor Man’s Party” candidate: 

“If I am elected, I will give 

my 4,000 pigs to Truman so he 
can feed the people pork in- 
stead of donkey meat as he 

has been doing.” 
7 * * 


Course of History 


“I was just a bench-warmer 
on the University of Tennessee 
football team. When I ran for 
the state senate, I found I was 
billed as having been a first- 
stringer. When I ran for Con- 
gress they said I had been a 
star of the Southeastern confer- 
ence, and when I reached the 
Senate, they jumped me clear up 
to All-American tackle.—Senator 
Estes Kefauver, Tennessee 
Democrat. 

* * * 

“Keeping a roof over your 
head is now more important 
than ever before. You need it 
for the television aerial.”—-Dave 
Crown in the Saturday Evening 
Post. 


* * * 


Let’s Hope So 


I am told that he (Lenin’s 
body) is kept in a vacuum, 
and if you were to take a 
half a brick and smash the 
glass, Lenin would disinte- 
grate. That, I think, applies 
to the whole Soviet regime.” 
—Fitzroy MacLean, British 
M.P. 

* * 


* 
Government Defined 


“Government is a necessary 
evil—and the more government 
you have, the more evil their is. 
Utah’s Gov. J. Bracken Lee. 

x . * 


Heartache 
John R. McCrie, New Zea- 
lander, making his first visit to 
the United States: 
“It’s a blasted shame to see 
so many used cars when it’s 
impossible to get even a 


Chevvie or a Ford at home.” 
* * * 


“There are too many lawyers 
in Washington. More so than 
eggs, potatoes, rubber tires, or 
any other thing which the gov- 
ernment has been storing up.”— 
Sen. Paul H. Douglas in Ameri- 
can Magazine. 

*” * + 

“It used to be that the man 
who saved money was called a 
miser. Now he is called a ma- 
gician!”—Tue Funt JourRNAL. 
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—_— Letterbox 





‘More Replies 


used, if you so request. 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 


Coming? .. . 








Locates Marmon 16 

Since you kindly published my 
letter about a Marmon Sixteen in 
your March 24 issue of the Letter- 
box, I’ve received three replies. 

The first—from Springfield, O., 
sent me pictures and information 
about the very model four-door 
sedan of this car that I’ve been 
looking for. 

The second reply—from Lansing, 
Mich—gave me some technical in- 
formation about this car that I 
didn’t have, while the third—from 
Ontario, Calif—told me about sev- 
eral West Coast owners that I can 
add to the roster I’m trying to 
compile.— Wiuiam R. Gipson, 106 
Tyler Terrace, Newton Centre 59, 
Mass. 

Plymouth’s Chance? 

The 1952 Mobilgas Economy Run 
should allow Plymouth, with its 
new overdrive, to prove itself a 
competitor among the other cars 
equipped with automatic transmis- 
sion. 

Page 51 of your March 17 issue 











from 15 to 18 months. 


10 Years Ago... 





The Big Story 


Charges of contrary orders in the rationing of new cars have been 
leveled at OPA by auto dealers in eastern New York and northern 
Pennsylvania. In a resolution, they pointed out that while OPA 
spokesmen have repeatedly said that relaxation of restrictions were 
to follow soon, local boards are actually tightening up . . . Following 
a plan announced two weeks ago by Nash-Kelvinator, GM dealers are 
to get a similar underwriting plan for cars held in stock, it has been 
announced by General Motors Acceptance Corp. The plan offers a 
cash advance of 1 percent of the list price, or $15. 


—From the files of Automotive News. 








featured an article on the German 

|Mercedes automatic lubrication 
| system being fed from one point 
by the driver. This is probably new 
to a lot of people, but I can recall, 
in the 1920s, when the Cleveland 
car brought out, what I believe, 
they called “one-shot” lubrication 
(had a button about where the 
Ford Model T starter was, and you 
pushed it down once or twice for 
automatic lubrication—C. D. Mur- 
RAY, Murray Motor Co. (DeSoto- 
Plymouth), Colby, Kans. 


* * . 


Another Claim 

Re Don Farrant’s claim as oldest 
used-car dealer (1923): 

I started in this business in April, 
1912, in a used car sales and ga- 
rage. Some of my sales were Buicks 
Model F, D & 10, Maxwell Model J 
and the two-cylinder, Thomas 
Flyer, Liberty Brush, Flanders & 
EMF’. Many others, most of which 
fell by the wayside. 

In 1913 I got my first franchise, 
or agency as it was then called. The 
car was the Mighty Michigan, 
which died a quick death, and I 
had a lot of trouble getting repair 
parts for the cars I had sold. 

Next was Studebaker, 1914 & 
1915; changed to Willys-Overland 
in 1916-1917. Then I got the Dodge 
and kept it until 1930, at which 
time three of us combined and in- 
corporated two businesses and 
bought the Chevrolet deal, later 
getting the Oldsmobile which we 
still have and operate as a dual 
franchise. 

It has been a most interesting 40 
years: Same business, Same loca- 
tion, Same town.—G. C. Smirn, 
manager, Morris Motor Co., Inc., 
Kaufman, Tex. 
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Finest of materials 
(Time-tested, time-proven.) 


An exclusive New Car 
Dealer policy. 


Complete, specially 
designed equipment. 


Dynamic, dominant 
national advertising. 


ob itelale| Mil-t(- Mie) aa: 
(Blankets the nation.) 


Complete dealer-designed 
merchandising program. 
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NATIONAL FIELD FORCE 
(Blankets the Nation) 
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PORCELAINIZE 


TRADE MARK REG. U.S. PAT. OFF. 


., Me Ue Mtinttard fev Dine Aypearance 


Porcelainize recognizes that any service requires regular follow-up to enable 
a Dealer to perfect the quality of his workmanship and thereby develop his 
sales to maximum volume. And so Porcelainize maintains a national field force 
of more than fifty men whose job it is to render never-ending assistance in 
building lasting customer satisfaction and good will as well as increasing 
service revenue. 


Tens of thousands of Dealers on the Porcelainize program benefit from the 
friendly help and advice of these men... in operator training...in setting up 
appearance departments...in conducting meetings with sales personnel... 
or in planning successful sales and advertising promotions. 


Porcelainize stands alone in offering New Car Dealers a complete appear- 


ance service, completely satisfying, completely profitable. 


FREEMAN & FREEMAN, Inc. 


DENVER 3, COLORADO 


| UNCHALLENGED IN MERIT 
Ai @ UNMATCHED IN POLICY 
en a UNEQUALLED IN PROGRAM 
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Defense Orders Hiked 


For 3 Auto 


DETROIT.— While there has been 
much said lately of the “cutbacks” 
of production schedules on de- 
fense assignments, several automo- | 
tive firms have had their defense | 
orders increased recently. 

Despite a general tendency on 
the part of the government to de- | 

lay peak production dates, mili- 


Ford’s Youngren 
To Retire; Post 


Given MacPherson 


DEARBORN, Mich.—Henry Ford 
II, president of Ford Motor Co., 
Wednesday announced the retire- 
ment of Harold T. Youngren, vice- 
president of engineering, effective 
May 1. 

At the same time, Ford an- 
nounced that Earle S, MacPherson, 
chief engineer, had been elected a 
vice-president and member of the 
administration committee to suc- 
ceed Youngren. 

Youngren, who has been in the 
auto industry 42 years, will con- 
tinue with the company as a direc- 
tor and engineering consultant. 

Prior to joining Ford in 1946, 
Youngren served as chief engineer 
for Borg-Warner Corp. in Chicago 
and for Oldsmobile. He joined Gen- 
eral Motors in 1929 and went to 
Borg-Warner in 1944. 

MacPherson joined Ford in 1947 
as chief engineer and prior to that 
served in engineering capacities at 
Chevrolet’s light car division, Hup- 
mobile Motor Corp. and General 
Motors. He started with GM as as- 
sistant to the engineering vice- 
president. 


All Welcome 


Ford to Reopen Rotunda 
For Golden Jubilee 


DEARBORN. — Ford Motor Co.’s 
Rotunda will be reopened to the 
public prior to the company’s 50th 
anniversary, which will be cele- 
brated on June 16, 1953, it was 
announced last week. 

Until its conversion to office 
space during World War II, the 
towering gear-shaped building was 
visited by 1,000,000 visitors a year 
who came from all over the world. 

Alterations of the building for 
the company’s 50th anniversary will 
be so extensive that little more than 
the walls of the original Rotunda 
will remain, the company said. 
Ford’s development since June 1942 
will be told by new murals, dio- 
ramas, animated displays, cars of 
today and tomorrow and movies in 
a revamped 385-seat Rotunda 
theater. 





Craft Motors (Pontiac) 
McCarty Pontiac Co., Jonesboro, 
Ark., has been sold to J. L. Craft, 
J. D. Craft and C. W. Craft, all of 
Bono, Ark. The firm’s name has 

been changed to Craft Motors. 








Heads Chevrolet Grads— 


Class President John R. Hutchens jr., of 
Tichomingo, Okla. (right), receives his di- 
ploma from H. E. Crawford, assistant gen- 
eral sales manager of Chevrolet, at gradu- 
ation exercises of the Chevrolet Dealer 
Sons’ school. Hutchens was one of 47 rep- 
resentatives of dealerships in this country 





and Canada who attended the most recent | 
session of the Chevrolet-sponsored course. | 


Firms | 


tary orders held by Kaiser- 

Frazer, Willys- Overland, GMC 
and Cadillac have been enlarged 

recently. 

Cadillac was granted an estimat- 
ed $165,000,000 increase in its de- 
fense assignments early this month. 
That brought the value of the com- 
pany’s ordnance contracts to $780,- 
000,000 and represented the fifth 
major supplement to Cadillac’s 
original defense commitment. 

The increase in Cadillac’s orders 
was for additional quantities of 
T-41 Walker tanks and T-141 gun 
carriages. 

Just last week, GMC announced 
it had been awarded an additional 
contract amounting to $125,000,000 
for “6 by 6 tactical military ve- 
hicles.” The new order brought 
GMC’s total dollar volume of de- 
fense contracts already completed 
or scheduled to more than $500,- 
000,000, according to Roger M. 
Kyes, general manager. 

K-F said the Air Force had 
boosted the total amount of Wright 
Cyclone R-1300 engines to be built 
by K-F’s Detroit engine division by 
25 percent. 

The boost was the third given 
the company on the contract since 
it was negotiated over a year 
ago, K-F said. The company 
made its first deliveries of the 
R-1300 engines on Feb. 14, 


Willys-Overland received a siz- 
able boost in its military commit- 
ments when Army Ordnance placed 
an order for $149,000,000 worth of 
military Jeeps. 

In addition, the order contained 
options which could swell its value 
by another $29,000,000, the company 
said. It was, Willys officials said, 
the largest contract for Jeeps since 
the end of the last war. 


It was also the sixth major ve- 
hicle contract received by Willys 
from Army Ordnance since June, 
1949. The company said daily pro- 
duction will be stepped up 50 per- 


NPA Goes Ahead 
With Car, Truck 
Parleys This Week 


WASHINGTON. Industry Ad- 
visory Committee meetings of car 
and truck manufacturers were still 
on the schedule of NPA Thursday. 
Agendas for the two meetings on 
Apr. 16-17 were revealed. 

Courtney Johnson, head of NPA’s 
Motor Vehicles division, will serve 
as government presiding officer. 

Included on both agendas are re- 
ports on actions taken since the 
last meeting; discussions of the 
sales prospects for the second and 
third quarters; production pros- 
pects for the second and third 
quarters; advice from the commit- 
tee on fourth quarter production 
levels; reports from the conserva- 
tion task group and discussion on 
nickel and copper shortages; in- 
dustry viewpoint on availability of 
steel, copper and aluminum; unit 
authorization and control in the 
vehicle industries; percent of in- 
dustry appeal; continuation of con- 
trols, and summary of conclusions 
and recommendations. 

On the truck agenda, the group 
will discuss weight class percent- 
ages for the third quarter, and, in 
the passenger car sessions, discus- 
sions will be heard on the revoca- 
tion of M-68. 








Allstate Tops Henry J 
In 3 Tex. Cities, 45 to 15 


HOUSTON. — Sales of Allstate 
cars tripled those of Henry J 
autos in three Texas cities dur- 
ing March, local registration 
reports show. 

Total Allstate sales in the 
three cities—Houston, Dallas 
and San Antonio — numbered 45 
units to 15 for Henry J. 

Sales in the cities were: Hou- 





| esa in order to expedite delive ry | 


| of the order. | 


Not an increase in defense or- 
ders, but indicative of the volume 
of previously announced § con- 
tracts was an announcement by 
Studebaker that it had negotiat- 
ed a $100,000,000 V-loan revolving 
credit agreement. 

The money will be used to fi- 


|}nance Studebaker’s defense con- | 


tracts, Harold S. Vance, board | 
chairman and president, said. The | 
credit is the largest to be negotiat- | 
ed by any company under the cur- | 
rent Defense Production Act. 
Other truck contracts were $50,- 
000,000 each to Chrysler and Reo. | 
Oldsmobile was awarded $6,829,290 | 
for 2.4-inch rockets; Motor Wheel, 
$3,955,321 for 4.2-inch mortar shells, | 
and Auto Specialties, $714,691 to} 
produce anti-personnel mines. 





Downpayment Lid | 


Off Most Items 
Below $100 Price 


WASHINGTON. — Downpayment 
controls were removed last week 
from all articles costing under 
$100, with the exception of radios. 
Heaters and other auto accessories 
added to a car after purchase are 
affected, but the 15 percent down- 
payment requirement remains in 
effect for car radios regardless of 
price. 

The relaxation action by the Fed- 
eral Reserve Board raised from $50 
to $100 the amount under which 
commodities are free of downpay- 
ment restrictions. There was no 
change in the 18-month terms for 
loans under Regulation W. 

An FRB spokesman said the ac- 
tion was taken in recognition of 
recent price increases and in order 
to simplify the board’s administra- 
tive functions on so-called “odds 
and ends.” 

Previously, the FRB had can- 
celled all installment credit con- 
trols on prewar used cars and re- 
scinded downpayment _ require- 
ments for home repairs and addi- 
tions. 





$12 Million Borrowed 
From N. J. by GMAC 

TRENTON, N. J.—In a prece- 
dent-setting move by any state 
or governmental body, New Jer- 
sey Thursday agreed to loan 
General Motors Acceptance 
Corp. $12,000,000 for nine months 
at 2% percent interest. 

The state acted under a re- 
cently - passed law authorizing 
investment of state funds in the 
commercial paper of qualifying 
private - enterprise borrowers. 
The GMAC loan will consist 
mostly of funds derived from 
vehicle registration revenues. 








Columbus Dealers Distribute Baseball Tickets— 


At a dinner at the Columbus (O.) Athletic club, the Columbus Automobile Dealers 
| Assn. distributed a thousand grandstand tickets for the Red Birds’ opening baseball 
| game to representatives of the senior high schools in metropolitan Columbus, including 
both public and parochial schools. Left to right: Lou Wilsch (Chevrolet) chairman of 
| the association's public relations committee; Art Davis (Pontiac); C. W. Medick (Ford); 


Neil Rush (Nash), vice-president of the 


association; Ed Planck (Dodge-Plymouth), 


president; Ted Spooner (Chrysler-Plymouth), treasurer, and Herman Marte (Studebaker). 


Standing: John B. Barton, executive secretary. 








By Ira R. Alexander 
Staff Correspondent 


DENVER.—The trial of Fred 
Ward, bankrupt auto dealer, who 
is charged with fraud and misrep- 
resentation in the sale of stock, 
has opened here. A jury of nine 
women and four men has been 
selected. 

William E. Doyle, chief deputy 


U.S. to Petition 
Du Pont to Appear 
In Trust Action 


CHICAGO.—Willis L. Hotchkiss, 
midwest chief of the Department 
of Justice anti-trust division, said 
last week he will request that La- 
mont du Pont testify against him- 
self in person Nov. 18 when the 
government’s postponed suit against 
E. I. du Pont de Nemours & Co. 
comes up here. 

In a petition, Hotchkiss contend- 
ed that Du Pont, a director of the 
firm, has “personal knowledge con- 
cerning many of the matters al- 
leged in the complaint” of the gov- 
ernment which seeks to break up 
the Du Pont family holdings in 
General Motors Corp, U. S. Rubber 
Co., and two Du Pont holdings 
companies. 

He added that “the court will 
derive greater advantage from hav- 
ing him testify in person rather 
than receive evidence in deposition 
| form.” 














ston, 26 Allstate and 4 Henry J; 
Dallas, 12 Allstate and 7 Henry 
J, and San Antonio, 7 Allstate 
and 4 Henry J. 





Used-Car Bulletin from Detroit . . . 





(Aptco Auto Auction. 
Apr. 9 
(Market off. Sold 43 units out of 

88 offerings.) 

BUICK—’51 Super 4-dr., $1,900*; Spe- 
cial club coupe, $1,665. ‘50 Special 
2-dr., $1,245*; Super 2-dr., $1,395*; 
RM 2-dr., $1,625*. °'49 RM 2-dr., 
$1,025". °48 RM 2-dr., $930*. ‘47 
Super 4-dr., $685. 

CADILLAC — '50 (62) 4-dr., $2,760*. 
49 (61) 4-dr., $1,775*. "48 (62) 
4-dr., $1,475*. 

CHEVROLET — ‘51 SL Deluxe 2-dr., 
$1,465; conv., $1,780*. "50 FL Deluxe 
4-dr., $1,165*; 2-dr., $1,065; SL De- 
luxe 2-dr., $1,150; Bel-Air, $1,465. 
"49 SL Deluxe club coupe, $870. ‘47 
FM 4-dr., $650; 2-dr., $660. 

CHRYSLER—’48 Royal 4-dr., $800. 

DeSOTO-—'49 Custom club coupe, $1,- 
175*. 


DODGE ‘51 Coronet 4-dr., $1,655; 
%-ton pickup, $935. 

FORD—’51 Custom (8) conv., $1,680 
"49 Deluxe (6) 2-dr., $750. ‘46 SD 
(6) 2-dr., $510. 

KAISER—'49 Special 4-dr., $680 

LINCOLN—'49 4-dr., $880*. 

OLDSMOBILE—’51 (88) 2- dr., $2,165* 
‘50 (88) club coupe, $1, 550°; 2-dr., 
$1,490*; 4-dr., $1,625*. ‘48 (76) 
4-dr., $720*; (98) 4-dr., $1,000* 

PACKARD—’48 4-dr., $825. 

PLYMOUTH—’'50 SD 2-dr., $1,100. ‘47 
SD 4-dr., $635. 

PONTIAC — '51 (8) Catalina, $2,150; 
Chieftain (6) 2-dr., $1,635, $1,700; 
club coupe, $1,610. 

STUDEBAKER — ‘48 Champion 4-dr., 
$655. 





Latest Auetion Prices 


Sale every Wednesday ) 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 40, 41 


Apr. 2 
(Market off. No bidding spirit evi- 
dent. Sold 43 units out of 81 offer- 


ings.) 

BUICK-—’50 Super Riviera coupe, §$1,- 
780. '49 RM 4-dr., $1,100*. 

CADILLAC — ‘50 (62) 4- dr., $2,755*. 


"48 (62) 4-dr., $1,675*. ‘47 (62) 
4-dr., $1,160*. 


CHEVROLET — ‘50 FL Deluxe 2-dr., 
$1,210"; SL Deluxe 4-dr., $1,325*; 
Bel-Air, $1,500*; %-ton pickup, $880. 


‘49 sedan delivery, $600. ‘47 FM 
4-dr., $680. °46 %-ton pickup, $405. 

CHRYSLER_—’47 NY 4-dr., $650; Royal 
4-dr., $480. 

DeSOTO—’'50 Custom club coupe, §$1,- 
430. 

DODGE—’49 Wayfarer roadster, $750. 
‘47 Deluxe 2-dr., $560. ‘46 Deluxe 
4-dr., $495. 

FORD—’51 Custom (8) conv., $1,710. 
50 Custom (8) Crestliner, $1,365; 
Deluxe (8) 4-dr., $1,190. °49 Custom 
(8) 2-dr., $945; Deluxe (8) 2-dr., 
$830, $635. °48 Deluxe (8) 2-dr., 
$550. °'47 SD (8) 2-dr., $670; conv., 
$630. 

HUDSON—'46 Super (6) 4-dr., $225. 

KAISER—'51 Custom 4-dr., $1,600*. 

OLDSMOBILE—'49 (76) 4-dr., $1,005*. 
"48 (76) 4-dr., $680*, °47 (78) 4-dr., 
$610*. °'46 (98) 4- dr., $475*. 

PLYMOUTH—’51 Belvedere, $1,600. '47 
Deluxe 4-dr., $690. 

PONTIAC — ‘51 Chieftain (8) Deluxe 
4-dr., $1,880*; Catalina, $2,295*. ‘50 
Chieftain (8) conv., $1,820*. ‘48 SL 
(8) 2-dr., $1,050*; Torpedo (8) 2-dr., 
925°. 

STUDEBAKER—’50 Champion Custom 
4-dr., $950. '47 Champion 4-dr., $560. 














Ward Faces Felony Counts 
Before Denver Trial Jury 


district attorney, spent 25 min- 
utes outlining the case against 
the former Hudson distributor. 
The trial, he said, is the first and 
embraces three of the 36 felony 
counts pending against Ward. 

Doyle said the state would at- 
tempt to prove that Ward sold 
stock in the Hudson Finance Corp. 
for $2,500 to Sam G. Russell, Den- 
ver realtor, and that the sale was 
fraudulent. 

According to charges, Ward or- 
ganized Hudson Finance in Feb- 
ruary, 1950, ostensibly to finance 
sales of autos by his distributing 
firm, Fred Ward, Inc., to Hudson 
dealers, and by dealers to retail 
buyers. 

Ward was in desperate financial 
condition a year before he went 
into receivership, and Hudson 
Finance was one of several means 
he used to obtain money and credit, 
Doyle declared. Charges stated that 
he did this in several ways: 

1. By selling worthless stock in 
the company to Russell and his 
employer, Frank Burns, for $2,500 
apiece on May 11, 1950. 

2. By using Hudson Finance in 
a complicated check exchange 
whereby the finance company 
would issue a check to Ward’s 
benefit and be repaid with a 
check from another of Ward’s 
several enterprises. Ward would 
enjoy extra bank credit for the 
few days it took these checks to 
clear the banks, Doyle said. 

3. By obtaining loans in the name 
of Hudson Finance, Ward got $300,- 
000 in credit from the United States 
National Bank of Denver, and ne- 
gotiated for a $200,000 loan from 
J. K. Mullen Corp, Doyle said. 

The defense elected to make its 
opening statement after the prose- 
cution finishes presenting its case. 


McCahill Heads 
OPS Truck Unit 


WASHINGTON.— William J. Mc- 
Cahill has been appointed head of 
the Truck and Trailer section of the 
Office of Price Stabilization. 

McCahill was Fort Wayne (Ind.) 
district manager of International 
Harvester truck sales. 








Hull-Dobbs Purchases 
Atlanta Ford Concern 


ATLANTA.—Horace H. Hull, 
J. K. Dobbs and Oscar Oakley, 
all of Memphis, have purchased 
the assets of Frost Motor Co., 
Atlanta, for an _ undisclosed 
amount and will continue to op- 
erate it as a Ford dealership un- 
der the name of Hub Motor Co. 
This was another move in a 
continuing Hull-Dobbs_ expan- 
sion. 

Frost had operated the dealer- 
ship since 1935 as a corporation 
headed by Joseph Frost. William 
R. Cook, Memphis, will be gen- 
eral manager of the new Atlanta 
operation, John Pugmire, for- 
merly of Edmunds Motor Co., 
Ltd., Atlanta, will be sales man- 
ager. 
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will come to you quarterly, wire-o-bound 
more than 250 pages... with supplements 
for the intervening months to keep you 

abreast of continuously changing 


facts and figures... 


quantity rates of course 


up-to-date average retail, 


average loan, and average ‘As-ls’’ values; current 0. P. S. 

Ceiling Prices; insurance symbols; factory A. D. P. prices, 
motor and serial numbers, model identification and mechanical 
ed specifications plus average loan and average retail values on most 
trucks up to 16,000*G. V. W. and, that’s not all! You get illustrated serial 
ae and motor number locations, identification data... everything you Il want to know! 
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| For Free Parts Market 


MEW A’s Ruark Urges Jobbers to Aid Car Dealers 
In Battle Against ‘Monopoly’ 
HOUSTON. — Automotive whole-;of choice to buy what they wa: 


|salers were urged the other day by | from whom they please, because « 
IB. W. 





|Motor & Equip- 
ment Wholesalers 
Assn., to unite in 
“one biggest and 
strongest possible 
association” to 
help car dealers 
and service sta- 
tions fight for 
free and open 
markets. 

Ruark asserted 
that car dealers 
and station oper- 
ators “welcome the support of 
wholesalers in their own efforts to 
restore and maintain their right to 
operate their businesses as free 
men.” 

He was speaking at a meeting of 
Automotive Wholesalers of Texas 
preceding the Southwest Automo- 
tive Show. 

Ruark charged that some car 
factories and major oil and rubber 
companies “fenced in” dealers and 
station operators on many products 
through monopolistic practices. 

This, he claimed, is the greatest 
single problem facing independ- 
ent automotive wholesalers, 

(Eprror’s Note: However, un- 
biased surveys show that car 
dealers buy 26% percent of all 
parts from independent whole- 
salers. Since this percentage in- 
includes tinware and parts not 
available except through the fac- 
tory, it indicates that dealers buy 
at least 50 percent of their fast- 
moving parts from jobbers.) 

Ruark said that the condition is 
now new “but has become more 
destructive of car dealers’ and 
service-station operators’ freedom 


B. W. Ruark 





Appellate Court to Rule 
On Lower Dealer Tax 


RICHMOND, Va. — The U. S. 
Appellate Court here is consider- 
ing the question of whether an 
auto dealer’s payments in excess 
of ceiling prices for used cars 
can be used for income tax de- 
ductions. A ruling in favor of 
the auto company has already 
been issued by the U. S. District 
Court in Baltimore. The govern- 
ment appealed the case. 

The case involves the corpo- 
rate and excess profits tax re- 
turns of the auto company for 
1945 and 1946, in which the com- 
pany included the full amounts 
paid. The company holds that 
gross income is derived by sub- 
tracting “costs of goods sold” 
from “sales” on income tax re- 
turns, and that deductions of 
“costs of goods sold” stand in 
the same position as “statutory 
deductions” allowed in the In- 
ternal Revenue Code. 





(Whit) Ruark, manager of|the greater efforts of certain ca 


| factories and major oil and rubbe 
companies in their apparent grin 
determination to monopolize th: 
automotive service industr; 
market.” 

He charged futher that the fail- 
ure of some manufacturers to 
keep wholesalers competitive 
with car and truck companies, 
together with price discrimina- 
tion against wholesalers, has ac- 
centuated the trend toward mon- 
opoly of these segments of the 
market, 

He emphasized the wholesalers’ 
need for business from car dealers 
and service stations in order to 
meet their greatly higher costs of 
doing business and be able to get 
a reasonable return on their in- 
vestments. 

Ruark pledged anew MEWA’s 
continuance of its utmost efforts 
to combat what he described as 
“private dictatorship over other 
peoples’ businesses.” 


GM Is Reported 
Eyeing January 


Show in N. Y. 


By Ed Brown 
Staff Correspondent 

NEW YORK.—The strong en- 
thusiasm of New Yorkers for auto- 
mobile shows has given auto 
makers added incentive in putting 
on future exhibitions. 

General Motors already is re- 
ported to have made a firm com- 
mitment to the management of the 
Waldorf-Astoria for holding its 
own exposition next January. 

The local public’s interest in auto 
shows was illustrated at both the 
International Motor Sports Show at 
Grand Central Palace and Auto- 
Lite’s exhibition of cars in the Wal- 
dorf-Astoria. 

Despite the fact that both 
shows ran simultaneously, each 
drew tremendous crowds and 
heavy buying interest was re- 
ported by show officials. 

The sports show chalked up 17,- 
500 visitors on opening day alone, 
with final attendance reported at 
around 120,000, Auto-Lite’s spec- 
tacle, in which all makers but Ford 
and GM displayed their products, 
attracted more than 25,000 the first 
day. 

While tabulations of cars sold at 
the sports show were incomplete, 
dealers said that the $250,000 mark 
had been reached, with high hopes 
of far surpassing that figure. Sales 
included foreign-made, custom-built 
and specially designed cars. Un- 
veiled for the first time was the 
Packard sports car, the Pan Amer- 











ican. 








James Buys Howard Buick in L. A.— 


Ownership of one of the largest and longest established Buick dealerships in the 
country has changed hands with the sale of Chas. Howard Buick, Los Angeles, to Ed 
James, former Studebaker dealer at Long Beach, Calif. Charles Howard (left) is shown 
handing the “key to the premises” to the new owner. The dealership was established 
in 1909 by the late Charles S. Howard. It was purchased from the Howard estate in 
September, 1950, by Charles Howard jr., who is retiring from the automotive field. 
James has been a Studebaker dealer at Long Beach, Calif., for the past nine years. 
He formerly was a Studebaker dealer in Los Angeles, and prior to moving to the 
southern California area, he was a Buick dealer at Rapid City, S. D, 
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narges Discrimination; Elects Craig. . . 





Illinois Parley Attacks Reg. W 


(Continued from Page 3) 


il, Murphysboro; Charles W, Al- | 

ght, Wood River; Eugene Bragg, 

ilesburg; H. W. Kice, Watseka, 
id Orlo E. Salisbury, Elgin. 

Directors, elected for two-year 
rms, included R. J. Phillips, Au- 
ora; George Wiley, Bloomington; 

rry Cizek, Chicago; W. J. Foehr, 
irthage; Vaughn Walker, Wat- 

seka; Paul Slaybaugh, Murphys- 
oro; M. L. Henderson, Mt. Vernon; 
jugene J. Wilson, Rock Island; 
J. L. Harring, Springfield, and J. L. 
Spector, Streator. 

Another of the 11 resolutions 
passed by the IATA gave support 
to a program of semi-annual in- 
spections of cars at privately- 
owned stations, and promised aid 





Credit Extension 


Seen by June I, 
With 24-30 Mos. 


CHICAGO.—W. E. Butler, presi- 
dent of the National Used-Car Mar- 
ket Report, predicts that the Fed- 
eral Reserve Board before June 1 
will extend the 18-month limit on 
time payments to 24 and possibly 
30 months, 

Butler said that the change will 
have to be made in Regulation W 
as soon as auto factories find it is 
necessary to lay off men because 
the new cars are not moving and 
dealers’ stocks reach a “dangerous 
proportion.” 

The relief on credit restrictions, 
he said, will come not because 
dealers alone need it but because 
workers who are being laid off in 
factories will demand it and will 
receive consideration. 

Butler made his prediction in dis- 
cussing registration figures on new 
automobiles with dealers and sales 
representatives of the appraisal 
firm across the nation. 

“Registrations prove that there 
is something radically wrong with 
the sales of new automobiles,” But- 
ler said. “It is quite evident that 
the present limit on time payments 
is largely responsible for this sit- 
uation.” 


Goodrich Claims 
New Process Ups 


‘Cold’ Output 30% 


CLEVELAND—A 30 percent in- 
crease in the output of “cold” GR-S 
American rubber is claimed by a 
major improvement in the manu- 
facturing process employed at the 
government-owned Port Neches 
(Tex.) rubber plant, J. R. Hoover, 
president of B. F. Goodrich Chemi- 
cal Co., said. 

Hoover explained that overall 
cost of the rubber is lowered by a 
reduction in the amount of auxil- 
iary chemicals used to promote the 
rubber-forming chemical reaction. 
The cold GR-S so produced is ap- 
preciably more uniform in quality, 
and the process requires less ex- 
acting technical control, he said. 

Now in full scale production at 
the Texas plant, the process uses a 
tetra-sodium salt of ethylene dia- 
mine tetra-acetate, which forms 
complex compounds with the iron, 
calcium, and magnesium ordinarily 
found in water. This chemical is 
added to the water used in making 
cold GR-S latex, Hoover said. 

“Time required for the rubber 
making reaction is decreased by 
three to four hours, which results 
in more cold rubber produced in 
each polymerizer during a given 
period,” Hoover points out. “By us- 
ing the water treating chemical, 
smaller amounts of catalysts are 
necessary.” 

Goodrich, which operates the 
Port Neches (Tex.) plant for Re- 








construction Finance Corp., began | 


experimentation on the new proc- | 


ess in 1949, 





Named Distributor 


CHICAGO.—Illinois Auto-Electric 
Co. has been named a midwest dis- | 
tributor for Warner Electric Brake 
& Clutch Co., Beloit, Wis., it is an- 
nounced by George G. McManis, 
mamager of Beloit’s automotive di- 
vision. 


| 


in getting a “fair and adequate” 
law passed in the next session of 
the legislature. 

A separate 
dealers to carry on local highway 
safety programs, and asked that 
such safety movements and pro- 


Forsythe 


A 
(Continued from Page 3) 


We have to have more to manage 
with, if the job is bigger or costs 
more. Or we have to cut down on 
the job. The dealer has had to 
invest more capital in equipment 
and inventory. His costs have gone 
up, and he cannot be expected to 
operate on a smaller volume at the 
same rates. 

The dealer can sum up his situ- 
ation on the basis of the past 10 
years of experience, asking him- 
self and answering: How much 
has overhead ‘increased since 
1942? How much wages? How 
much has investment in materi- 
als, equipment and _ specialized 
tools increased? How much has 
plant been expanded? What is 
the comparative investment and 
what are the commitments to it 
now as compared with them? 

We all know the general answer: 
Much more. 

Sax Lloyd’s committee on plan- 
ning may address itself first to 
finding out the facts. For the task, 
it may be desirable to set up separ- 
ate personnel and facilities apart 
from the standing NADA organiza- 
tion. The regular organization and 
officers are pretty hard pressed 
keeping up with the day to dav 
problems. 

” + ~ 


All on Same Team 
INALLY on the basis of research 
findings, we can arrive at re- 
commendations to the industry and 
to the government. It may be that 
special legislation will be indicated. 

Congress, made up of the mem- 
bers from our own districts and 
our senators, must be kept cogni- 
zant of -the vital nature of our 
problem. NADA Past President, 
R. D. McKay, and his capable 
staff certainly extended our good 
relations with Congress. It makes 
sense that we all carry this 
further, as far as we can by im- 
proving our public relations at 
the grassroots. 

Our customers have, individually, 
as big a stake in our lot as we 
have. For we are only pools of 
service and supplies for our cus- 
tomers. They have larger invest- 
ment in their cars and trucks than 
ever. Maintenance is therefore the 
more important to them, We have 
to get the message to them that 
cars must be conserved at any rea- 
sonable cost. It is a defense duty. 
We're all on the team. 





Hornet Wins 
Va. 100-Miler 


MARTINSVILLE, Va. — Dick 
Rathman continued the chain of 
Hudson Hornet wins in this year’s 
NASCAR events last week, when 
he took the checkered flag to win 
a 100-mile event on the half-mile 
track here. 

So far this year, Hudson has 
scored five first spots in as manv 
Grand National events. Fonty Flock 
(Oldsmobile 88) suffered a dislo- 
cated shoulder in the race here 
following a smash-up involving Bill 
Blair (Oldsmobile) early in the 
race. Blair came in second in the 
final tally, and Perk Brown (Hud- 
son) placed third. 





Dealer Meeting Off; 
‘No Need,’ Says NPA 

WASHINGTON.—The meeting 
of the new-car dealers’ advisory 
committee with NPA’s office of 
civilian requirements, scheduled 
tentatively for Apr. 21, has been 
cancelled. 

Ross Williams, deputy director 
of OCR’s wholesale, retail and 
service trades division, said there 
appeared to be no necessity for 
the meeting. Williams pointed 
out, however, that should dealers 
desire a meeting, they could 
make their wishes known and 
one would be arranged. 





resolution urged the | 


|Highway Safety Committee; 





jects be started immediately by 
jlocal organizations and individual 
dealers. 


Speakers at the 


talked on current national legisla- 
tion; M. R. Darlington, managing 
director of the Inter - Industry 
Max 
Loose, speaking on a group insur- 
ance plan; Joseph E,. O’Daniel, 
vice-chairman of the NADA Public 
Relations committee; Robert D. 
Morgan, labor relations attorney, 
and U. S. Senator Everet M. Dirk- 
sen, Illinois Republican. 


More than 300 persons registered 


for the convention during the first 
day. A full program of entertain- 
ment was also provided for the 
two- ~day session. 


at 


dealers conven- | 
tion included C. J. Farrington, as- | 
sistant to the NADA president, who | 








Kenosha Cites Its Leading Industry— 


Nash's 50th anniversary birthday in Kenosha was attended by 1,000 persons, with 
honored guests including Gov. Walter J. Kohler of Wisconsin; city officials, William 


J. Cronin, manager of the Automobile Manufacturers Assn.; 


Emil Mazey, secretary- 


treasurer of the International UAW-CIO; Brig.-Gen. Nelson S. Talbot of Wright field, 


Dayton, O., and Nash-Kelvinator officials. 


——@also guests. 





Mason Accepts Honor from Nash's Home City— 

When Kenosha sponsored a 50th anniversary birthday fete for Nash recently, 
George W. Mason (left), president and chairman of Nash-Kelvinator, accepted a ciila- 
tion for the company on behalf of the citizens of that city from Circuit Judge Alfred 


L. Drury. 





K-F to Appeal Otis Setback 
To U. S. Supreme Court 


WILLOW RUN.—A decision by 
the United States Court of Appeals 
in New York favoring Otis & Co., 
Cleveland investment bankers, in 
an alleged breach of contract with 
Kaiser-Frazer, will be appealed to 
the U. S. Supreme Court, a K-F 
spokesman said last week. 

In reversing a federal district 
court decision ordering Otis to 
pay K-F $3,120,743 damages, the 

appellate court held that the con- 
tract was “so closely related to 
the performance of acts forbid- 
den by law as to be itself ille- 
gal.” 

The Kaiser-Frazer suit seeks that 
amount as damages from Cyrus S. 
Eaton and William R. Daley, presi- 
dent of Otis, who are accused of 
inducing Otis and First California 
Co. to break a common stock buy- 
ing contract with K-F. 

Otis, on the other hand, accuses 
K-F of filing a false and mislead- 


ing prospectus with the Securities 
and Exchange commission. 

The appellate court’s opinion was 
written by Judge Augustus N. 
Hand and concurred in by Judge 
Charles E. Clark and Judge Ste- 
phen W. Brennan. 

Wrote Judge Hand: “We can- 
not blind ourselves to the fact 
that the sale of this stock by 
Kaiser-Frazer, in so far as the 
underwriters were concerned, was 
a sale not only to the underwrit- 
ers but the initial step in the 
public offering of the securities 
which would necessarily follow. 

“The prospectus, which has been 


found to have been misleading, | 


formed an integral part of the con- 
tract and the public sale of the 
stock by the underwriter was to be 


Fifty of the firm's oldest employes were 


o> 





Lincoln Managers 


In West Meet 
L-M Executives 


LOS ANGELES. — West Coast 
Lincoln sales managers who will 
fill major posts newly created in 
the regional and district sales of- 
fices of Lincoln-Mercury held their 
first meeting with Detroit execu- 
tives at the Los Angeles plant 
Thursday and Friday, it was an- 
nounced by Henry B. Daniels, west- 
ern regional manager. 

This is part of a program under 
which L-M is setting up separate 
Lincoln and Mercury field sales 
staffs. The staffs will be headed by 
a Lincoln sales manager and a 
Mercury sales manager at the home 
office. 

A. H. Crowley, national manager 
of product promotion and distribu- 
tion for the division, conducted the 
two-day conference on sales pro- 
grams and_ objectives. George 
Hackett, national sales council 
manager, also attended. 

In making known five Lincoln 
sales appointments in the western 
region, Daniels said that the man- 
agers would be department heads, 
and would work directly under the 
regional and district managers. 
Their entire time will be devoted 
to assisting dealer organizations in 
expanding and training their pres- 
ent Lincoln sales and service de- 
partments. 

Appointed to the regional staff by 
Daniels was Bill Huber, formerly 
a field manager in the Oakland 
(Calif.) sales district. Named Lin- 
coln sales managers in the four 
sales districts were Charles E. Hair, 
Los Angeles; R. Dobbins, Oakland; 
W. Wilhelmy, Seattle, and W. R. 
Geis, Denver. 





Grant Appointed 


Bob Fleigh, Inc. (Studebaker), 
242 W. Twenty-Ninth St., Balti- 


made and could only have been! more, has announced the appoint- 


made in 





pectus.” 








DeSoto-Plymouth Dealers Meet with Plant Officials— 


Dealer delegates elected from 18 national regions attended the first meeting of the DeSoto-Plymouth Factory Dealer Confer- 
ence held in Detroit Apr. 3-4. Seated clockwise (left to right), R. D. Burrow, Laurell, 


Great Kills, Staten Island, N. Y.; 


L. R. Glover, 


reliance on that pros-| 


ment of Leonard Grant as used-car 


I] | 


i? 


; 


1 
A, 


“e 


Miss.; A. Butts, Minneapolis; N. K. Mintz, 


Ottumwa, la.; R. J. Ebert, Oswego, N. Y.; A. H. Schwartz, Pittsburgh; B. O'Daniel, 


Evansville, Ind.; F. L. Hawkins, Seattle; J. E. Wolfington, Philadelphia; B. E. Wagstaff, Atlanta; J. Hughes, Cambridge, Mass.; 
J. A. Meador, Roanoke, Va.; R. L. Schappe, Madison, Wis.; A. J. Rosen, Columbus, O.; T. O. Murphey, Lubbock, Tex.; W. H. Stearns, 
Cleveland; E. F. Walsh, Kansas City, and J. F. Waters, San Francisco. Standing (left to right)-are: Sales vice-president J. B. Wag- 
staff; A. B. Nielson, Eastern sales manager; Paul Herpolsheimer, national field supervisor, and R. M. Rowland, Western sales 


manager, 
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Austin Somerset 


Bows in N. Y. at 
Price of $1,795 


NEW YORK.—Austin showed its 
1952 Somerset at the New York 
Motor Sports Show, The firm states 
that the New York price of $1,795 
includes equipment worth $250| @ 
which would normally be extra. 


The extras include a comfort- 
control heater, all-weather  air- 
conditioning, twin defrosters, chil- 
dren’s “safety”-door locks, posture 
adjustable front seats and custom- 
styled leather upholstery. 


Also listed are Dunlopillo foam | 
latex cushioning, safe-turn indi- | 


Auto-Lite Honors Crosley— 





_AUTOMOTIVE NEWS, 


plant of Electric Auto-Lite Co. with a luncheon at which Powel Crosley jr., 





“Crosley week" was inaugurated recently at the Evendale (Cincinnati) headlamp 


president, 


cators, Stevenson interior jacking | was guest of honor. Grouped around one of the cars on display in the main lobby of 


and dual electric windshield | 
wipers. 


The Somerset is a deluxe four- 


| the plant are, left to right, Clark McGrew, mayor of Evendale; H. A. Hasameyer, Auto- 
Lite erential ne and R. M. Lake, Auto-Lite vice-president and plant ——— 





door sedan built upon the A-40/| 
chassis. The body is made of extra- | | 
heavy steel, with Craftmaster styl- 
ing to give it a distinctive modern 


ing it possible to take curves at 
high speeds, the maker points out. 

Synchromesh column shifting, 
: é full-view vision and a quick-view 
look, and the weight is so well| control panel, feather-touch steer- 
distributed that the car provides/ing and fender guide lights are 
an extra dimension of safety, mak- among the other special features 








Tried, and proved for over 
40 years, the performance 
of McQuay- Norris piston 
rings is assured...and they 
are specifically engineered 
to meet every requirement, 
no matter how exacting. 


McQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS 10, MO. 





of the 1952 Austin. The Somerset 
makes possible additional econo- 
mies because, like other Austin 
models, it is designed to cut operat- 
ing costs in half and covers up to 
35 miles on a gallon of gas, the 
company claims. 
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—Coming Events= 








Dealer Conventions 
April 27-29 — North Carolina Automobile 
Dealers Assn., Carolina hotel, Pinehurst, 
N.C. 


April 28-29—Michigan Automobile Dealers 
Assn., Pantlind hotel, Grand Rapids. 
May 13-l4—Massachusetts State Automo 
bile Dealers Assn., Statler hotel, Boston. 
May 22-24—Washington State Auto Dealers 
Assn., Chinook hotel, Yakima, Wash. 
June 3-5— Automobile Dealers Assn. of 
Ontario, Hamilton, Ont. 

August 24-26 — Automobile Dealers Assn. 
of W. Virginia, Greenbrier hotel, White 
Sulphur Springs, W. Va. 


Sept. I1-12—Colorado Motor Car Dealers 
Assn., Shirley Savoy hotel, Denver. 
—_. 12-13— Maine Automobile Dealers 


Assn., Samoset hotel, Rockland, Me. 
Sept. 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe hotel, Sa- 
vannah 
Sept. 14-16—Kentucky Automobile Dealers 
Assn., DuPont lodge, Cumberland Falls 
State’ Park, Ky. 
° 14-16—New York State Auto Dealers 
Assn., Hotel Syracuse, Syracuse, Y. 


Sept. 15-16—Wisconsin Automotive Trade 
Assn., Schroeder hotel, Milwaukee. 
Sept. 15-16—Automobile Dealers Assn. of 


North Dakota, Elks Club, Fargo, N. D. 

Sept. 20-22 — South Carolina Automobile 
Dealers Assn., Ocean Forest hotel, Myr- 
tle Beach, S. 

Sept, 21- 23 — South Dakota Automobile 
Dealers Assn., Cataract hotel, Sioux 
Falls. 

Sept. 21-23—Arkansas Automobile Dealers 





Assn., Arlington hotel Hot Sprin 
Nat'l Park, Ark. 

Sept. 22-26 — Federation of 
Dealers Assns. of Canada 
Que. 

Sept. 25-26—New Jersey Automotive Trad: 
ssn., Traymore hotel, Atlantic City 


Automok 
Montre 


Sept. 29-30—Mi innesota Au tomobile Dea 
ers Assn., Nicollet hotel, Minneapolis 
Oct. 9- lntiennebeants. Automotive Assn 
Chalfonte-Haddon Hall, Atlantic City 

N. J 


Oct. 12-14—Tennessee Automotive Assn 
Noll hotel, Nashville. 

Oct. 19-21 — Florida Automobile Dealers 
Assn., Sans Souci hotel, Miami Beach 
Fla. 

Oct. 26-28—Tennessee Automotive 
Noll hotel, Nashville. 

Dec. 7-97—Ohio Automobile Dealers Assn., 
Statler hotel, Cleveland. 

. * 


Aftermarket Shows 


April 25-28—New England regional auto- 
motive show, Mechanics bldg., Boston. 

June 23-26—Automotive Accessories Assn. 
Inc., Navy Pier, Chicago. 


Assn 


* * * 
General 
— 23 - ay © 4— International Motor 
Show, Turin, Italy 


May 52 = Abate Engine Rebuilders 
Assn., Plaza hotel, San Antoniq, Tex. 
May 16-17 — Southeast Automotive Show 

conference, Asheville, N. C. 

May 18-19—American Petroleum Institute, 
Copley Plaza, Boston, Mass. 

June 13-15— Automobile Trade Assn. of 
Maryland, meeting Ocean City, Md. 

June 23-27—50th anniversary meeting 
American Society for Testing Engineers, 
New York City. 

Sept. 10-12 — National 
50th annual meeting, 
Atlantic City, N. J. 

Oct. 20-24—National 
tional exposition, 
eee. 


Petroleum Assn., 
Traymore hotel, 


Safety Council, na- 
Conrad Hilton hotel, 


Nov. 10-13—American Petroleum Institute, 
annual meeting, Conrad Hilton hotel 
and Palmer eee * Chicago. 

muon 


April 21-24—Society of Automotive Engi- 
neers meeting, Hotel Statler, New York 
City. 

June 1-6— Society of Automotive Engi- 
neers, summer meeting, Ambassador 
and Ritz-Carlton hotels, Atlantic City, 


Aug. i1-13—Society of Automotive Engi- 
neers, national West Coast meeting, 
Fairmont hotel, San Francisco. 


Sept. 9-11—Society of Automotive Engi- 
neers, national tractor meeting, Hotel 
Schroder, Milwaukee, Wis. 


Oct. 22-24—Society of Automotive Engi- 
neers, national transportation meeting, 
Hotel William Penn Pittsburgh, Pa. 

Nov. 3-4— Society of Automotive Engi- 
neers, Chase hotel, St. Louis, Mo. 

Nov. 6-7 — Society ‘of Automotive Engi- 
neers, Mayo hotel, Tulsa, Okla. 

Nov. 30- Dec. 5— ciety of Automotive 
Engineers, Statler hotel, New York City. 


U.S. Motor Travel 
Into Mexico Rises 


(25 Pct. Over 1951 


| MEXICO CITY.—Vehicle traffic 
this the United States into Mexico 








this spring so far is 25 percent 
greater and more penetrating than 
| it was last year, a check of travel 
agencies and hotels reveals. 


While motorists formerly did 
little more than just cross the bor- 
der, this year they are traveling 
farther south and west into the 
country, it was reported. 


With more and better roads and 
improved highway facilities, such 
as filling stations, motels and ho- 
| tels, tourists are being encour- 
| aged to see more of Mexico than 
they had been in the past. 

A majority of the tourists, too, 
are making trips down here in 
newer model cars, it is reported, 
and rarely is an “oldtimer” as a 
1941 car seen, whereas in the past 
more older cars were on the roads. 
Tourists also are spending more 
|money south of the border than 
previously. 





NASCAR Introduces 


Fan Membership Plan 

DAYTONA BEACH, Fla.—Offi- 
|cials of the National Assn, for 
Stock Car Auto Racing announced 
last week the inauguration of the 
NASCAR’s fan membership plan,” 
which will enable auto racing fans 
to take a more active part in the 
sport by getting acquainted with 
its inner workings. 

According to William R. Tuthill, 
executive secretary of NASCAR, 
fans will be able to receive bulle- 
tins, newsletters, rule books and 
other benefits the same as those 
who are competing members. It 
was announced that fan membérs 
will receive reduced subscription 
rates to leading racing magazines, 
and discounts for speed equipment 
and auto accessories, 
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heairs Porter says, “Most of Our Best 
Customers Read Farm and Ranch 
Southern Agriculturist” 





Cheairs Porter is the President of the successful hardware firm Walker Hardware Co., Inc., is now the largest hardware firm in 
of Porter Walker Hardware Co., Inc., of Columbia, Tennessee the Columbia trading area and depends, to a major degree, upon 
and is also a farmer in this community. Founded in 1907, Porter its 12,000 farm families for a flourishing, prosperous business. 


‘ 


i 





FARM 
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NASHVILLE, TENNESSEE i Ae 
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More Southern Farm Families read Farm and Ranch-Southern Agriculturist Pa gy we r 7" 
than any other publication . . . circulation guarantee—1,290,000. ¢h we a 


Mr. Porter went on to say, “I have checked 
over the Maury County subscription list of 
Farm and Ranch-Southern Agriculturist and I 
am greatly impressed with the number of our 
leading farmers who subscribe to your maga- 
zine. Over 75% are good customers of ours. 
These people are among the best farm fam- 


ilies in this territory. 


‘In our trading area there are 12,724 farms of 
which 9,317 are electrified. These families 
are the backbone of our business. From the 
outset in 1907, the farmer has been our best 
and most cdnsistent customer. In the early 
stages our billing was every six months. 
Electrification and crop diversification have 
changed all that. Now our billing is on a 
30-day basis and without the farmer we would 


be out of business. 


“Even during the depression it was the farmer 
who kept us going. Town families stopped 
buying, but not the farmers. They had to keep 
buying to operate their farms . . . without 
their business we would have closed our doors. 


‘National advertisers doing business in areas 
like ours should realize that the farmer is the 
man to be sold. When over 75% of your 
subscribers are our customers it stands to 
reason that we will do more business on 
products which are advertised in Farm and 
Ranch-Southern Agriculturist.”’ 


Special Notice to Sales Managers, Adver- 
tising Managers and Media Directors. 


What Mr. Porter has to say about the South- 
ern Farm Market is fully substantiated by 
the agricultural statistics in the 1950 census. 
We are preparing a state-by-state digest of 
these figures as they are released. We will be 


happy to mail them to you as they come 


off the press. Pr 
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May 13-14 Is Set 
For Annual Parley 
Of Mass. Dealers 


BOSTON. The Massachusetts 
State Automobile Dealers Assn. has 
announced that it will hold its 12th 
annual convention May 13-14 at 
Hotel Statler. 


MADA said there will be a spe- 
cial meeting at 10 a. m. on May 14 
in the hotel to review the associa- 
tion’s activities during the past fis- 
cal year and elect new officers and 
directors. 

Leo Malbeouf (Ford), Boston, has 
been named chairman of the con- 
vention committee. 


AUTOMOTIVE 
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Richmond County Dealers Donate Training Car— 


Richmond County Automobile Dealers Assn. presented a car to the New York public 
school system for its driver training program. At the presentation, Dr. Pertsch, of the 
New York board of education, accepts the keys from D. Palma, president of the deal- 
ers association. Nelson K. Mintz, president of the Automobile Dealers Assn. of New 
York and Moses Sarola of the association look on. 





| Wondering how new-car and truck production and sales are making out? 
TIVE NEWS gives you the entire story every week throughout the year 


...made with Masland Duran 


in four eye-filling designs - 
SAXON...SS-1...LIDO... SCROLL 
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Dealer’s Credit System 


Chrysler Outlet in Des Moines Adapts Card System 
To Parts and Service 


DES MOINES. Friedman Mo- 
tors, Inc. (Chrysler-Plymouth), has 


reported satisfactory results from a| 


credit-card system being carried on 
for service and parts customers. 


According to the company, 
credit cards are issued only to 
customers of established financial 
stability. The cards, signed by 
Jack Friedman, must be present- 
ed when asking for credit on 
service or parts accounts. 

When the credit card is passed 
out, it is accompanied by a letter 


SAXON PATTERN 
JASON SEALPANEL 








patterns in custom grade Jason Sealtufi 





ORIGINATORS OF STITCHLESS QUILTED PLASTIC « HOBOKEN, NEW JERSEY 


which is in itself a good piece « 
selling literature. 

| “Will you accept this preferre: 
| credit courtesy card enclosed,” th: 
| letter reads, “which entitles you t« 
| prompt credit accommodations at 
Friedman Motors, Inc.? 

“Any time your car needs ad- 
justments or repairs, just drive into 
our service department and meet 
Harris Campbell, service manager 
Or if you need seat covers, tires. 
or any other accessories, see Fred 
Jotzke, parts department manager 
This card entitles you to regular 
credit terms, the same as you enjoy 
elsewhere. 

“Now you can have your car 
repaired or serviced and handle 
the charges as you handle your 
other accounts, No waiting—no 
red tape—just present this card 
to our parts department or serv- 
ice department and get what you 
want when you want it. 

“It is a pleasure to extend this 
credit service to you since you 
have earned your good credit 
standing by promptly taking care 
|of your obligations when due. 

“Give us the opportunity to serve 
you and add your name to our 
ever-growing list of satisfied cus- 
tomers. Come in any time—you 
| will find it easy to deal.” 





U. S. Sues Dealer 
On Reg. W Counts 


BUFFALO.—The government has 
filed in federal court information 
in the area’s first prosecution for 
alleged violation of credit and 
downpayment regulations in install- 
ment sales. R. Norman Kirchgrab- 
er, first assistant U. S. district at- 
torney, said more cases will be 
prosecuted later. 

Kirchgraber filed an information 
against Charles A. Monroe, doing 
business as Monroe Motor Sales, 
659 Ridge Rd., Lackawanna, which 
contained 11 counts of alleged vio- 
| lations of Regulation W. 


Seattle 


(Continued from Page 3) 





month payments on buyers here of 
|most makes and models of new 
| cars. 

In setting forth their opinions 
for the comparatively light attend- 
ance at the 1952 Seattle Auto Show, 
dealers do not blame the manner 
in which the show was staged, for 
it is regarded as one of the most 
beautiful Seattle auto shows ever 
staged—big, colorful, well-decorat- 
ed, well-publicized and with inter- 
esting special exhibits and crowd- 
pleasing entertainment. 

It is felt that the show com- 
mittee under Lee Moran, associa- 
tion president, and Henry Rahe, 
general chairman, and coordinat- 
ed by Tom Gilson, association 
manager, did an excellent job. 

These, then, are some of the vari- 
| ous opinions advanced: 

1. The show did not have the ad- 
many of being the first here in 





many years, as did the 1950 show 
}and also the recent highly success- 
ful auto shows in western cities 
such as Portland, Los Angeles and 
| Denver. 
| 2. Public not too greatly im- 
| pressed by model changes since the 
1950 show was held. Showroom at- 
tendants upon the introduction of 
new models has been very light 
| this year. 
| 3. A cautious 
| Spending. 

4. Interest retarded by Regula- 
tion W, causing many people to 
say, “if we can’t buy, why look?” 

5. Much of this year’s normal 
market pre-bought last year to 
beat threatened car scarcity and 
increasing prices. 

6. Competition from _ television 
entertainment greater than ever 
There are 108,000 television sets 
in the Seattle area now, as com- 
pared with 16,000 in early 1950. 

7. Competition from other crowd- 
attracting events which fell coin- 
cidentally during the period of the 
auto show. Among these were the 
Andrews Sisters, who did “big 
business” at a downtown theater, 
and the annual daffodil festiva] in 
nearby Puyallup, Wash. 





attitude toward 
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Pathfinder’s circulation exceeds that of all other 
news magazines by hundreds of thousands in 
America’s Main Street trading centers— 
Pathfinder towns. . . towns where more than 

70 percent of the Nation’s car dealers are located 
—where more than half the Nation’s car-owning 
families live. 


Automotive advertisers have long recognized 
the value of news magazines in selling the urban 
half of the nation’s automotive market. 


Like other news magazines Pathfinder selects 
the thinking people—news-minded, substantial 
families who have real buying power. 


Like other news magazine audiences 81%, of 
Pathfinder families own cars. 


BUT—UNLIKE OTHER NEWS MAGAZINES—PATHFINDER 
concentrates its circulation in the biggest automotive 
market. Automotive advertisers using an insertion 
in the other two major news magazines miss 

90% of the Pathfinder families. 


Complete your news magazine coverage of automo- 
tive America. Buy Pathfinder, the largest selling News 
Magazine in the biggest halfof the Automotive Market. 


a oe ee 


Publisher 
Washington Square, Phila. 5, Pa. 


_ Sell alt ot Automotive amerien ...pey Dath finder 


NEWS MAGAZINE 
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Following the Markets 
Industrial Migration to South and West 
Held ‘Natural’ Occurrence 
BOSTON. Terming the con-, out, “was accelerated by the estab- 


sumer market the dominant force | 
behind industrial migration, the | 
First National Bank of Boston de- | 
clares that it is “only natural” that | 
industries, to better service cus-| 
tomers and to save on transporta- | 
tion and distribution costs, would | 
be attracted to sections with grow- | 
ing markets for consumer and in-| 
dustrial goods. 

“The movement,” the bank points 


Louisville OKs $380,000 
For 38 Garbage Trucks | 


LOUISVILLE. — The Louisville 
board of aldermen has authorized 
$380,000 for 38 closed-type mechan- 
ical garbage trucks. 

City officials contend that such 
trucks can be operated with three 
men, whereas the open type gen- 
erally used requires four, The city 
said it can save $158,000 a year by 
owning and operating all of its 
garbage trucks instead of leasing 
them. 








lishment of defense plants in the 





south, west and other parts of the 
country. Nearly 40 percent of the} 
total facilities contracts in bie ges 
War II were in the south and in| 
the Pacific states, while about 38 | 
percent of the certificates of neces- | 
sity so far during the present de- | 
fense emergency have been granted 
to firms in these territories. 

“In addition, huge outlays of 
federal funds for development in 
the form of dams, power plants, 
irrigation, and flood control have 
become a contributing factor in 
the attraction of industry to the 
south and west. 

“Industrial migration has been 
motivated by many forces and has 
varied by industries, but the domi- 
nant one is the consumer market. 
Based upon a study made by the 
NPA committee of the south of 88 
new firms locating in the south 











ih 


| Detroit District L-M Service Managers Meet— 


This group attended the 1952 meeting of the Detroit District Service Managers Council of Lincoln-Mercury. The main pur- 
pose of the organization, it was announced, is to establish better understanding of service problems that exist on the dealer- 
manufacturer level. G. S. Coats, district sales manager, and B. E. Markley, district service manager, welcomed the group to 


the meeting. 





in the postwar period, it was found 
that 45 percent primarily oriented 
to their market, 30 percent to ma- 
terials and 25 percent to labor. 


| 





“The population and income pat- | 


tern of the country have undergone | 
profound changes. During the past |More people migrated to the Pa- 





two decades the population of the 
Pacific states showed a gain of 86 
percent and the south Atlantic 
states of 32 percent as against a 
gain of 13 percent for New Eng- 
land and the middle Atlantic states. 


Look what Pittsburgh Store Fronts did for others™ 


-ee AND CAN DO FOR YOU! 


“Our Pittsburgh front 


has increased our business. We doubled our luncheon and 
fountain business and increased our drug business 20%. 
Drugstore owner A. L. Saleeba, Hazelton, Pa. 





PITTSBURGH PRODUCTS 
USED: 
Pittsburgh Polished Plate 
Glass; Pittco Premier Store 
Front Metal; Forest Green 
and White Carrara Struc- 
tural Glass; Herculite Tem- 

pered Plate Glass Door. 





is bright and cheerful looking and 


” 


“Our Pittsburgh front shows the entire store to the public. 
We are well pleased with our new store and might add 
that our sales have increased 18%.” 

Flower shop owner R. F. Snyder, Pulaski, Virginia 








PITTSBURGH PRODUCTS 
USED: 
Pittsburgh Polished Plate 
Glass; Pittco Store Front 
Metal; Gray Carrara Struc- 
tural Glass; Herculite Tem- 

pered Plate Glass Door. 





our Pittsburgh front.” 


Shoe store owner Earl W. Weber, Phoenixville, Pa. 





PITTSBURGH PRODUCTS 
USED: 


Pittsburgh Polished Plate 
Glass; Pittco Premier Store 


Front Metal; Rembrandt 
Blue Corrara Structural 
Glass; Herculite Tempered 


Plate Glass Door. 


“Since the completion of the modernization we have shown 
a substantial increase in business. We feel that a good 
percentage of this increase can be directly attributed to 
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Store Fronts Hp 
and Interiors 
by Pittsburgh 











PITTSBURGH 


“We are very proud and happy with our new Pittsburgh 
front in two ways. It helps create that desired first impres- 
sion and has brought a substantial increase in business.” 


Clothing store owner H. F. Green, Kirksville, Mo. 








PITTSBURGH PRODUCTS 
USED: 
Pittsburgh Polished Plate 
Glass; Pittco Premier Store 
Front Metal; Rembrandt 
Blue and Gray Carrara 

Structural Glass. 


ee ~ 
Pittsburgh Plate Glass Company | 
2143-2 Grant Building, Pittsburgh 19, Pa. | 
= your Without obligation on my part, please send me a FREE copy of your | 
a es modernization booklet, “How To Give Your Store The Look That | 
. Se reeat . ” 
store a | 
Ee ei See KR ERE Beh phANSSSSSSRAALASEARD ARERR OREES | 
| 
EP ee re PS Tee eT eT Tee Lee See ee Pee) Pee eT | 
SE cad wn obs e beeee b4%dbe 6 CKbdda ee neaetese State 
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PAINTS + GLASS + CHEMICALS - BRUSHES -: PLASTICS 
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cific Coast in the last decade than 
in the preceding 100 years. 

“From 1937 to 1950, income pay- 
ments to individuals in the south 
increased by 245 percent and in 
the Pacific states by 273 percent, 
as compared with the national 
average of 200 percent. These 
two sections account for over 
one-third of the total national 
income and about 40 percent of 
the farm income, 


“It is only natural that indus- 
tries, in order to better service 
customers and to save on transpor- 
tation and distribution costs, would 
be attracted to these sections with 
growing markets for consumer and 
industrial goods.” 


F irestone Starts 
100% ‘Cold’ Output 
At La. Plant 


LAKE CHARLES, La.—The gov- 
ernment-operated synthetic rubber 
plant here operated by Firestone 
Tire & Rubber Co. has converted 
its entire production to “cold” rub- 
ber, according to Raymond C. Fire- 
stone, vice-president. 

Firestone said that the plant is 
the first of its kind to be placed 
in 100 percent production of such 
rubber under last year’s national 
program which called for convert- 
ing 75 percent of the total synthetic 
rubber output in the country to 
“cold” rubber. 


“The Lake Charles plant, which 
started production in August, 1943, 
was one of the eight plants selected 
to maintain rroduction while the 
balance was placed in standby con- 
dition at the end of World War II,” 
Firestone said. 


“In 1951, the plant had converted 
42 reactors to ‘cold’ rubber and 
now becomes the first under the 
new program to convert all 54 re- 
actors to the production of the 
improved product. Capacity of this 
plant is now 7,500 tons per month, 
making it the greatest single pro- 
ducer of ‘cold’ rubber in the nation. 

“Recognized as one of the most 
efficient and lowest-cost producers 
of synthetic rubber, the plant has 
manufactured more than a billion 
pounds of rubber to date. 


“The 100,000-ton increase in the 
nation’s annual synthetic rubber 
output, authorized in 1951 by Re- 
construction Finance Corp., will 
bring our total production of man- 
made general purpose rubber to 
860,000 tons this year and, as con- 
version is completed in other 
plants, will provide for annual pro- 
duction of 645,000 tons of ‘cold’ 
rubber.” 





American Muffler Buys 
Clothes-Carrier Firm 


BOSTON.—American Muffler Co., 
local manufacturer, has announced 
the purchase of all assets, includ- 
ing tools, dies, equipment and in- 
ventory, of Francis Metal Prod- 
ucts, Inc., Fitzwilliam, N. H. 

Alex Karpoff, president of Amer- 
ican Muffler, said Francis Metal 
Products Co. manufactures a pat- 
ented clothes carrier for automo- 
biles, made of stainless steel, hold- 
ing eight suits or dresses. American 
Muffler will continue to manufac- 
ture the clothes carrier and dis- 
tribute it through its sales repre- 
sentatives, 
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~ GOODYEAR ANNOUNCES 





The only All-Nylon Cord passenger-car tire! 


ERE, without question, is the world’s finest passenger-car tire— 
H and the finest premium tire profit opportunity ever offered to 
dealers! The new Plus-10 Double Eagle will outlast and outperform 
every other tire on the market. It is so far ahead—in safety, in long 
mileage, in riding comfort—that no other premium tire, no other 
passenger-car tire of any kind compares with it! 


Get the full story from your Goodyear representative now! 
PLUS 1—The only passenger-car tire in the world with an all- 
nylon cord body. 

PLUS 2—Goodyear Heat-Tempered Nylon Cords make the new 
Double Eagle 11% to 2 times as strong as standard tires. 


PLUS 3-—Safety! Over 2,000,000 miles of gruelling road tests 
prove this is the safest tire ever designed for a passenger car. 


PLUS 4—26% more nonskid tread thickness gives up to 42% 
more safe mileage than standard tires. 


PLUS 5—Goodyear’s exclusive new Resist-a-Skid Tread grips at 
all angles of skid! Gives safer, surer traction on wet roads, on 
snow—even on ice! 


PLUS 6—Full, safe traction for life! Exclusive Resist-a-Skid 
tread design never needs re-cutting to restore traction. 


PLUS 7—Welcome comfort! Low-pressure, Super-Cushion ride 


soaks up road shocks, saves wear and tear on the car and you! 


PLUS 8—New Scuff Rib protects white sidewalls when you 
scrape the curb. 


PLUS 9—Extra beauty! Gleaming whitewall contrasts with 
diamond-sculptured jet-black shoulders. 


PLUS 10—Value! With all the advantages of the exclusive Re- 
sist-a-Skid Tread, the nylon cord body, this tire costs only about 
5% more than ordinary premium tires made of rayon! 

And... with the New LifeGuard Safety Tube this tire is blowout- 
safe and puncture-safe! 





NEW LIFEGUARD SAFETY TUBE! 


Blowout-safe! Puncture-safe! Re-usable! The only blowout- 
_ puncture protection that doesn’t wear out when the tires 
do. Lasts 100,000 miles or more! Saves your customers 20% 
to 43% per wheel over competitive methods. Gives you a 
rich, new source of profitable sales. Get full details now! 











GOOD*/YEAR 
PLUS-10 DOUBLE EAGLE 


Double Eagle, Super-Cushion and LifeGuard, T. M.’s—— The Goodyear Tire & Rubber Company, Akron, Ohio 
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THE NEW PLUS-10 DOUBLE EAGLE 
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than the former figure. 

The U.S. Bureau of Labor 
Statistics, launching the new 
index at the end of February, 
announced 113.2 as the January fig- 
ure, and disclosed that the old in- 
dex, with 1926 as the base, remains 
official through December, 1951, 

The January figure was 13 per- 
cent higher than the pre-Korean 

levels of June, 1950, and 1.6 per- 
cent under January, 1951. The 
1951 decline was interpreted as 
showing that commodity market 
speculation and scare buying for 
inventories did not continue dur- 














ing the year. Greatest post-Korea 
price rises were in rubber, 33.1 
percent, and paper, 23.3 percent. 

First revision of this index since 
1931 drew attention to the fact that 
in terms of dollars, more money 
rides on the wholesale price index 
through escalator clauses in pur- 
chasing contracts than does on the 
Consumers’ Price Index in wage 
escalator clauses. 

* * * 


Civilian Decontrols Urged 


| tional Assn. of Manufacturers, gov- | 


AUTOMOTIVE WASHINGTON | 


New U.S. Price Index 
To Be More Stable 


By William Ullman 

Washington Correspondent 
{pong new official wholesale price index, based on 1947-49 
as 100, measures more than twice as many commodity 
items as the old index, and since it covers many more manu- 


factured products, will rise less rapidly and fall less rapidly 
eo— 








i THE opinion of Managing Di- 
rector Earl Bunting of the Na- 


| 
ernment should take the controls | 


off of key mate- | 
rials going into 
civilian goods. 
But at the same 
time, he said, a 
system should be 
retained for allo- 
eating materials 
required for de- 
fense production. | 

Bunting was, of 
course, voicing 
the views of in-| 
dustry. Speaking | 
controls on such key | 





William Ullman 


of federal 
raw materials as steel, copper, and 
aluminum, he had this to say: 

“There is a great deal of evi- 
dence that such controls have an | 
unbalancing effect. If they are | 
taken off civilian goods, and the 
defense needs can be more care- 
fully worked out, the effect on 
employment, costs and supply 
would be even more favorable 
than the current estimate. 

“It is the old story of the free 
market being able to do a job that 
no big government bureaucrat has 








. 
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| Dodge Truck Headed for Africa— 


Erhardt-Rickabaugh Motor Co. (Dodge-Plymouth), Ellsworth, Kans., delivered this new 
Dodge truck which will see most of its service in Africa. From left to right at the 
presentation, are Bud Erhardt, salesman for the firm; Mrs. George Henderson; Rev 
George Henderson, African missionary, and Walter Steinberg. The truck was delivered 
to Steinberg, who turned the keys over to Henderson. 





ever succeeded in doing without 
disastrous mistakes.” 
* * * 


Fewer Nondefense Jobs 

ge THE last quarter of 1951, ac- 
cording to Secretary of Labor 

Tobin, an estimated 5,400,000 work- 

ers were employed in defense ac- 




















Your customers want steady comfort 

in spite of seasonal changes in temperature. 
That’s your cue to tell them how Ranco 
Fresh Air Heater Controls automatically 
assure perfect comfort, regardless of sudden 
weather changes. Yes, talk “comfort,” 

and you’re covering a mighty 
important sales point. 


THE FINEST CARS ARE COMFORT CONTROLLED BY RANCO 





WORLD'S LARGEST MANUFACTURER OF REFRIGERATION AND AUTOMOBILE HEATER CONTROLS 





tivities throughout the economy, 
including those directly producing 
supplies for military and related 
uses and those supporting the de- 
fense program in such diverse 
fields as mining, farming, trans- 
portation and federal defense agen- 
cies. 

With 40 billion dollars in defense 
goods still on order at the end of 
1951, and with a continued flow of 
additional contracts, present pro- 
duction schedules call for further 
large gains in defense output. 

“The trend to nondefense em- 
ployment is expected to be down- 
ward in the first half of 1952, re- 
flecting curtailment in metals sup- 
plies for civilian durable goods and 
nondefense construction,” Tobin 
said. 

“However, a revival in the pro- 
duction of those civilian goods 
and services not requiring the 
use of scarce metals may be.an- 
ticipated as increased defense 
spending generates further gains 
in consumer income. As a result, 
the decline in nondefense employ- 
ment should be checked by mid- 
1952, with the possibility of some 
rise in the second half of the 
year.” 

In 1952, expanding requirements 
for the defense program will be 
partly offset by reductions in non- 
defense employment resulting from 
curtailed supplies of metals for 
civilian uses, the labor chief ex- 
plained. 


Federal Agencies Prefer Cabs 


OLLOWING a study which 

showed that trips which cost an 
average of 60 cents by taxicab were 
costing $2.30 per passenger in a 
government-owned car, the Federal 
security Agency dropped its motor 
pool service. 

‘the agency discontinued use of 
seven cars and four chauffeurs, ac- 
cording to FSA Budget Officer 
Stephens. Seven other cars are still 
in use for things such as shuttle- 
service to other government build- 
ings and mail delivery. 

Public Health Service discon- 
tinued use of its 16 cars in the 
area on March 1 after a similar 
study. Both studies, Stephens 
said, were made before the pay 
raises authorized by Congress 
last summer. 

He explained the cost of a chauf- 
fuer plus gas, oil and upkeep for 
government autos is about $3,400 a 

year, excluding the original cost. 
fhat amount would pay for about 
6,800 one-zone taxi trips. 
* * * 


More Mail T-Routes 


bere post office department has 
announced inauguration of nine 
new mail-by-truck routes in eight 
states during March, 1952. A total 
of 229 truck routes for bulk mails 
have been placed in operation since 
the department began shifting 
short-haul bulk routes from rail to 
truck, the announcement said. 


Truck routes, it was said, pro- 
vide direct door-to-door service on 
schedules set by postal officials, 
thus eliminating side service or 
messenger service from post office 
to railroad. 

T-routes are operated under pro- 
visions of the Star Route law pro- 
viding for award of the business to 
the lowest responsible bidder. The 
new routes added in March are: 
Anderson to Richmond, Ind.; An- 
derson to Logansport, Ind.; Ham- 
mond to Logansport, Ind.; Cherry- 
vale to Coffeyville, Kans.; Oakland, 
Miss. to Memphis; Memphis to Co- 
lumbus, Miss.; Memphis to Searcy, 
Ark.; Florence to Myrtle Beach, S. 
C., and Bangor to Ellsworth, Me. 
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People pay more attention to automotive 
advertising in The Saturday Evening Fost 





Your factory’s ad in the Post draws attention 
like a five-alarm fire—and it’s just as local! 
Each ad in your area points to your show- 
room. That’s where prospects can see the car 
and get a demonstration. And that’s where you 
come in! Yes, sir, there’s a short straight line 
from attention in the Post to sales in your showroom! 


That’s why the Post carries more automotive advertising to more 
people than any other magazine! 
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Princess Poses in Pace Car— 


Ann Roberts, 19, Hanover college sophomore, is the center of attraction here as she 
perches herself atop a Studebaker for a pose. Ann, who has been selected as Indiana's 
festival princess, will ride in the Studebaker Commander convertible which on May 30 
will pace the 500-mile race at the Indianapolis Speedway. 











| Truckers Assail Controls 


Decontrol Needed, Say Private Owners, 
To Assure Healthy Competition 


als to amend the Interstate Com- 
merce Act, Ott said, including bills 
to restrict private carrier opera- 
tions, exempt-commodity hauling 
and equipment leasing practices. 
“Private truck operators,” said 
Ott, “are interested primarily in 
the maintenance of their private 
carrier status and their freedom 
from unwarranted regulations 
and restrictions in the perform- 
anene senuiniion.” ance of transportation and distri- 
Ott’s statement addressed to the | ais Gaeas apelin — 
Senate Interstate 1 orei ~ " ¢ , 
Commerce pon gay far | Ma ol se as soe = py al 
ther that the council is vitally in- a ai ie —— ve Panel 
terested in “the continued mainte- en, wr gat ng get 
nance of a financially sound, pri- moe that Gee Pigeon: yedtnle f 
ca ee national transporta- | ity transportation by means of un- 
Current legislative trends, Ott seantieen.” ee 
charged, tend to inflict more re-| As to a proposal to establish spe- 
ian Seslia t6 “eudain” comme. cific federal limitations upon the 
sizes and weights of motor vehicles, 


| WASHINGTON. — The National 
|}Council of Private Motor Truck 
| Owners has called for congression- 
|}al consideration of more decontrol 
| for the transportation industry. 

| The council, through its spokes- 
man, William H. Ott jr., general 
traffic manager of Kraft Foods 
Co., said that such action was 
needed as an approach “to assur- 
ing healthy competition, rather 
than the apparent trend toward 





Sporty Showroom— 
Sports-minded Jack Mitchell, owner of 
Jack Mitchell Nash, San Antonio, Tex., 
uses his outside interests to good advan 
tage in sales promotion. Shown is a typi- 
cal showroom and window display, fea 
turing his exclusive local television cov 
erage of the Texas Open golf tourna 
ment. To dramatize his television sponsor- 





Truck Chiefs to Air 
Finance Problems 
At Boston Parley 


BOSTON.—Trucking officials and 
banking representatives will dis- 
cuss the motor carrier industry’s 
financing problems at a meeting 
of the American Trucking Assn.’s 
national committee on accounting 
May 12-14 at the Kenmore hotel. 

It was pointed out that the in- 
dustry spent more than $3,300,000,- 
000 for new equipment last year. 





The trucking industry’s manage- | 
ment viewpoint of financing | 
accounting problems will be pre-| 
sented by Walter F. Carey, first 
vice-president of ATA at the May | 
14 luncheon. 

The shipper’s viewpoint on the 
importance of motor transportation 
costs and their relation to rates 
will be presented by H. M. Day, 
transportation manager of the Bos- 
tor chamber of commerce at a 
luncheon May 13. 


Doherty Rises | 
In Pedrick Sales | 


PHILADELPHIA. — W. E. Wil- 
kening, sales vice-president for 
Wilkening Mfg. Co., maker of Ped- 

, iat rick piston rings, 
announces pro-| 
motion of Ralph} 
W. Doherty to the | 
post of sales man- | 
ager of the com- 
pany’s Replace- 
ment division. 

Doherty has 
been _ divisional | 
sales manager of | 
the west north 
central states 
with headquar- 
ters in Kansas City. He is a gradu- 
ate of the University of Arizona 
and, before joining Pedrick, was 
manager of the Automotive divi- 
sion of Service Supply Corp., Phila- 
delphia. Doherty will headquarter | 
at Pedrick’s main office in Phila- 
delphia. 














R. W. Doherty 


@,@e 

Recognition 
Ford’s Safest Year Cops | 
National Award 
DEARBORN.—Ford will be given | 
the National Safety Council’s award | 
of honor for making 1951 the safest | 
year in the company’s history in| 
regard to industrial accidents. } 
Since 1947, frequency of accidents | 
at Ford has been cut 77 percent 
while the severity rate has been 
reduced 40 percent, the company 
said. Safety Director William S. 
Smith credited the progress of the 
safety program at Ford to the 
“sincere interest and effort on the 

part of all Ford employes.” 
Besides safety education cam- 
paigns and the use of built-in 
safety devices on machinery to curb 
both frequency and severity of ac- 
cidents, the company said it re- 
quires the safety department to 
approve all plans for altering pres- 
ent manufacturing facilities and all 
plans for new facilities and ‘ma- 

chinery. 








ship of the recent Golden Gloves boxing 
tournament, Mitchell set up a boxing ring 
scene in the showroom window. 


tive disadvantages. Ott said the council’s position is 
: The Senate committee is conduct-|that states should control and re- 
ing hearings on numerous propos-!tain regulatory jurisdiction. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story. 




















The Case’ of the 
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mmerce Department Credits Defense Effort . . . 





Year Rated Off to Good Start 


V ASHINGTON.—Business activ- | 


it ontinued at a high rate in the} 


1 
early months of 1952, paced by| prices in February averaged about | 
: 


ng defense production and rec- | 
business outlays for plant and | 
equipment, the Department of Com- | 
meree reported last week. 


1 an article in the March issue 
of the Survey of Current Business 
the elements of the business situa- 
tion are analyzed as follows: 

‘onsumer prices remained rela- 
tively stable. Some major groups 





1952 Car Service Data 
Issued by Chek-Chart 


CHICAGO.—Chek-Chart Corp., 31 
E. Congress St., has announced is- 
suance of its 1952 service data for 
passenger cars. The data gives 
location of gas tank fill, type of 
gas cap, hood release and safety 
catch locations, crankcase fill and 
dipstick location, battery location 
and identity of grounded terminal, 
type of oil filter, radiator and cy- 
linder block drain locations and 





type of radiator cap. 


of consumer prices have tended to 
decline moderately. Wholesale 


1 percent below December. 


Consumer purchasing was slight- 
ly firmer, but individuals continued 
to save a higher-than-average pro- 
portion of current income. Retail 
sales, seasonally adjusted, 
slightly in January for the first 
time since last October. The larg- 
est part of the rise was in durable 
goods’ store sales, which were up 
5 percent from December. 


Industrial production in the first 
two months of the year showed 
little change in the aggregate from 
the final quarter of 1951. In the 
metal industries, the department 
noted, high output and some re- 
lease of supplies previously ear- 
marked for military consumption 
resulted in some easing of the tight 
supply situation. 

Manufacturers’ unfilled orders 
have been fairly stable in recent 
months, as a result of offsetting 
divergent trends. Backlogs of de- 
fense and defense-supporting in- 


rose | 


dustries continue to rise. For ma-| 


| chine tools the backlog represents 
approximately 18 months’ produc- 
|tion at current rates and for trans- 
| portation equipment about eight 
| months’. A large volume of defense 
| procurement is ahead. Production 
and sales of many consumer goods 
}continued well below the peaks 
reached about a year ago. 

Employment, both agricultural 
and nonagricultural, fell in the 
early months of the year, but only 
| seasonally. Unemployment rose but 
|}remained close to the minimum 
for this time of year. The work- 
week in defense industries contin- 
ued about 2.7 hours above the 40.7 
average for all manufacturing. 

Inventory accumulation virtually 
ceased by January of this year. 
This is in contrast to the first 
half of 1951, when business added 
$10-$15 billion to inventories, at 
annual rates. This curtailment of 
anticipatory purchasing has been 
both a reflection of, and a major 
factor in, the abatement of infla- 
tionary pressures. 

In defense industries inventories 
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Sports Cars, Ltd., Holds Open 


ses senes 





®. 





House— 


Sports Cars, Ltd., Cleveland's largest distributor of foreign cars, recently held open 
house in connection with the showing of new models. The dealership handles 11 lines, 
including Morris, Rolls-Royce, Siata, MG, Fiat and Singer. The dealership encom- 
passes two floors, a used-car lot, service department and stockroom. Stan Blumenthal 


is general manager. 





continue to rise as raw materials 
and goods-in-process are accumu- 
lated to assure a continuous flow 





MR. X visits his dealer’s showroom. He gets 
all the details on the car of his choice. He even 
finds out to the penny how much it will cost in 
addition to his old car. Then Mr. X blithely 


walks out. Three days later he returns... 


smilingly hands the dealer 


in his car and the transaction is completed. 
It’s a cash deal... or IS IT? 


If the real truth is to 


Mr. X walks out he goes to a (censored) and 
arranges to borrow the money. In due time the 
loan is made and the money deposited in Mr. 
X’s account. So Mr. X isn’t a cash customer 
after all. He is in fact a Hidden Time-Buyer. 


a check... turns 


be known—when 


And as such “INCLUDES HIS DEALER 
OUT” ‘on (1) Control of the time sale, (2) 


Dealer gross from time sales, (3) Shop volume 








customer benefits in GMAC service. 


and replacement sales from insurance loss 


settlements, (4) Repeat business created by 


But there’s a way to bring the Hidden 
Timé-Buyer into the open, especially if you’re 
a General Motors dealer. First, sell the car he 


wants; then. show him how he can pay for it. 





time purchase plan—GMAC. 


This is the most important part of the sale for 
most people. So stress the convenience and 


other advantages of the pioneer automobile 


Sell the complete GMAC Plan to increase 








by dealers in 





r time sales...keep more customers. 


The Time Purchase Plan 
that can be offered only 


CHEVROLET, PONTIAC, 
OLDSMOBILE, BUICK 
AND CADILLAC CARS. 


Also offered for used cars of all makes 
sold by these General Motors dealers. 


. ACCEPTANCE CORPORATION 





of military products. Some inven- 
tory liquidation occurred in the 
consumer segment. This has been 
particularly pronounced in textiles, 
apparel, and leather. Despite this 
tendency to let stocks run off, 
stock-sales ratios remain high for 
some important groups of con- 
sumer goods. 


Auto Industry 
Called Canada’s 
‘Balance Wheel’ 


HAMILTON, Ont.—Canada’s auto 
manufacturers, retail dealerships 
and parts supply plants employ so 
many workers that they have be- 
come a “balance wheel” of the 
economy, according to a_ study 
made by the Canadian Automobile 
Manufacturers’ Research Service. 

“It is important to realize,” the 
report states, “that any downward 
trend in automobile manufacturing, 
caused by fiscal restrictions or oth- 
erwise, will automatically be felt 
by the parts supplier organizations 
and the car dealer and service out- 
lets.” 

Returns from more than 350 
Canadian firms supplying the auto- 
mobile manufacturers showed they 
were employing 148,000 persons as 
of mid-1951. In 1950 these firms 
paid wages and salaries of $112,- 
000,000 to automotive workers. 





Detroit Shippers 
Set Unity Parley 


DETROIT.—A Detroit chapter of 
the National Defense Transporta- 
tion Assn. will be organized at a 
dinner to be held in the Sheraton- 
Cadillac hotel May 7, Colonel Fran- 
cis W. Crary, executive director of 
the association, announced. 


The need for a local chapter of 
the association, devoted to trans- 
portation planning and prepared- 
ness, was emphasized at a recent 
meeting of transportation experts 
from Detroit automotive and trans- 
portation organizations. 

The steering group voted unani- 
mously to push ahead for a Detroit 
chapter after E. G. Ployman, vice- 
president of traffic, U. S. Steel Co., 
told members, that “Detroit must 
plan now for the time when trans- 
portation may be in short supply.” 


'Ohioan Cited in Failure 


To Deliver Titles 


COLUMBUS, O. J. C. Hallet, 
former auto dealer at Nelsonville, 
O., has been bound over to the 
grand jury on charges that he 
failed to deliver certificates of title 
to automobiles which he sold. He 
pleaded not guilty in mayor’s court 
and was released on $7,500 bond. 

Hallet is accused of failing to 
give titles to purchasers of cars 
in Columbus and Nelsonville. A 
Columbus man who said he pur- 
chased a Packard car from Hallet 
said he was told later that a local 
company had a claim of $1,590 
against the car. Action against 
Hallet was taken by the state 
motor vehicles bureau, 
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Clean Story | mittee of the Midwest Shippers | 

, |advisory board. The committee 

CHICAGO. ‘If shippers and re- pointed out that it costs the rail- 
ceivers of freight thoroughly 


, roads vast sums to clean cars re- 
cleaned all freight cars after un-|cejved in dirty condition from 
loading them, the railroads would |consignees, and results in delays in 
save millions of dollars annually,|switching cars to and from clean-| 


according to the Clean Car com-| ing tracks. 








there iso HERMAN BODY desionea 


for your Customers’ Specific Needs! 







FAM DAIRIES 





GRADE A 


DELIVERS THE GOODS 
40° AT THE 
STORE! 


The HERMAN WHOLESALE Refrigerated 
Delivery Body For Store Delivery 


Complete with all equipment necessary to maintain a continuous 40° 
product temperature 24 hours per day. Especially designed for store 
delivery of dairy products . .. meats . .. etc. Available as a package 
~—No engineering to do with customer. Write, wire, or phone collect 


HERMAN BODY COMPANY 











ST. LOUIS 10, MO, 
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Lawsuits Affecting Dealers... . 





Court Decisions 


By Leo T. Parker 


Attorney at Law 


|the contract, or the bill of sale, 
jor the certificate of title, this is 


7s writer has received several|not conclusively evidence of the 


letters from dealers on 


same subject of law, asking ques- 


tions as follows: 

If a minor purchases an auto- 
mobile can he rescind the con- 
tract? If so, can he return the 
automobile to the seller and de- 
mand back the full purchase 
price? If an adult signs the con- 
tract of sale and other papers 
does this release the automobile 
dealer from future liabilities with 
respect to the minor? 


If the certificate of title of the 
automobile is made in the minor’s 
name, is this final and conclusive 
evidence that the minor is the legal 
purchaser and may rescind the 
contract although other evidence 
shows that an adult is the real 
purchaser? If a finance company 
buys the dealer’s contract and the 
minor defaults, what are the rights 
of the finance company?” 

The law, in brief, is that irre- 
spective of whose name appears in 


the |real owner of the automobile. 


| * * * 


| Father Signs Contract 
Fror example, in Pac. Finance Co. 
vs: Gilkerson, 217 S. W. (2d) 
440, testimony showed facts as fol- 
lows: Otis was a minor 19 years of 
age. He located a used Hudson 
owned by Mid-City Motors, which 
he desired to purchase, However, 
according to testimony and higher 


jcourt decision, Mr. Webb of Mid- 


City Motors informed Otis that 
because he was a minor the finance 
company would not purchase the 
note and lien on the automobile. 
Otis had his father sign the con- 
tract of sale. However, the father 
later testified that it was under- 
stood by Webb, Otis and himself 
that the car would in fact belong 
to Otis. A number of documents 
were signed by the father including 





a “Statement of Transaction” which 
listed the unpaid balance due on 








In Philadelphia nearly 





everybody reads The Bulletin 


Evening and Sunday 
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Gj UowAy 


“Say! Let me show you a dandy 
school bus...” 





the car. The father signed this 
paper as legal purchaser of the 
automobile. 


Also the father signed the con- 
ditional contract of sale as pur- 
chaser of the car and the certifi- 
cate of insurance on the car was 
registered in the father’s name, 
as purchaser and owner of the 
automobile. This contract was 
sold to a finance company. 
Mid-City Motors assigned the 
title to the automobile to Otis 
and the certificate of title to the 
car was issued to Otis showing a 
lien on the car for $250.80 in favor 
of the finance company. Later the 
state issued a title certificate to 
Otis, the minor. When the finance 
company’s Officials discovered that 
the title certificate was issued to 
Otis they demanded that the title 
certificate be issued to the father. 
This change was not made. After- 
ward, Otis went to the finance com- 
pany’s office for four months and 
made four payments on the car 
totaling $100.00. 

* 


Otis Drafted 

OON afterward Otis was drafted 

into military service, and since 

no other payments were made on 
the car the finance company re- 
possessed it under the “power of 
repossession” granted in the condi- 
tional contract of sale previously 
signed by the father. 

During the trial, further testi- 
mony showed that the father 
signed the conditional contract of 
sale and also guaranteed payment 
of car, but it was verbally agreed 
that the car would in fact belong 
to Otis, the minor. Later the bill 
of sale was made in the son’s 
name and the title, also. 

| The finance company’s officials 
|believed it was dealing only with 
| the father because the latter signed 
jand executed the contract of sale 
which ordinarily would exclude the 
minor son Otis from the trans- 
action. 
In 
higher 
minor, 
chaser 


* * 





subsequent litigation, the 
court decided that Otis, the 
was the real and legal pur- 
of the automobile. The 
higher court said: “The mere fact 
of registration of a car in the 
name of Otis Gilkerson as _ the 
owner is not conclusive as to the 
ownership. Such registration is only 
prima facie evidence of ownership 
and merely raises a presumption 
that he was the owner of the car 
at the time of registration.” 
= - * 


Evidence Weighed 

OWEVER, the evidence showed 

these facts: (1) It was verbally 
understood that, Otis was to be the 
legal owner of the car although the 
father signed documents including 
the conditional contract of sale and 
received in his name the insurance 
papers on the car; (2) Otis had 
called at the finance company’s 
office and personally paid four pay- 
ments on the car out of his own 
earnings. 

Hence, the higher court held that 
the finance company could not rely 
implicitly upon documents such as 
the bill of sale, conditional con- 
tract of sale, certificate of title, in- 
surance policy, etc., at to the legal 
and true ownership of the car. 

However, the certificate of title 
was issued to Otis and recorded with 
the county tax collector. Hence, it 
was the duty of the finance com- 
pany’s officials to know the true 





facts. 
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THE RUN... provides you the opportunity to check the 
economy performance, pound for pound, of 1952 American 
cars. It demonstrates the mileage characteristics of today’s 
cars under identical competitive, high-speed conditions. And 
it is, too, a rugged laboratory test of Mobil products, for in the 
3 days the participants will roll up 41,000 miles at maximum 
legal speeds. 


COMPET: Sik GC. e e are 1952 American 


passenger cars representing virtually every manufacturer; 
cars compete within 11 classes which are based on the factory 
price of standard 4-door models. 


CLASS A CLASS F 
Studebaker Champion Chrysler Saratoga 
Chevrolet Styleline Packard ‘‘300” 

Ford ‘‘6”’ Mainline 
Ford V-8 Mainline CLASS & : 
Plymouth Cranbrook Lincoln Capri 
Chrysler Imperial 


CLASS B 
Nash Statesman CLASS ao a 
Studebaker Commander V-8 De Soto Firedome S pass. 
Kaiser De Luxe Packard “400 
Chrysler Saratoga ‘‘8 pass.”’ 
CLASS C 
Mercury Monterey CLASS | . 
Studebaker Land Cruiser V-8 Chrysler Crown Imperial 
Nash Ambassador 





CLASS D SPECIAL LIGHTWEIGHT 
Chrysler Windsor 4 CYLINDER CLASS 
Hudson Wasp Henry J Corsair = ve 
CLASS E SPECIAL LIGHTWEIGHT 
De Soto Firedome 8 6 CYLINDER CLASS 
Packard ‘‘200”’ Henry J Corsair ‘‘6” 
Hudson Hornet Plymouth Concord 
Hudson Commodore 8 Nash Rambler 








Sponsored by Mobilg as 


SOCONY-VAC UUM 











AUTOMOTIVE NEWS, APRIL 14, 1952 | 2 






WINNERS... will be picked in /1 classes, each car being 
judged on its performance, pound for pound, as compared to 
others within that price class. Winners are selected according 
to a handicap basis so that every competitor has an equal 
chance. Handicapping is on a “ton-mile”’ basis: car weight is 
multiplied by the number of miles, and then divided by the 
gallons of Mobilgas used, to get the “ton-miles per gallon” 
figure. The Sweepstakes winner will be that car which has the 
highest “‘ton-miles per gallon” of all participants in all classes. 





MOUNTAINS ° DESERT «¢ CITIES ... highlight the 
3-day, 1415.4 mile course. Competing cars have not been over 
the course prior to the Run. Beginning at Los Angeles on 
April 14, the course leads to the south rim of the Grand Canyon, 
first over-night stop. The final day, drivers cover the 324.6 
miles from Salt Lake City to Sun Valley. Chosen to represent 
every kind of driving the average motorist experiences in a 
year, the course varies in altitude from —70 feet to 8010 feet; 
temperatures experienced will range from searing desert heat 
to sub-freezing on the mountain passes. 





IT’S OFFICIAL ... The Mobilgas Economy Run is 
sanctioned and supervised by the Contest Board, American 
Automobile Association. Every car is certified strictly stock. 
Official observers ride in each car to assure that all rules are 
strictly observed. 


Loe a 


MOBILGAS.. . . is used by all contestants. Drivers choose 
either regular or Special (premium) grade. Regular Mobiloil pro- 
tects all engines and Mobilgreases lubricate all working parts. 


GENERAL PETROLEUM CORPORATION 
—-A SOCONY-VACUUM COMPANY 


-]i[- / WiOk , 
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Chicago Firm Making 
English-Patent Battery 
CHICAGO.—Chicago Forging & 
Mfg. Co, announces that it has been 
licensed to build an English-im- 
ported battery for use in trucks, 
buses and taxicabs. Advantages of 


the battery, according to the com- 
are more power and longer 


B. Poole, company sales 
manager, said that production of 
the battery is already under way 
in the firm’s plant here at 1317 
North Ave. He claimed the battery 
eliminates corrosion and vibration 
damage, plate shedding and buck- 
ling. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 


MOTIVE NEWS WANT ADS! Are you? 





aA 


of his has got to look 


is a spot job or a complete refinish. The Martin-Senour Man 
showed me the sure way to please every boss every time. 
“Martin-Senour Hi-Solids Lacquer Colors are formulated to 
give you better color match, better blend-in, better gloss,” 
he tells me. “And factory packaging guards uniformity of 
results.” He’s 100% right...that’s why the biggest jobs 
have come my way through satisfied “bosses.” 


MARTIN-SENOUR H 


MORE FILM-FORMING MATERIALS for 


Higher natural luster 
Controlled weathering 


Available in PINTS for Buick, Cadil- 
lac, Chevrolet, Chrysler, DeSoto, 
Dodge, Ford, Lincoln-Mercury, Nash, 


Available in GALLONS 


shop, he’s my boss! And he can be plenty tough too. That car 


Green-Gifford (Chrysler) Norfolk, Va.— 

Green-Gifford Motor Corporation (Chrysler), recently dedicated large, modern facili- 
ties at Ward's Cérner, a fast-growing section of Norfolk, Va. The plant occupies a 
triangular piece of land, with the building facing on Sewell’s Point road, near the 














Dealer Business Counsel 


Spending Money to Attract Income Described 
As Often a Dubious Business Axiom 


By J. B. Van Tassel 
HERE are two types of manage- 
ment in the average new-car 
dealership, one which operates on 
a basis of piling up income regard- 
less of costs and the other which 
operates on a basis of holding ex- 
penses in line with a reasonable 
projected income within what his 
potential local trading market area 
will produce in the day of profitable 
income. 
There is no law that restricts 
the amount of income a business 
can take in, but there very definite- 








intersection of Taussig boulevard. Above is an exterior view of the showroom front. 


right—exactly right—whether my job 


1-SOLIDS LACQUER COLORS HAVE 


Greater durability 

All easy to use 

Oldsmobile, Packard, Plymouth, Pon- 
tiac, Studebaker, Hudson, Kaiser- 
Frazer, and Willys. 

for all General Motors 1949-50-51 cars 





because I kn 


finish on all 





Art W. Pithan, painter for Mcintyre and Ainslie 
Body Shop, Longview, Washington, says: Pa 


customers. I can match and replace the original 





¥’ “We use Martin-Senour Hi-Solids Lacquer Cotors 


ow they’re the sure way to satisfy my 


cars with less work and fio failures.” 





Your N.A.P.A. Jobber has 


MARTI 


2520 South 


a 





ur Hi-Solids Lacquer Colors 


Quarry Street, Chicago 8, Illinois 


~ say ; at s A ~ _ 
Pact CE y PI ALG FEF «the only Positive Control from Factory to Finisher 























| ly is a law that says you must h: 
|}expenses in line with income 
fail. 

I am very often reminded i 
my analysis work of dealers 
statements of the young lad tha‘ 
was going out with girls an 
was spending far in excess o 
what he was earning on showing 
his girl friends a good time. 

It was his idea that if he cou! 
get an increase of about $300 
year in his sal- 
ary he could con- 
tinue to spend 
freely on night 
clubs, flowers, 
shows and all the 
things it took to 
show his friends 
a good time. 
Never once did it 
occur to him that 
probably he could 
cut down on 
some of these ex- 
traordinary expenses and still live 
within his present income which 
was about all he could expect to 
earn based on his capabilities. 

* * * 


Moral for Dealers 


‘THIS same theory could be well 

adapted by some dealers who 
are of the same relative opinion 
that all it takes to make money 
and stay in this business is to take 
in more income. Some of these 
dealers will spend five times a 
normal average expenditure for 
advertising just to try and force 
in additional. income that would 
not normally be available for their 
dealership. 

They usually get some of the 
additional income, but as a rule 
they don’t make much money on 
it because they have had to pay 
such a high price to get it. This 
fact don’t seem to bother them 
much because in the overall pic- 
ture it is pretty well covered up 
by the profitable income that 
represents the bulk of the total 
income in the present market. 

However, if and when the going 
should get tough it will be this 
costly class of income that will dis- 
sipate in a hurry because these 
dealers will no longer be able to 
vay the price it takes to continue 
to bid for it. In the meantime they 
will have built up an expensive 
organization of money, manpower. 
merchandise and facilities that will 
be hard to justify when this expen- 
sive income is no longer coming in. 

While it is always good business 
to spend money to make money, 
you still have to be careful how you 
spend it and what you spend it for. 

* * + 


Ceiling Advised 

IHEREFORE, there is a limit to 

the amount of money you can 
spend to get business. Money should 
always be spent in proportion to 
how much return you can make on 
the expenditure. 

The idea of spending five times 
the average amount spent for ad- 
vertising (based on sales) in order 
to force the amount of sales and 
income up in any given local trad- 
ing market is a good way to even- 
tually go broke in any business. 

My idea of management in a 
new-car dealership is to project 
your local income on the basis 
of a normal expectancy in sales 
of new cars, used cars, parts ac- 
cessories and labor from your 
local trading area. 

Next, determine how much net 
profit you think your business 
should produce in a given period 
and the balance of the total in- 
come, or the difference between 
your total income and the amount 
of your desired net profit, should 
be set aside for the expense of run- 
ning the business. 

(Any questions you may have 
on business management will be 
answered by writing J. B. Van 
Tassel, care of Automotive News.) 





J. B.Van Tassel 





Al-Fin Process License 


FARMINGDALE, N. Y.—Alumi 
num Co. of America and Bohr 
Aluminum and Brass Corp. have 
been licensed to use the patentec 
Al-Fin process for the molecula: 
bonding of aluminum to iron o: 
steel, it was announced by M. V 
Little, assistant general manager o 
the Al-Fin Division of Fairchilc 
Engine and Airplane Corp. 
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Arnold Newman Photo 


off to the movies again...and he calls it work 


Bosley Crowther is more envied for his job than anyone else on The Times 
staff —except, perhaps, those fortunate sports reporters who spy on the 
Yankees, Giants and Dodgers all summer. Outsiders forget, though, that 
he doesn’t go to the movies practically every day for carefree relaxation. 
A hard and serious worker, Crowther is one of the most widely read and 
respected film critics in the country. é 

Crowther has been enjoying movies all his life. But when he emerged 
from Princeton, in 1928, it was with honors in history rather than his- 
trionics. He joined the staff of The New York Times that year as a general 
assignment reporter and rewrite man. 

Not until 1932, when he was made assistant drama editor, did 
Crowther start going to the theatre professionally. He spent five years 
covering what Broadway calls the legit. He started covering the movies 
in 1937, when he became assistant movie editor. Since 1940, when he was 
named film critic, his audience and his reputation as a reporter and inter- 
preter of the film have steadily grown. 

Crowther reviews some 200 of the more than 400 films shown each 
year in New York. Abe Weiler and Howard Thompson cover the others. 


Che New J 


Tom Pryor, as resident correspondent, files a daily report from Hollywood. 
And contributing correspondents all over the world keep Times readers 
informed of what moviemakers outside Hollywood are doing. 

To the perceptive moviegoer, its superior coverage of movie news 
makes reading The Times a daily pleasure. To many Hollywood big shots 
it is also a daily must. They spend hundreds of dollars a year to have The 
New York Times sent them every day by air. 

Crowther and his staff are experts at covering the movies. The Times 
has experts like them covering every other field of human endeavor. 
Together, these men and women form the greatest team of news experts 
in the world. They pool their efforts each day to produce a newspaper that 
is different from any other. It’s alert. It’s interesting. It’s stimulating. It’s 
more informative than any other source. 

*That’s why readers like The Times: They get more out of it. That’s 
why advertisers, too, like The Times. They also get more out of it. So 
for 33 consecutive years, they have made The Times their leading medium 
in the world’s leading market. There’s a lot about The Times today you 
ought to know. Let us tell you. 


ork Gimes 


“ALL THE NEWS THAT'S FIT TO PRINT” 
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Chicago Charged 
With Diverting 


Vehicle Revenue 


CHICAGO.—Of each dollar col- 
lected from motor vehicle owners 
in this city, only 27.8 cents this 
year will go to the department of 
streets, the Chicago Motor club re- 
ported last week. 


The total amount to be paid by 
owners for city vehicle tags will be 
about $16,000,000, including more 
than $5,000,000 attributable to the 
50 percent hike over the former fee. 


A breakdown of the allocation 
for 1952 discloses that 32.8 cents 
of each dollar will be for salaries 
and wages of traffic policemen; 
11.8 cents for the bureau of sani- 
tation; 8.5 cents for the bureau of 
street traffic; 4.9 cents for the pub- 
lic vehicle license commission; 4.1 
cents for the bridges and viaducts 
division; 4.1 cents for the bureau of 
electricity; 2.1 cents for the bureau 
of sewers, and 3.9 cents for mis- 
cellaneous, such as expenditures for 
the vehicle license division, vehicle 
tax section, general government, 
traffic and public safety commit- 
tee, and street traffic commission. 


Charles M. Hayes, club president, 





R. I. Dealers’ Cash for Hospitals— 


A check for $1,500 from Rhode Island Automobile Dealers Assn., has been presented 
to officials of two hospitals for purchase of equipment. This is part of a program 
started four years ago. Left to right are Mrs. Elsie Bowler, superintendent of the 
South county hospital, Francis M. Petrie, administrator of Westerly hospital; Frank J. 
Kohl of West Warwick, president of the association; Frank A. Morrone, an association 
director, and John Yemma, a member of the dealer group. 





pointed out that the bureau of 
streets during 1952 intends to build 
or resurface 56.55 miles of the city’s 
3,400 miles of primary and second- 
ary streets. 

The Illinois statute, Hayes added, 
provides that vehicle tax funds 





shall be used for “improving, pav- 





ing, repairing or maintaining the 
streets and other roadways within 
such city (Chicago) ... and shall 
never be devoted to any other use 
whatever.” Permitted also is the 
use of funds “for the construction, 
maintenance and operation of test- 
ing stations for the inspection of 
equipment of motor vehicles.” 





Sees It Superior to Reds’... 





Wilson’s Parting Note 
Cites Arms Progress 


WASHINGTON.—In his final re- 
port to the President as defense 
mobilization director, Charles E. 
Wilson advised that “we are be- 
ginning to overtake the Soviet Un- 
ion in quantity of military produc- 
tion and I believe we have already 
overtaken them in quality.” 

In his letter to the President, 
‘Wilson said: “I leave with the 
confidence that the program 
which you have entrusted to me 
is now well-launched and that 
the objective of building Ameri- 
ca’s might and that of the free 
world can certainly be achieved.” 

“We have been putting the whole 
power of the civilian agencies be- 
hind the Department of Defense,” 
Wilson said in the report. 

“I believe the military services 
will testify that in no case has the 
lack of materials, or production di- 
rectives which are in the power of 
the Defense Production Adminis- 






























SPECIALISTS 


IN ALL TYPES OF 


STARTING! 


aaa Rt. | 


Few products have 


ever won the over- 


whelming approval accorded the Bendix* 
Starter Drive. In automotive vehicles of all 
types, in the marine field, in stationary 
engines and aircraft, in fact wherever 
motors start, more than eighty-five million 
Bendix Drives have established an unrivaled 
record for dependable performance. Per- 
haps even more remarkable is the fact that 
in most installations manufacturers have 
paid less for the Bendix Drive than for 
other types. This unique combination of 
dependable performance and low cost is 
made possible by Bendix exclusive design 


. 





features. For example, the Bendix Starter 
Drive requires no actuating linkage and 
the solenoid may be placed in any con- 
venient position. Result—starting motor 
can be mounted more easily and in more 
positions. Also the Bendix Drive has fewer 
parts and needs no adjustments. If you 
want true economy, plus performance 
proven by over 85,000,000 installations, be 
sure to specify Bendix Starter Drives. Your 
inquiry will receive immediate attention. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 
ELMIRA, NEW YORK 
Export Sales: Bendix International Division, 72 Filth Avenue, New York 11, N.Y. 


PUSH BUTTON 


. FLOOR BUTTON 





SWITCH KEY 





tration or the National Producti 
Authority, held up any militar 
items.” 

Military production, the report 
stated, “is now really beginning 
to roll.” Total production is up 
nearly 25 percent from last quar- 
ter. Hard goods deliveries alone 
—planes, tanks, guns, etc.—in the 
last quarter were over $5 billion, 
or 38 percent more than the pre- 
ceding quarter. 

Jet aircraft production was one- 
third higher in the past quarter 
than in the preceding three months, 
the report said, “and there is no 
reason why jet plane production 
should not be doubled this year.” 

The report said that we are two- 
thirds of the way up the produc- 
tion curve to the plateau of peak 
production and that such delays as 
there have been in military produc- 
tion are due predominantly to de- 
sign problems. 

“This was because the military 
decided after Korea to put the new- 
est models into production,” the re- 
port stated. “We can now say that 
the gamble which they took is be- 
ginning to pay off—many of the 
most difficult design problems are 
now either solved or close to solu- 
tion.” 


Change Approved 
In Regulations on 


Defense Contracts 


WASHINGTON.—The degree to 
which a contractor may risk satu- 
ration of his post-emergency mar- 
ket in performing a defense con- 
tract will be taken into considera- 
tion when he is renegotiated, the 
Renegotiation Board said in an- 
nouncing that it has approved the 
regulations which it issued in pro- 
posed form on Jan. 10. 

The change was made as a re- 
sult of recommendations from in- 
dustry and others who responded 
to the board’s invitation for sugges- 
tions. 

John T. Koehler, chairman of the 
board, said that the suggestions, 
made by 124 industry associations, 
companies, government agencies 
and others, provided a broad repre- 
sentation of the views of those who 
are affected by the regulations. In 
addition, the board held meetings 
with many groups who asked for 
the opportunity to support their 
recommendations orally. 

Koehler said that the board gave 
careful consideration to all sugges- 
tions and that others were being 
studied. He said the regulation 
changes will be incorporated in 
field bulletins for public distribu- 
tion. 

“On the whole,” Koehler said, 
“the majority of suggestions re- 
vealed much constructive thinking. 
As a result, we now have a set of 
regulations which we believe to be 
fair and practicable and which 
should accomplish the objectives of 
the Renegotiation Act with a mini- 
mum burden to industry.” 

ADVERTISEMENT 














Frankly . . . this is the first 
KisselKar I’ve seen with 
only 1000 miles on the 
speedometer. 





~ 




















AUTOMOTIVE NEWS, APRIL 14, 1952 











Merchandising 


mp Memos to Dealers 





By Bob Finlay 








r*VERY dealer faces a real di- 
‘4 lemma in his service depart- 
nent. 

It can be the greatest builder of 

epeat sales in the whole operation, 
or the greatest builder of beefs. 

Yet the dealer is also pressed 
to get his service absorption up 
so that he will be in a better 
trading position. 

How often have you heard a cus- 
tomer beefing all over town because 
a “dealer” charged him $7.50 for 
fixing a carburetor on a new car 
when the customer thought it 
should be done free? 

The “dealer” is in quotes because 
it wasn’t the dealer who made the 
charge. In all probability he would 
have cancelled the bill if he had 
heard about it. 


* 
Oft-Told Tale 
igo fppm es is that everybody hears 
of it except the particular dealer 
involved. 

Yet you can’t blame the service 
manager, either. He’s under pres- 
sure to make the service depart- 
ment pay. 

There is an answer to this. May- 
be a lot of dealers have several 
answers. But the one we heard of 
came from Yale Simons, an. un- 
usual young Detroit used-car deal- 
er who is naive enough, or smart 
enough, to get real value out of 
goodwill ideas that many pay only 
lip service to. 

Yale’s idea is that a service 
manager should have not only a 
quota on business but a quota on 
giving away free service. Each 
week the service manager would 
have to give away a certain dol- 
lar amount of free service—and 
it would have to be deserving 
free service. 

You think this would be too 
easy? A story goes with it. Yale 
analyzed his advertising expendi- 
tures against the source of his 
sales recently, and found that most 
of the sales came from recom- 
mendations of those who had 
bought cars at Yale’s firm, Pappy’s, 
previously. 

So if old customers were bring- 
ing in the business, Yale reasoned, 
why shouldn’t he devote more of 
his advertising expenditure to 
them? 


* * 


* . * 


$100 a Day 
O HE set out to give away $100 
a day—not just for the heck of 
it, but where there was some merit 
in it. 

For instance, a customer who 
had bought a car a few weeks ago 
stopped by. 

“How’s the car running?” Yale 
asked. 

“OK, although I need a ring job. 
Think I'll take it over to Joe 
Blow’s.” 

“Why not let our mechanics do 
it?” Yale asked. “They’ve got some 
free time now.” 

Yale got the job, and when the 
customer got the bill marked 
“No Charge,” he wasted no time 





39 Cars Replevined 
At Wis. Dealership 


SOUTH MILWAUKEE, Wis. — 
Thirty-five cars have been replev- 
ined at Par Motor Co. (Chrysler) 
here to satisfy debts claimed by the 
Commercial Credit Corp. The deal- 
ership is owned by Leonard C. 
Fons, who is a candidate for mayor 
of Milwaukee at the coming elec- 
tion, 

In view of the election, a spokes- 
man for the credit company said 
he did not wish to reveal the 
amount of the debt, but it was 
learned from other sources that 
chattel mortgages signed by Par 
Motor Co. since last summer 
amounted to over $200,000. It is 
Said that some of the debt may 
have been cut down since that time. 


telling his friends about it. It 
was a natural, because it made 
an interesting—and beneficial to 

Pappy’s—topic of conversation. 
As another instance, Yale heard 
of a customer having trouble with 
tires on a car he had purchased 
recently. So Yale gave the cus- 
tomer the impression that he 
would give him a couple of tires 
wholesale, and actually gave him 
the tires as a gift. 
. * 


The Uplift 
ya get the pitch. People who 
get more than they thought 
they were going to, can’t wait to 
tell others about it. 
The difficulty Yale has had is 


” 


lin finding enough cases to meet 
the quota of giving away $100 a 
day. 

| But he is working hard at it, for 
| he knows it pays off. 

| Is this new? Of course not. It’s 
the old gag the Bible tells about 
of casting your bread upon the 
| waters and it will return a thou- 
| sand fold. 

But how many of us have 
grown so sophisticated that we 
laugh at the old adages? And 
then some “easy mark” like Yale 
comes along, adopts them to 
modern times, puts some real 
steam behind them and makes a 
pot full of money. 

A lot of Yale’s ideas are corny. 
The thing that makes them start- 
ling is that Yale backs them up 
with a rigid code of honesty. 

Seems to us that a dealer who 
gave his service department such 
a quota would be putting in the 
business a sure-fire goodwill build- 
er, and at the same time putting 
it under control. 
* * * 


Mat Series 
IM WHITEHURST, general man- 


ager of the Authorized New Car 
Dealers of Dallas, writes to tell of 














Future Farmers Visit Hudson Plant— 


Four-H youngsters from Arenac county (Mich.), accompanied by Standish Hudson 
dealer B. J. Senske, watched the assembly of the Hornet engine at first hand while 


visiting the Hudson plant. 








a service ad series which was so 
successful for Lone Star Olds- 
Cadillac that it is being released 
generally, 

Auto-Mats, Inc., 2000 N. St. 
Paul, Dallas, is offering the 12- 
week mat service. The ads blend 
subtle humor, attractive draw- 





ings and hard-hitting sales copy. 

For instance, one has a drawing 
of a car shined as though it were 
a shoe, with the headline: 


“Shine "Em Up!” 

Copy sells washing, polishing, 
painting, seat covers, new tires and 
lubrication. 
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sistent campaign? 


PARTS AND ACCESSORIES SALES DEPARTMENT 
Ford Division, Ford Motor Company, 

Box 658, Dearborn, Michigan 

Please send me complete information telling me how 
independent garages can get a Genuine Ford Parts sign. 
I'd like to cash in on this, too! 


These Adk toll the 
Story that it 
ing ford Cane 


It’s a good story ...a TRUE story... one 
that is regularly impressing Ford owners 
with the wisdom of buying only track 
tested GENUINE FORD PARTS for their 
cars. Why not capitalize on this con- 


You can get a goodly share of this 
business by displaying the famous 
blue and white sign over your door. 
Find out how to get it. 
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, — 
Buick dealer at Oakland, Calif., for 
15 years. 





+ 


Dealer Doings 


Ken Lancaster, president of As-|dent. Brown formerly was service | 
sociated Automobile Co. (Kaiser-| school instructor and assistant dis- | 
Frazer), Little Rock, Ark., has pur-|trict service manager for Ford in | 
chased a Hudson dealership in| Indianapolis. | 
Memphis and will operate it as} , ‘ 
Ken Lancaster, Inc. Lancaster also 





| Rentz Heads Service 
Huey Chevrolet Co., Rock Hil 


S. C., has appointed H. Monro: 
| Rentz as general service manage: 
| Rentz has been active in the auto 

motive field there for the past sey 
}eral years. 

' 








| 
| 


operates a used-car outlet in Little GM Names Kramer + * * 
Rock. H. Kramer Motors, Ltd. 25) 
ae Roncesvalles Ave., Toronto, has Barberton Hudson 


Barberton Hudson Co., of Bar- 
berton, O., has been granted a 
charter by the secretary of state. 
|Incorporators are Marvin Reudy, 
| Jake Hardman and F. M. Dykins. 

* * * 


Heads Truck Sales 


outh), Oroville, Calif., has been | Wineri : Al Birdsal has been appointed 
inerich Motor Sales, San Antonio, Tex., recently completed three decades as a Inead of fleet and truck sales for 


# * a | ~ 
Bleck Buys | Sarees s marnee. ban cpal tran | Studebaker dealership. Kenneth B. Elion, executive vice-president, of Studebaker Jack Fraim, Ford dealer in High- 
Brownson Motors Co., Dish- |there. Brown has been a member | [cond from right), is shown presenting a 30-year plaque to W. H. Winerich, presi- | land Park, Calif. 

man, Wash., has been sold by | of the team’s board of directors for | 4"! ond treasurer of the firm, right, during special ceremonies marking the occasion. | t *  & 

Lynn J. Brownson to Clay Bleck. | several seasons. At the left are W. E. Roberts, regional manager, and C. H. Quinn, vice-president and ‘Hud Deal in D b 

The firm handles Dodge and . @& | general manager of the dealership. Tek my vay" — er 

Plymouth cars. Bleck has re- | = = a+ - — : =_ aken Over by Si 

named the deal Liberty Motors. stage — — scene Buick, Inc., has been announced by|Chaplin Motor Sales Co. the re-| An option for Elwood Edwards 

ee OF ges In Alameda, Calif. Robert W. Crust, San Francisco|tiring dealer. For the past year,| Auto Sales, Hudson dealership in 

Norwalk Motor Sales Appointment of Ed Deemer as| zone manager for Buick. Deemer was a Studebaker dealer at | Denver, has been signed by Hugo 

Buick dealer at Alameda, Calif.,| Deemer purchased the interests |Hayward, Calif. He was general| Sill, former Dodge dealer in Good- 


age pose ll mpg oF under the firm name of Ed Deemer| and took over the facilities of | manager for Warren Boyd Co.,| (Continued on Page 27, Col, 1) 


Clifford Ups Hubbard |been appointed a dealer for Chev- | 
R. C. Hubbard has been named |Tolet and Oldsmobile. H. Kramer | 
general manager of Harper Clifford | ~ eee aes tigi | 
Lincoln-Mercury Co., 217 W. ° hak: 
Wayne St., Fort Wayne, Ind., ac- . ] ives 
cording to Harper Clifford. Hub- | an yesecirag ae ee eal 4 

~ : iff » a | } 

~via Jonaaze, — for Clifford | -,poron-Collinson (DeSoto - Plym-| A Studebaker Dealer in San Antonio for 30 Years— 


sident of the new dealership. 























dealer in Bridgeport, Conn., since |= = =” 
1910, announces opening of its 
new sales and service outlet in 
Norwalk, Conn., to be known as 
Norwalk Motor Sales, Alex J. 
Weisenbacher is general man- 
ager of the new unit. 
* * * 
Lindak Motors 
A business name has been filed 
for Lindak Motors, 2222 South 
Park Ave., Buffalo, by Julius 
Freedman and Michael Bols- 
man jr. 
co * 
Feenaughty Takes FWD 
Feenaughty Machinery Co., con- | 
struction equipment firm’ with) 
headquarters in Portland, Ore., | 
Seattle and Spokane, Wash., has 
been appointed sales and service | 
distributor of FWD construction | 
and maintenance trucks for the 
Pacific Northwest. 
* + * | 
Bert Roemer Motors 
Bert Roemer Motors (Dodge- 
Plymouth), Pahokee, Fla., has been 
opened for business. Bert Roemer, | 
new dealer, recently purchased the | 
dealership facilities from A. J.| 
Gamot. 





* * * 


Born Named by Hudson 

Clarence Born, of Born’s Mo- 
tors Sales, Inc., Milwaukee, is 
the new Hudson dealer, taking 
over the former Gonda-Stern 
franchise. ae 


Bender to Niles 

Dick Niles, former general sales | 
manager of Lee Cosart Motor Co., | 
Portland, Ore., announces he has| 
acquired Bender Motors (Dodge- | 
Plymouth), Oswego, Ore., from 
Floyd and Carl Bender. The new 
firm is known as Dick Niles. 

* * * 


Saunders Sells Buick Deal 

Jack Saunders has sold his Bay- 
town (Tex.) Buick dealership to 
Paul Prince of Alice, Tex., and is 
retiring from business after 35) 
years. 

* ok * 
Dueck Chevrolet Forms 

Dueck Chevrolet-Oldsmobile Ltd., | 
1305 W. Broadway, Vancouver, has 
been incorporated with authorized 
capitalization of $501,000. 


cd * * 


Guzicki Promoted 

Leo Guzicki, assistant service 
manager since 1941, has been pro- 
moted to service manager’ by 
Scherman-Schaus-Freeman Co. 
(Studebaker), South Bend, succeed- 

ing Vic Harshman, who resigned. 

* * * 

Turner-Cook Chartered 
Turner-Cook Chevrolet Co., Inc., 
Forest City, N. C., has received a 
charter from the secretary of state. | 
Authorized capital stock is $60,000. | 
Principals are: W. E. Turner, Dor- 
othy A. Turner and L. C. Cook, all | 
of Forest City. 


Ss | 


L-M Deal Names Brown | 


Charles W. Brown has been 
named service manager for Harper 
Clifford Lincoln-Mercury Co., 215) 
W. Wayne St., Fort Wayne, Ind., 
according to Harper Clifford, presi- 








1—The Reporting Team 


Joe Martin is a News reporter who 
has been places and done things . 
such as bringing little Ann Chisari to 
New York from China... and asking 
Public Officials quite embarrassing 
questions, such as... 

What is being done to collect the 
38,000 delinquent Federal Income Tax 
claims in the Third (largest Internal 
Revenue) District, ice. Manhattan 
north of 34th Street? 

The PO in this instance was Monroe 
Dowling, then the Internal Revenue 
Collector of the Third District. 

Martin wasn’t wildly happy over 
this Dec. 14 assignment, because (a) 
The News had carried a somewhat 
critical editorial about the Collector on 
Dec. 12: and (b) he didn’t like taxes. 

Anyway, he phoned Mr. Dowling 
who thought it was a gag, but gave 
him an appointment anyway. 


Maarin’s teammate on tax stories is 
Jim Desmond, rewrite man. Joe does 
the leg work, digs deep, ferrets facts. 
Jim takes the data, puts music to the 
words. Desmond did the outstanding 
job in New York City on the Kefauver 
hearings, has a long string of exciting 
byline stories to his credit. Martin and 
Desmond talked over the angles on 


the new assignment. 


2—The Collector 


On Monday, Dec. 17. Martin met 
Mr. Monroe Dowling. The Collector 
was cooperative, told all his department 
heads to show Martin everything. 

For five days Joe asked questions, 
looked at records, talked with Bureau 
employees; decided that the District’s 
record of delinquents was no worse 
than some stores’ experience with slow 
payers. and picked up interesting yarns. 

One day, walking around the fifth 
floor. Martin noticed that the filing 
cabinets were not standard. but small. 
card size. Mr. Dowling explained that 
the cards were records of undelivered 
refunds, due the taxpayers who had 
changed addresses. 

Martin did some random checking, 
estimated average undelivered refunds 
at about $38. Many ran over $100. He 
offered to trace some of the people due 
refunds, thought a $100 check would 
surprise the recipient and maybe make 
a good human interest story. Collector 
Dowling was agreeable. 









3—The Commissioner 


On the night of Jan. 3, as Martin 
tried to figure out where he might find 
some refund-due taxpayers, the Big 
Idea burgeoned ,.. Why ferret out a 
Jew people, when publishing lots of 
names of lots of people would make a 
lot of people happy? 

Next day he told the Idea to Jim 
Desmond, who suggested publishing 
only the names with $100 or more 
refunds due them. The two of them 
sold Dick Clarke and Bob Shand, News 
editors, and were assigned to find out 
if the proposal was practicable—and 
perfectly Legal. 

Martin knew nobody in the IRB 
in Washington, and phoned Harry 
Schneider. Public Relations Officer . . . 
about an idea which might save the 
Bureau an estimated 500.000 man 
hours in a year. Interested? . . . Heck 
yes, said Mr. Schneider, and arranged 
an appointment with John B. Dunlap. 
Commissioner of Internal Revenue. 

On Jan. 7, 


took a plane to Washington, met the 


Martin and Desmond 


Commissioner, and spilled their Idea. 

Mr. Dunlap was enthusiastic, and 
cancelled all his appointments, left the 
building to scout up John W. Snyder, 
Secretary of the Treasury. 





wy 








Dealer 


Doings 








(Continued from Page 26) 


nd, Kans. He will operate the 
mpany as Hugo Sill Motors. 


Sales manager of the new com- 


iny will be Chuck Colvin of Up-| 
(Chrysler-Plymouth), 


»wn Motors 
enver. 
* x * 


Buy L-M Deal in Kentucky 


William Randall and James Ross, 
wrmerly engaged in the automobile 
isiness in Cincinnati, have pur- 
hased the Lincoln-Mercury dealer- 
nip from Karl and Frank Wein- 
furtner in Ashland, Ky. 


* * * 


Fox Joins Widdis-Nielsen 

E. E. Widdis, of Widdis-Nielsen 
Motor Sales (Pontiac), Danville, 
Ill, has announced the appoint- 
ment of Richard Fox as _ service 
manager of Taggert-Schutz, Pon- 
tiac dealer in Buffalo. 


* * * 


Kellams Named 
R. A. Kellams is the new sales 
manager at Van Valkenburgh Mo- 
tors (Hudson), Manhattan, Kans. 


E. B. Van Valkenburgh is owner 
and general manager of the firm. 
Albert Walter is the shop foreman. 


+ + * 


Scott Names Dye 
Joseph Dye, former’ used-car 
manager for Webber Motors (De- 
| Soto-Plymouth), Omaha, has been 
appointed sales manager of Scott 
| Nash Co. 


* + 


Completes Expansion 
Cal Worthington, Hudson dealer 
at 2771 E. Slauson Ave., Hunting- 
ton Park, Calif., reports that he 
has just completed the expansion 
of his dealership so that it now 
covers an entire block. 


Pipkin Marks 39th Year 
Of Selling Fords 


Burke Garage Co., Morganton, 
N. C., one of the oldest Ford 
dealerships in business, has cele- 
brated its 39th anniversary. 

According to R. W. Pipkin, 
owner and general manager, the 
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Morganton dealership is the old- 
est garage in that town and the 
oldest in North Carolina under 
the same management -for one 
length of time. 

* 


af 


RPD Motor Corp. 


Cc. B. MeDonald and Don C.| 
Hutchinson have purchased RPD 
Motor Corp. (Buick-Pontiac), 
Atchison, Kans., from Al Jacobs | 
and Searles T. Bolman. 

* * * | 





Young Buys Buick Deal 
Jack Young has bought Dusen-| 


bury Motors (Buick), Anthony,|New Kansas City Nash Dealer— 


oor al Wn cauaiien aes oe | E. W. Davis (center), owner of Erwin Davis Motors (Nash), Kansas City, recently signed 
int be ational Marvaster franchise | the Nash dealer franchise. Shown at the signing are, left to right, B. J. Howard, Kansas 
nterna 7 ~~ | City zone manager; Davis, and G. W. Phillips, assistant Kansas City zone manager. 


|for farm machinery. ait 


a * * 
—— 9 . ceeds George A. Farley, | 
Citizen’s Motor Co. |Brost’s new-car sales manager. 
Citizen’s Motor Co. (Dodge-Plym- | * * *# 
outh), Chattanooga, Tenn., has) Hereford Named to Head | * * 
d for business in its new loca-| ,, ‘ : 
oe | Emporia (Kans.) Chamber | Moran Motor Co. 
* * # R. T. Hereford, president of | Moran Motor Co. (DeSoto-Plym- 
Hereford Motor Sales (Chevrolet- |°Uth), Baton Rouge, La., has held 
Oldsmobile), Emporia, Kans., has a grand opening of its new General 
been elected president of the | Tire department. 
chamber of commerce at Em- 
poria. 
Hereford succeeds F. B. Jensen. 


now! The elections were announced fol- 
lowing a recent meeting of the 
board of directors, 


Brost Names Groom 
Appointment of Raye M. Groom 
as used-car manager of Brost Mo- 
tors, Inc., Buffalo, is announced by 
Chester J. Brost, president. He suc- 


* + 


Conway Named 
R. W. Conway, Lonoke (Ark., 








4—The Secretary 


The Secretary was at a reception fe 


Prime Minister Churchill. striped pants 
and everything. Commissioner Dunlap 
crashed the party, and briefly bent Mr. 


Snyder’s ear. 


Whereupon the Secretary left the 
Prime flat, and hastened to a huddle 
with the Treasury Department lawyers. 
The legal beagles buzzed the lawbooks, 





Tr 


5—The Story 


story continued for nine days. And 


Publication of the lists started in the 
Jan. 13 Sunday News. The sensational 


New Yorkers began to believe in Santa! 
The News list included scores of big 

names, thousands of nobodies! 
Within a month, 3.378 taxpayers in 


Ford dealer, has been named fund 
chairman for the North Lonoke 
county chapter of the American 
Red Cross. 
oa * 
Ruby’s Auto Service 

Reuben Adler, formerly with Mc- 
Kenna Pontiac, Baltimore, has 
opened Ruby’s Auto Service at 414 


Colvin St., Baltimore. 
* * a 


Briggs Buys Dealership 
Ralph O. Berry has sold his Ford 
dealership in Huntington Beach, 
Calif., to James M. Briggs, who for- 
|merly operated a used-car lot. 
* * * 


McFarland Named 


| 
E. R. McFarland, owner of Im- 
perial Motors, Ltd. (Chrysler- 
| Plymouth-Fargo), Lethbridge, Alta., 
|has been named chairman of the 
| civilian committee of the Royal 
Canadian Air Cadet squadron at 
| Lethbridge. 





. “bk 2 


Pellon Motors 
Pellon Motors, Aberdeen, Wash., 
has been incorporated by George 
| Pellon, and William H. and Harriet 


| Davidson. 
| * a * 


Lambert Names Waters 
Jack W. Lambert, Inc. (Dodge- 
| Plymouth), Savannah, Ga., has ap- 
| pointed George C. Waters as fleet 
|sales manager for the company. 
Waters has been affiliated with the 
|dealership since its establishment 


6—The Payoff 


abn ; ‘in 1941. 
Finding money for the taxpayers is . * “s 
something new for The News . . . but Davis Opens Tire Center 
Davis Tire Center has_ been 


finding money for advertisers isn’t. opened tn Fort Wayne, tat ae a 


| division of Davis Auto Co., of 
which Haywood Davis is president. 
7. * cal 


The News can find customers for 
anything simply because it has so 
many customers of its own. Finding 


Cartwright and Payne 
Cartwright and Payne, auto deal- 
ership at Welch, W. Va., was broken 
into for the third time recently, 
and robbed of $800 worth of tools. 


people with money who want things 
isn’t hard when you have more than 
2.125.000 circulation daily, and over 


. as sO many 


| Police said entrance was gained by 


wer 


4,100,000 on Sunday . . 
advertisers have found out! 


but brought up no statute that in spirit the Third District—65% of the names 


listed in The News—had secured their 
refunds totaling $431,141! 


| breaking a rear window. 
* + 


or letter restricted the publication of * 


Firtion Heads Service 
Charles H. Firtion has been 


named service manager of Spring- 
field Buick Co., Springfield, Mass. 
+ * ~ 


refunds to taxpayers. Two hours later, When so many people prefer a paper, 


Martin had Mr. Snyder’s okay, strictly buy it every morning, without benefit 
Tue NEWS tipped off its sister papers, 
the Chicago Tribune and Washington 


Times-Herald, in time to publish the 


legal. Even better, he had the promise of carrier boy, subscription contract or 


of both the Commissioner and _ the cuckoo clock premiums . .. and read it 


Fairfax Motor Co. 
| Roger N. Phillips has taken over 
|the Dodge-Plymouth dealership at 
| Fairfax, S. C., and will operate it 
|as the Fairfax Motor Co. The deal- 
ership was formerly Sanders 


Secretary not to leak the story. regularly, habitually . . . how can an 
local refund lists on Jan. 13. In all, 
492 papers followed the News beat. A 


month later, 46,620 taxpayers had their 


Martin and Desmond phoned Harry advertiser miss? In the world’s biggest 
Nichols, city editor. who lined up staff. 


At 9:30 am on Jan. 8, Martin with 


best metropolitan market? 
If you have anything worthwhile to 





two reporters and three copy-boys. — $2.000,168 refunds from Uncle Sugar. ___ say or sell. you can find more audience Motors. —CVERTIRESEN? = 
fina , ; ~-Spadeget i ‘ ADVERTISEMED 
started copying names in the Third And bouquets for an “outstanding or market, more easily, in this medium : a 
. . T . . hs al . . | 
District office. Three more News men public service” came from Secretary than in any other in the whole world. Beat 74 


arrived later. Nobody left. meals were Snyder, Commissioner Dunlap, both And at a lower cost! ... Find out more 

brought in, By 2:30 next morning, Senators Taft (R) and Lehman (D). about what The News can find for you! é 

all refunds of more than $100 were Representative Martin (R), House ( ) 
listed—5.276 names. Ways and Means Committee Chairman ie t 


Doughton (D), and King (D), Chairman 


House Committee on tax scandals, who 


Outside the thin partition, the News 





listers heard reporters on other papers 
asking if the office had any hot stories 
today 


New York News 


220 East 42nd Street, New York 17 


Helps you to 
& sleep like a baby! 


iro feabirty 


praised this paper for “true public 
... Just like in the movies. 





service in the highest tradition of the 
teaser ads Saturday, Jan. 12 told American press.”... My, my! Imagine 
New Yorkers they had $5,000,000 due 


~see the Sunday News tomorrow. 


More than twice the circulation— 
daily and Sunday—of any other 


important Democrats saying such nice 
newspaper in America! J 


things of The News! 
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Boron Held No Cure-all 
For Alloy Steel Users 


burden of conservation rests with 





perl you buy steel you play a waiting game, particu- 
larly if its alloy steel and you have to buy grades of 
steel under government control. If you have to wait to obtain 
delivery of alloy steels, there’s a reason. The wait will not be 
cured by boron steels—like some of the other steel problems 


confronting U. S. industry to-®———— 


day. During World War II, 


nine different methods were 
used for handling the melt sched- 
ules. In all cases, the schedule was 
reviewed by the metallurgical 
branch in Washington. If it was 
decided a steel should be down- 
graded (i.e. a lower alloy specified) 
the steel producer was notified. 
The steel mills then notified their 
customer of the change. 

Once a melt was approved, the 
steel mill was given the necessary 





alloy to produce the steel products 


on its schedule. 
Last Today, the con- 
ina trol of alloy steel 
Series production is 


somewhat differ- 

ent. The system went into opera- 

tion last June. Here’s how it works: 
+ + * 


Advance Alloy Data 

—— producers are told in ad- 
vance how much nickel and 

molybdenum they are permitted to 

use each month. This figure is 
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based on past practice and the ap- | 
parent availability of alloying ele- | 
ments. 

The steel mills then make up 
schedules, which are tailored ac- 
cording to indicated alloy avail- 
ability. 

In the present emergency, the} 
the steel mills. Thus, the iteaner 
the alloys they melt, the more tons 
of alloy steel they can produce with 
a given quantity of molybdenum 
and nickel. 

Under the present system, steel 
producers carefully screen’ the 
orders they receive from their cus- 
tomers. If, in the opinion of the 
steel company, the alloy content is 
too high, the customer is asked to 
specify an alternate grade. If the 
customer agrees, the order is added 
to the melt schedule. 

? * * 


Customer Disagrees 


F THE customer does not agree, 

the order is generally added to 
the melt schedule under protest. 
Often the metallurgical branch of 
the steel division of NPA will call 
for an alternate specification. 

In the controlled melt schedules, 
time is very important. For ex- 
ample, steel producers have to sub- 








mit their schedules of February 





Choice Offered in 1952 Motorolas— 


Design of the new 1952 Golden Voice Motorola car radios offers the buyer a choice 
of either manual or automatic control heads operating a separate tuner (left, model 
BT2) in conjunction with an eight-tube power supply (right, model P82). The receiver 
features fully tuned RF and antenna stages, three-gang permeability tuning, providing 
razor-sharp selectivity and a built-in motor noise filter. 





melting for delivery in March at 
the end of the first week in Janu- 
ary. To prepare its melt schedule, 
the mill must know its customers 
requirements, including carry-over 
tonnages from the previous month. 

Often the time lag is such that 
the only way a customer can get 













It’s the real news in masking! From the 
biggest car manufacturers and dealers, 
to the small paint shops—PERMACEL 
Double Duty Masker is winning ac- 
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delivery soon enough of the alloy 
steel he must have is to get a 
directive. When this happens, 
previously established schedules 
are upset. In the final analysis, 
the customer may get his steel. 

If he does, it is reasonably cer- 
tain that other customers will be 
disappointed. 

This is all part of the problem of 
regulating steel production from 
Washington. There can be little 
doubt that the steel producers will 
be the first to welcome a change 
back to a free enterprise, uncon- 
trolled economy. The people who 
buy steel products from the mills 
will certainly join in the chorus. 


Abbott’s Charge 
Of Dealer ‘Lobby’ 


Draws New Fire 


OTTAWA.—Continuing criticism 
of Finance Minister Abbott’s “blast” 
against the Federation of Automo- 
bile Dealer Assns. of Canada has 
been voiced by D. S. Harkness, 
Parliament member from Calgary 
East. 

This was the second criticism lev- 
eled against Abbott, who termed 
the association as a “lobbyist” in 
its campaign to reduce auto taxa- 
tion. Harkness voiced much the 
same sentiment as the former 
charge by J. A. Ross, MP for 
Souris. 

“In my opinion,” Harkness said, 
“this was nothing more than a red 
herring to divert public attention 
away from the fact that automo- 
bile prices in this country are much 
higher than they are in the U.S. 
This is true almost entirely owing 
to excessively high sales taxes, ex- 
cise taxes, and customs duties.” 

Since wages and factory costs 
are lower here, Harkness said he 
could see no essential reason “why 
the cost of producing a car in 
Canada should be so much greater 
than it is in the U.S.” 

Meanwhile, J. W. Noseworthy, 
MP for York South, pointed out 
that Abbott has expressed “a great 
deal of righteous indignation about 
the lobbies carried on by the auto 
dealers’ group,” but that if he car- 
ries out certain policies this season, 
he will have succumbed to the lob- 
bying of insurance representatives. 

“Is it possible,” he said, “that the 
insurance lobby contented itself 
with a direct approach to the 
finance department, whereas the 
others dared approach members of 
the parliament instead?” 








Illinois Dealers 
Elect 6 Regional 


Vice-Presidents 


PEORIA, Ill.—Returns from elec- 
tions held to name six regional 
vice-presidents for the Illinois Au- 
tomotive Trade Assn. were received 
last week, according to the associa- 
tion. 

The association said that all 
dealer members operating in the 
six various regions were asked to 
cast a ballot for one of two candi- 
dates. 

Those elected, according to the 
returns, were: Region 1, Orlo Salis- 
bury, Elgin; Region 2, Gene Bragg, 
Galesburg; Region 3, H. W. Kice, 
Watseka; Region 4, Charles W. Al- 
brecht, Wood River; Region 65, 
Harry B. Craycroft, Vandalia, and 
Region 6, Thomas Cardwell, Mur- 
physboro. 








- 
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nsus Report for ’50 Shows Farm Pay Climb of 40 percent .. . 





Average Family Income Up $200 


WASHINGTON.—Families in the 
S, had an average (median) in- 
ne of $3,300 in 1950, or $200 high- 
than in 1949, according to a 
ort issued by Roy V. Peel, direc- 
r of the Bureau of the Census. 
\s there was only a slight rise in 
ces between 1949 and 1950, the 
nerease in income during this pe- 
d probably represented a signi- 
ficant increase in purchasing pow- 
er for the average family, the re- 
port said. 
In other postwar years the gains 








Milestone Car— 


The first Studebaker car to be sold in 
Detroit from that company’s production in 
its second century as a vehicle manufac- 
turer was delivered by James M. ‘‘Pat" 
O'Dea, Inc., 12345 Woodward, to Lynn 
Jay Parker. Florence M. Ulrich, vice-presi- 
dent of the O'Dea organization, is shown 
making delivery of this automobile to 
Parker. 





in money income were largely off- 
set by rising prices. The distribu- 
tion of the nation’s 40,000,000 fami- 


lies by their income in 1950 is 
shown below: 
Under $1,000 4,600,000 
$1,000-$2,000 5,200,000 
$2,000-$3,000 . 7,100,000 
$3,000-$4,000 . 8,200,000 
$4,000-$5,000 .. 5,400,000 
$5,000-$6,000 . 3,600,000 
$6,000-$7,000 . 2,100,000 
$7,000-$10,000 .... .. 2,300,000 
$10,000 and over . 1,800,000 
Total families ................ 39,800,000 


Not all groups in the population 
shared equally in the increase in 
income during 1950. Families head- 
ed by farmers made the greatest 
relative gains between 1949 and 
1950. Their money income rose on 
the average by about 40 percent 
(from $1,400 in 1949 to $2,000 in 
1950). Considerably smaller in- 
creases in average income were re- 
ceived by families of nonagricul- 


| | tural workers. 


White families, on the average, 
are still much better off financially 
than nonwhites, but there has been 
a reduction in the relative differ- 
ence between income of whites and 
nonwhites during the past decade, 
according to the report. 

In 1939 the average income of 
white families had been nearly 
three times greater than that of 
nonwhites. The report pointed out 
that the higher incomes of white 
families reflect differences in edu- 
cation, occupational experience and 
other factors. 

Of all the families in the U. S., 
about two-fifths had two or more 
earners in 1950, the report said, 
and, therefore, the incomes of 
these families were considerably 
higher on the average, than 





where a family had only one 

“bread winner.” 

About half of the families in 
which the wife worked had incomes 
of $4,000 or more, whereas only 
one-third of the families in which 
the wife did not work had com- 
parable income, the report says. 

Since the end of World War II 
the medium income of veterans in 
the 25-to-34-year age group (which 
includes most of the veterans) has 
increased steadily from $2,400 in 
1947 to $3,100 in 1950. 

In contrast, the income of non- 
veterans in the same age group re- 
mained at about $2,600. The high- 
er incomes of veterans in 1950 may 
reflect the combined influence of 
the increase in civilian work ex- 
perience and the higher level of 
education which veterans have 
achieved as compared to nonvets, 
the report points out. 

Gains in wages and salaries 
were recorded in all occupations 
between 1939 and 1950, with the 
greatest relative gain made by 
farm laborers and foremen, from 
a median of $300 in 1939 to $900 
in 1950. Other laborers, $700 to 
$1,800; operatives, $900 to $2,300, 
and craftsmen and foremen, $1,- 
300 to $3,400. 

Workers in “white-collar” occu- 
pations (such as professional, sales 
and clerical) more than doubled 
their salaries, but had smaller rela- 
tive increases than the ones cited 
above. 


N. J. Gas Take Up 

TRENTON, N. J.—An increase of 
$1,352,540 in New Jersey motor fuel 
tax collections during the first 
eight months of the current fiscal 
year, over the same period a year 
ago, is reported by state revenue 
officials. 











Ford Award to Indiana Dealer— 


Allen County Motors, Inc. (Ford), Fort Wayne, Ind., has been presented with a 
Ford Motor Co. four-letter-award. A. F. Bauverbach (center), Ford district manager, 
presents the award to R. R. Bowlin, vice-president and general manager of the dealer- 
ship. The business was opened in December, 1950, and qualified for the award in its 


first year of operation. 





Ottawa Police Launch ; 


Auto Check Program 


OTTAWA.—Police here have de- 
clared open war against motorists 
who operate their vehicles in dan- 
gerous mechanical condition. 

Police Inspector James Callag- 
han of the traffic department said 
that vehicles found lacking in.a 
safety inspection will be ordered 
from the roads, and the license 
plates impounded. 

Both used and new-car dealers 
here claim this campaign is already 
bringing in a flood of inquiries 
from jalopy owners, and many say 
recent sales can be attributed di- 
rectly to the police action. Garages 
have also reported a sharp in- 
crease in business from drivers who 
want to put their autos in condi- 
tion. 

The police said that stickers 
have been prepared, and in order 
to receive the sticker, the car must 
have passed the police test. Each 
sticker will be ‘signed by the in- 
specting officer. Each sticker will 





numbers will be kept by the police. 

Inspections will include foot and 
emergency brakes, lights, steering 
mechanism, horn, windshield wip- 
ers and muffler. 

At the beginning, the drive will 
be directed against older cars, po- 
lice said, but any car may be 
stopped at any time for a mechani- 
cal check. 

Dealers say that the action will 
not only lessen the number of acci- 
dents this year, but will also result 
in the sales of more new and used 
cars. 





Mexico Pays $44,310,000 
For U. S. Cars in 1951 


MEXICO CITY.—Mexico was a 
good customer for U. S. automo- 
biles in 1951, purchasing 25,788 new 
cars worth $42,700,000 and 2,214 
used vehicles worth $1,610,000, ac- 
cording to Mexico’s minister of 
finance. During 1951, Mexico also 
imported 9,329 trucks for $11,125,- 


be numbered, and a file of the | 000. 
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States Consider Familiar Items .. . 





Roads, Taxes Legislative Issues 


| o bpwoeohtdoted problems and the 
ever-present issue of taxes 
came in for the major share of 
attention at recent sessions of 
various state legislatures, a check- 
up reveals. 

Ohio’s highway investigating 
committee, which will study the 
state’s highway problems and 
recommend a long-range policy 
for development and mainte- 
nance of the state highway sys- 
tem, held its organization 
meeting recently in Columbus, 
Headed by Dean Charles E. Mac- 

Quigg of the engineering college of 
Ohio State university, the commit- 
tee will report its recommendations 
by Nov. 10 as the basis for future 
legislative action. 

The committee was created by 
the 1951 Ohio legislature to make 
an extensive investigation of the 
state highway department, the 
state highway system, the funds 
available and the rules and regula- 
tions and the personnel of the 
highway department. It also was 
directed to study the contribution 





made to highway costs by the gen- 
eral public and trucking interests. 
x a ~ 


A BILL given final passage by the 
Virginia legislature and sent 
to the governor for signature per- 
mits cities and towns to use high- 
way funds for payment of debts 
created to construct highways with 
the approval of the state Highway 
commission. 

Meanwhile, the roads committee 
of the Virginia house killed a bill 
that would have permitted cities 
and towns to turn over to the state 
Highway department the mainte- 
nance of their streets in lieu of 
receiving state maintenance funds. 

An increase from 2 to 3 per- 
cent in the Mississippi sales tax 
rate, with one-half of the esti- 
mated $13,000,000 annual yield of 
the extra 1 percent to be allo- 
cated to cities and towns on a 
population basis, is being sought 
by the Mississippi Municipal Offi- 
cers Assn. 

In addition to the proposed 
higher state levy, the state’s larger 





cities would retain their present 
authority, under a 1950 statute, to 
impose local sales taxes at the rate 
of % percent. 

If the proposed increased state 
sales tax rate is not enacted at 
the current session of the Missis- 
sippi legislature, leaders of the 
municipal group have indicated 
they will press for its adoption at 
a special legislative session ex- 
pected to be called in the fall to 
consider school needs. 

* + ” 

DAHO’S state law enforcement 

department has announced the 
availability of identification plates 
for Idaho vehicles over 26,000 
pounds. 

Commissioner Wayne Summers 
pointed out that all Idaho-licensed 
vehicles over that weight eperating 
in interstate traffic must procure 
the special identification plates for 
distinguishing vehicles operating 
under the Idaho B, C and D mile- 
age schedule fees. 

Trucks traveling entirely 
within Idaho are not required to 
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General Tire Starts Plant in Brazil— 


Ready to leave Miami, Fla., to attend dedication ceremonies for a new General Tire 
plant in Brazil are (left to right), C. O. Perkins, the company's South American 
representative, William O. O'Neil, president, and his son, Michael, executive assistant 
to the president. The $5 million factory will be capable of producing 200,000 tires and 
tubes a year at a site about 20 miles from Rio de Janeiro, the company states. 
Production is slated to get underway in about a year. 





have the identification plates, 
which were authorized by a re- 
cent special session of the state 
legislature. 

Summers said the plates are re- 
quired in addition to the stencil 
identification numbers on the side 
of trucks. He pointed out that 
other states do not recognize sten- 
cil identification numbers, but re- 
quire display of plates to identify 
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military terrain, vehicle operators truly have found the Long clutch a giant in dependability. 
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buses, tractors and military vehicles. 
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the domiciled Idaho carriers. 

Diesel-powered vehicles under 
26,000 pounds operating interstate 
also must have the identification 
plates. 

Summers said the plates would 
be mailed to applicants. Truck 
plates cost $2.50 per pair and one 
plate issue for trailers is $2. 

Summers also said Idaho farm 
truck identification decals will be 
furnished farm truck owners at 
county assessor’s offices. 

He said under the reciprocity 
agreement between Oregon and 
Idaho, Oregon’s ton-mile tax is not 
subject to the reciprocity agree- 
ment. He said full reciprocity 
exists between Oregon and Idaho 
on all farm trucks under 26,000 
pounds and on all non-farm pick- 
ups up to 4,500 pounds gross. 

Idaho farmers must have the 
farm truck identification decals 
while traveling in Oregon, Sum- 
mers said. The farm truck decals 
will be furnished without charge. 

* + * 


A BILL passed by the New York 
senate and sent to the house 
would prohibit minors from driving 
any automobile not covered by lia- 
bility insurance. 

Gov. Dewey earlier signed a 
bill to require minors owning 
automobiles to have policies pro- 
viding $10,000 protection for in- 
juries to one person and $20,000 
for injuries to two or more. The 
new measure would make insur- 
ance in that amount necessary 
for a minor to drive a vehicle 
owned by another person. 

Also passed by the senate and 
sent to the house was a bill which 
would permit cities to require pub- 
lic employes who use their own 
cars for public duties to carry lia- 
bility insurance in the amount of 
$5,000 fer injuries to one person 
and $10,000 for injuries to two or 
| more. 
* * * 

(Co: WILLIAMS has signed into 

law several measures including 
one which exempts buses licensed 
by cities from 1% cents per gallon 
of the state gasoline and diesel fue) 
taxes. 

Another provides that all unsat- 
isfied judgments arising out of 
automobile damage claims shall be 
deemed to be satisfied unless re- 
newed prior to the expiration of 
the statute of limitations. 

Another Michigan measure 
signed by the governor gives re- 
tailers 1 percent of the present 
3 percent deduction allowed to 
gasoline wholesalers for evapora- 
tion. 

Two measures designed to make 
constitutional the imposition of 
graduated fines on overloaded 
trucks were also signed by Michi- 
gan’s chief executive. 

The new laws provide that the 
damages assessed go into the li- 
brary fund of counties rather than 
the highway fund and increased 
the jurisdiction of justice courts 
to impose the graduated fines. 
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: Toronto Facts 
. Special Group Studies 
Traffic Problems 


The facts about Toronto’s traffic 
problem have led to a special study 
of the problems there, according to 
a report from the city. 

Each working day, 50,000 motor- 
ists scramble for 19,000 parking 
spaces in the downtown area. 

One of every 3.75 persons in 
metropolitan Toronto owns a motor 
vehicle. 

Every day, 40,000 vehicles pour 
|}over the west-end Humber River 














iighways & Safety... 


ciney Dealers Stage 
Safety Demonstration 


By Sam Sampson sented to the winner of the best | 
Staff Writer essay submitted. 

EMONSTRATION SAFETY,” a Erdie Turner, secretary of the 
traffic and driving safety move-| Cara, said that enthusiasm for 
ent being sponsore y severa i . 
ifety organizations of Cincinnati, | i. ie po agyy Goat the 


























he Price Hill Co- . H 

pons rend At sponsors feel that the program er Superior-Cadillac for Rescue Fleet— | bridge—the city’s worst bottleneck. 

ning committee has the greatest of possibilities This new, specially-built Superior-Cadillac ambulance was recently delivered to the The suburban population has 

and the Cincin- for achieving definite results in | nationally famous Bethesda-Chevy Chase Rescue Squad, Inc., Bethesda, Md. Equipped grown more than 100 percent in the 

nati Automobile the field of traffic safety. for rescue work in every emergency, the new unit, built by Superior Coach Corp.,| last 10 years. 

Dealers Assn. Turner advised that dealers | lima, O., is the fifth Superior-Cadillac ambulance purchased by the Chevy Chase A special city council committee, 

was staged at| should turn out to see one of the squad, which is made up of over 65 active volunteers. 48 volunteer associates and a| faced with these facts, is working 

Price Hill re-| demonstrations before it is sched- | ladies auxiliary of 35 volunteers. on the formation of a parking au- 

cently. uled for the local area. No tickets 7 Se a, ae thority for the area. Primary aim, 
CATA said that although the pro-| are required, and the program is Wondering how new-car and truck production and sales are making out? AUTOMO- | it was reported, is to provide off- 

gram was put on for a single sec- | thought-provoking. TIVE NEWS gives you the entire story every week throughout the year. | street parking facilities. 





tion of the city, similar programs 

are to be offered in other sections rod Ss 

of the city, Dealers were invited pecs is as 

to attend and map out plans for ; apd mae ies, 

participation when the program Ba eo 2 

was put on in their areas. H & L es 74 r. 
1 i-11..,f a ow passenger car seating engineers 

of 50 or 60 cars, including special 

police cars, the “Voice of Safety 

Car,” high school driver training 


cars, hot Tods, about 35 dealer know is the superior 








cars bearing appropriate signs, 
and even hearses bearing signs, 
“Play It Safe: We Can Wait.” 

The parade ended at the Henry 
Sieve Motor Co. (Pontiac), on Fer- 
guson Rd., where the program was 
conducted. 

Police department vehicles were 
placed on exhibition, the depart- 
ment’s “Demonstration Safety” 
Trailmobile van was present, and 
the Cincinnati Automobile Club op- 
erated its driver testing equip- 
ment. 





* * * 


Driving Tests .. . 


EMBERS of the audience were 
| asked to participate in reaction 
and stopping time tests in specially- 
equipped cars. The Cam Lifters 
Club, a hot-rod organization, put 
on an exhibition of dangerous driv- 
ing habits, and the city’s new radar 
speed-checking gear was demon- 
strated. : 

The program included the dis- ie 

tribution of safety literature and : 
bumper stickers featuring the 
“rule of the month”; music and 
entertainment furnished by radio 
station WKRC, and safety movies 
and slides. 

During the program, the police 
department paid tribute to a cour- 
teous driver. The CATA presented 
the winner with a $25 defense bond 
and the local chamber of commerce 
also honored the driver. $ 

The CATA is sponsoring an essay | e a? 
contest for teen-age drivers on the e 
topic, “My Impressions of Demon- Ps 
stration Safety.” A $25 defense e 
bond will be presented to the win- | e 
ner in each of the three area| z _ 
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New over-all flock 
finish soundproofs 
and prevents rust. 


schools. 


* * | 
| 


Bonds to Winners 


T THE conclusion of all of the | 
“Demonstration Safety” shows, 
a $100 defense bond will be pre-| 





° | New simplified =~ = Combines new type 7 » New grille top and x 
Blaisdell Takes BCU ee tubular frames with = special undercut wire assures com- 
Insurance Post » support of coils coils and foundation — Ch PB ee Ba ae 


Appointment of Paul H. Blaisdell, 
former executive director of the 
National Committee for Traffic 
Safety, as director of the public 
safety division of the Assn. of Cas- 
ualty and Surety Companies has| ba : 
been announced by J. Dewey Dor- with "“Acoustace Being installed as original equipmer . 


sett, general manager. 
_ It was gee oe ort 08 » for the first ies sccacilisiats ealligaliig: sack tind ead. in cars of leading make! 

is joining the accident prevention , <> 2 with tubular frames, 

department staff in the position| | ——————- all in one complete assembly, car 

previously held by Thomas N.| | mednufecturers pay less than for frames and spring units from sepa- Hailed by seating engineers as the last 
Boate, who succeeded Julien H. rate sources! They also save on uphoistering and installation, thanks icin ten Winey ab tentent noe! 3 


re Ee eae ementincmant Inst| | ft Selentific new design simplifications! Specify “Acoustacoll” today 








lowing Harvey’s retirement last; § 
December. = for greatest comfort at lowest total cost! It’s coated with silence! Amazingly simplified design that saves 
H & S Short “age greatly on critical materials! 
The Florida highway patrol] re- * 
ports that men drivers had five - . ‘ 
times as many accidents as women GENERAL OFFICES: 9200 Russell, Detroit 11, Michigan Easier to upholster and install on pro- 
lrivers in the state during 1951. IN CANADA: L. A. YOUNG INDUSTRIES, LTD., Windsor, Ontario M ' 4 
The report also showed that driv- duction line; lighter; stronger. 
ers between the ages of 25 and 35 13 PLANTS: 3 in Detroit, Mich. Chicage and Joliet, Ill. Trenton, N. J. Memphis, Tenn. 
1ad the greatest number of mis- 
aps, and that the hour between 5 beeds, Ala. Los Angeles and San Leendre, Calif. Windser, Terente and Monires!, Cancde 


and 6 o’clock on Saturdays was 
the most dangerous time to be on| | _ te 
the roads. ‘ see Fos "8 Se 
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New Products 











ree | planning for disposition of records 

ee j|at the time they are created by 
« Ml ; “ ’ |destruction of useless records and 
- | the economical, safe storage of 
4 those that must be retained. 






The 24-page handbook covers 
|such subjects as classification of 
business records, efficient record 


handling can save money, how to 
~< **- |organize a retention plan, record 

EXTERIOR VISOR—Snyder Mfg. Co., | retention can start today, how to 
22nd and Ontario St., Philadelphia 40,/9Perate a retention and the tools 
has announced the production of an out- | for effective record retention. In- 
side auto sun visor for nearly all makes | cluded is a case history of a record 


of cars. According to the company, the | retention program of a large utility 


visor is made of curved sections of ex- | COrporation. 
truded Plexiglass, with wing and center 
strips of chrome-plated steel. 


: .# & Claimed “by Wotf’s Héad 


Remington Brochure Lists Wolf's Head Oil Refining Co., 


Pointers on Records 


| # new motor oil. 
“A Basic Plan for Record Re- | 


Described as 100 percent Pure 


tention and Destruction” is the} Pennsylvania, specially refined 
subject of a new brochure released| and _ scientifically fortified, the 
by Remington Rand Inc., 315] new oil prevents unnecessary 


Fourth Ave., New York 10, N. Y., to 
aid management in the intelligent 


wear, sludge, varnish deposits, is 









































‘00 Pct. Pure Pa. Motor Oil- 


Inc., Oil City, Pa., has_introduced | 


highly resistant to heat and holds 





oil consumption to a minimum, | Set of 8 Plug Connectors 
| according to the company. . . P 
plas cag' Offered by Sun Electric 
Sun Electric Corp., 6323 Avondale 


of eight connectors which it claims 
speeds up all tests made at the 
spark plug of a running engine. 

The company states the connec- 

tors are for use with rubber-capped 
spark plug wires when using the 
sun timing light or making second- 
ary efficiency and cylinder balance 
tests. After the wire and cover is 
taken off the plug, one end of the 
connector is inserted in the wire 
terminal and the other over the 
| Spark plug terminal for testing, ac- 
cording to the company. 

| * * 
| Greene, Tweed Bulletin 
| Describes Packing Ring 

An eight-page bulletin describing 

the Palmetto G-T Ring, a packing 
used in commercial applications, 2t 
pressures to 15,000 psi, reportedly 
without extrusion of the packing, 

|has been issued by Greene, Tweed 
| & Co., North Wales, Pa. 

The Palmetto G-T Ring is said to 
leliminate the damaging effects 
|is designed, the company said, to provide | caused by extrusion of packing ma- 

a durable, compact display of products. ‘terial between mating parts, and 





KAR-RUG DISPLAY — Wooster Rubber 
|Co., Wooster, O., has offered this display 
|rack to show the Kar-Rug line. The rack 





Super-Fine “B” Fiber offers excel- 


lent insulating properties against 
heat, cold, noise. Standard widths: 
18”, 24”, 36” and 72”. Temperature 


range: subzero F. to plus 450° F. 


Passenger comfort is greatly increased in automobiles insulated 


with L-O-F Fiber+Glass. 


Easily installed, lightweight, low mois- 


ture content. For tops, under dash, on fire wall, under hood, below 


package tray. High sound-insulating efficiency. 


L-0-F Fiber. Glass meets high standards 
demanded for automobile insulation! 


Proven glass technology and experience 
of LibbeysOwens*Ford provide industry 
with new quality source of supply 


EARS of experience in supplying fine glass 
5 gen hed to the industry gained L-O-F a repu- 
tation for meeting the rigid automotive schedules 
and production requirements. Now, Libbey-Owens- 
Ford applies this long-time experience to supply- 
ing quality insulation for automobiles... L*O-F 
Fiber’ Glass. 


The proven glass technology and new plant 
facilities of Libbey‘Owens’Ford are turning out 


Bit 
OF 







top-grade insulation that meets the highest stand- 
ards for sound, heat and cold insulation. 


Look into the outstanding advantages of Fiber-, 
Glass as insulation for tops, in the dash, on fire 
walls, under the hood and beneath package trays. 
If you are currently using fibrous glass, count on 
L:O-F as a new source ready to give you a quality 
product and delivery on schedule. 


For technical data, or consultation on uses of 
Fiber-Glass in the automotive field, call the L-O-F 
Detroit office, 610 Fisher Building, Trinity 5-0080. 
Or write, wire or phone Libbey-Owens: Ford, Dept. 
F-G 542, Nicholas Building, Toledo 3, Ohio. 


LIBBEY-OWENS-FORD GLASS COMPANY 


FIBER-GLASS DIVISION 





FIBER: GLASS 





| Ave., Chicago 31, is offering a set| 


for this reason was recently ado; 
ed for use in the automotive h 
draulic steering device—the Hydr 
guide, 





EATON'S AID TO SAFETY—Increased 
safety for auto drivers is the result of o 
defogging and defrosting unit for the rear 
window recently developed by Eaton Mfg 
Heater division, Cleveland, the firm states 
After two years of experimental work this 
| unit is now in volume production for three 
| leading car manufacturers and is available 
| through dealers, it adds. Warmed inside 
|car air is first drawn into the unit and 
| then dispelled as a concentrated jet at 
high velocity against the rear window. 
| Flush with the shelf space behind the rear 
seat it defrosts and defogs without causing 
drafts on the necks of the passengers in the 
rear seat. The unit is controlled from the 
standard heater switch, not requiring addi- 
tional attachments and is easily mounted 
in the rear shelf space by cutting a hole i» 
the cardboard covering it, Eaton points ou* 


* * 





| AUTO SPARK TESTER—Kapner Hard- 


ware, Inc., 2248 Second Ave., New York 
| 29, has introduced this pocket tester for 
| checking defective spark plugs and igni- 
tion coils. The company said that by 
|touching the metal tip of the tester to 
the terminal cap of each spark plug, the 
indicator lamp will emit flashes if the 
| plug is good. 


| * 


| Dearborn Firm Offers 
| Cleaner for Whitewalls 

Ace Distributors, Inc., 1030 Tenny 
| Ave., Dearborn, has introduced Jet- 
Wite tire cleaner, a new formula 
| for cleaning white sidewall tires for 
which 50 percent speedier results 
|are claimed. The company says a 
foaming action of the formula does 
the work and that it is non-injur- 
ious to any type of rubber. 








| OIL DISPENSER—Stanley D. Bowles Co., 
|1910 S. Lamar, Dallas, Tex., has an- 
| nounced production of this B and B Oil 
| Dispenser, said to be designed to speed 
up rush hour service operations. The com- 
| pany said the can is quickly and easily 
opened by finger pressure on the handle 
lever after the dispenser has been in- 
serted into the oil filler pipe. The prod- 
j uct is available through automotive and 
| oil equipment jobbers, 


~~ 
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Salesense in Advertising 


| Tested Ideas for Small Business 


By James D. Woolf 


Special Correspondent 
} VERY businessman in almost 
‘ every category of selling, no 
matter what kind of media he 


u regularly, now and then has 
occasion to use direct mail adver- 
tising. Many businesses, both local 
and national, employ it with great 
frequency. 

Walter Thompson Co.’s John 
R. McAlpine recently told the Bos- | 
ton Advertising Club that direct 


tense of polish or the finer arts of 

correspondence blandly picks up 

the bacon and walks home with it.” 
“Tar ae 


What to Do? 


F THERE are no dependable 
rules, as Collier says (and my 
own experience bears him out), 


| what, then, are you to do? The an- 


swer, and the only answer, is to 
be found in careful testing. 
That seems obvious enough, but 


” 


tive feeling.” Scores of titles were 


weighed when Dale Carnegie’s 
best seller (3,000,000 copies, I be- 
lieve) was named. Nearly 18 


months went by before Carnegie 
and his publisher finally decided 
they had the right promised 
benefit in “How to Win Friends 
and Influence People.” 

A great deal of publication adver- 
tising—in fact, most of it—runs 


| without benefit 


conclusive tests. This no-test pro-| 





Van Norman Managers Parley— 


At a recent meeting in Springfield, Mass., 20 district managers of the automotive 


of adequate and_| division of Van Norman Co., Springfield, talked over plans for 1952. The meeting 
was presided over by J. Y. Scott, president; C. R. Crowder, vice-president and general 


the fact is that countless millions | : ; , PFO | YY 
of letters and mailing pieces aan |cedure, in my experience, is in| manager, and George Dickinson, new sales manager. 

F : “| many instances unavoi tt —_—_—_—_—_—_ 
sent out every year without benefit y avoidable for a 


mail needs much research. “Atten- 
tion should be paid,” he said, “to 


™~ 


readership, production (particularly 


of tests. Vast sums of money are 





complex variety of reasons that we| there is a need for further research | 


of what every sales letter sim- 
mers down to.” “Devices” have no 


the problem of increasing efficiency wasted in this wa Usuall | need not go into here, But there| into the physical aspects of direct 
in handling procedure), maintain-| -..con is some point ad danas are no insurmountable reasons why | mail advertising. But I am not sure! relationship at all to human 
ing lists and developing facilities | deadline, real that | the direct mail advertiser should | that research into “readership” will| motivation. 


for mailings, and evaluating fre- 
queney schedules.” 

He went on to say that research 
should look into such _ simple 
questions as the size of the mail 
box slots to determine which 
pieces might be delivered without 
having to be folded or placed on 
the floor. 

Nobody can take issue with Mc-| 
Alpine’s recommendation for more | 
research into the “mechanics” of 
direct mail selling. But let us not} 
forget that what makes direct mail 
pay off, when it does pay off, is 
not the right size for mail box 
slots, but the right size of the} 
promised benefit. 

And the credibility of that prom- 
ised consumer benefit. 


| 
| 
| 
| 
| 


The Right Promise 


Ne STATISTICS are 
+‘ but it is certainly true that a 
great deal of direct mail is not} 
profitable for my readers. The ma- 
jor reason is seldom to be found 
in the mechanics of the operation. 

When your direct mail effort 
brings disappointing results, the 
most likely reason is your failure | 
to make the right promise—-or, put- | 
ting it another way, to say the | 
right words in your copy. When! 
you fail in this respect, you can} 
rarely step up returns markedly by 
cleaning up your mailing list and | 
streamlining your handling proce-| 
dure. | 
Said the late Robert Collier, a | 
fabulously successful writer of | 
direct mail: “The ultimate pur- | 


available, 


pose of every sales letter sim- 
mers down to this: The reader 
of this letter wants certain things. 
The desire for them is, con- 
sciously or unconsciously, the 
dominant idea in his mind. You | 
want him to do a certain definite | 
thing for you. How can you tie 
this up to the thing he wants, in 
such a way that the doing of it 
will bring him a step nearer his 
goal?” 

I do not believe that any writer 
of direct mail advertising can pre- 
dict in advance, for sure, that a| 
given letter will produce such-and- 
such a result. I know that I can’t, | 
and I have done, and am doing, | 
a heap of direct mail work. 

There appears to be no infallible | 
formula. Collier puts it this way: | 
“There are scores of rules for| 
writing good letters, and most of 
them are helpful, but merely tol- | 
lowing the rules will never make | 
a good letter. A letter may have} 
perfect diction, a finished style; it | 
may bristle with attention-getters | 
and interest-arousers; it may fol-| 
low every known rule; yet when it | 
reaches the ‘Hall of | 
where the reader sits and decides 
its fate, it may find itself cast into | 
the ‘hell of wastebasket-dom,.’ | 


| 


while some screed lacking any pre- | 
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or imaginary, 
must be met at all costs. 

I have always believed that the 
most difficult problem in adver- 


| tising is that of finding the one 


right appeal, the one benefit most 
likely to arouse in the reader 
what Collier calls “that acquisi- 


| not operate on a firm policy of 
adequate testing before large and 

| costly mailings are sent out. 

| * + * 


| 

| Testing Needed 

I AM in agreement, as I have said, 
with McAlpine’s notion that 


| 


| 


result in anything constructive. 


| Let’s have more investigation of 
| such things as the size of mail box 
slots, as McAlpine suggests. But, 
more urgent, let’s put greater em- 
phasis on the importance of testing. 
No businessman can use direct mail 
safely and intelligently without it. 


We already know, as Dr. Starch 
has demonstrated, that certain 
eye-catching “devices” increase 
attention and _ readership, but 
readership as such, to quote Col- 
lier, is not “the ultimate purpose 








Can you name these 
famous cars? 


























DYNALUBE 


MOTOR Oil 
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1.1912 Cadillac 
6. 1901 Oldsmobile 


2. 1908 Ford T-Model 3.1940 Lincoln Continental 
7.1824 English Steam Coach 8. Le Sabre (experimental) 


*All car manufacturers’ recommendations 
for both new and old passenger cars are met 
or exceeded by Sunoco Dynalube Motor Oil 


Road-tested and Certified 
for Long Mileage 


4. 1906 Buick 5.1914 Dodge 
9. 1918 Chevrolet 
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raised between Apr. 22 and May 
$1. 

Purpose of the United Negro 
College Fund is to help provide 


Kelley Heads Mich. Drive 
For Negro College Fund 
Appointment of Nicholas Kel- 





Auto Personnel 








educational budgets for 32 Negro 
colleges and universities in the 
U. S. The fund’s total goal is ap- 
proximately 10 percent of the 
combined budgets of all the insti- 
tutions. During the successful 
1951 campaign, Kelley served as 
| chairman of the corporation gifts 
committee. 


ley jr. secretary of Chrysler 
Corp., as 1952 chairman of the 
United Negro College Fund cam- 
paign of Michigan is announced 
by C. D. Jackson, publisher of 
Fortune magazine and national 
chairman of the drive. 


Kelley said that the Michigan ae : ; ! rdi 
quota of the $1,500,000 national Follow Jack Weed’s reports on service and | nate and extend its present activi- 
goal is $80,000, scheduled to be [trucks regularly in AUTOMOTIVE NEWS. |ties in package design and engi- 
ae Baas ae gar SS a a. aa —| neering. H. V. Kindseth will direct 
the department, located in Minne- 
apolis. 

THE EXTRA-COMFORT SEAT CUSHIONING * * & 
IN THE NATION’S LEADING CARS Scovill Mfg. Appoints Drew 
To Head Schrader Division 


Garvin A. Drew has been ap- 
pointed assistant vice-president of 
\ Scovill Mfg. Co., Inc., in charge of 
\ the Schrader division. He will con- 
tinue as general sales manager of 
Schrader where he also serves on 
the executive committee and the 
board of managers. 


Drew graduated from Massachu- 
setts Institute of Technology in 
1925, and joined the Schrader or- 
ganization the same year. Follow- 
ing initial work in the Manufac- 


John H. Butcher has been elect- 
ed president of the Butcher & Hart 
Mfg. Co., Toledo. 

* 


* om 


Kindseth Heads Unit 


Bemis Bro. Bag Co., St. Louis, 
has established a new research and 
development department to coordi- 








GEORGE P. HOOPER 


1914 FISHER BLDG 


TFOAM SALES - DETROIT 2, MICH 








turing department at the plant in 
| Brooklyn, he became a salesman in 
| Detroit and various posts through- 
|}out the country until he was ap- 
| pointed Pacific coast manager in 
1935. After serving in the latter 
capacity for nearly five years, he 
was recalled to Brooklyn as gen- 
eral sales manager in 1939. 

} * * . 


| Brake Shoe Ups Matthews 


Norman A. Matthews has been 
appointed assistant chief metal- 
lurgist of American Brake Shoe 
Co.’s metallurgical research depart- 
ment at Mahwah, N. J. Matthews 
joined American Brake Shoe in 
1946. 


Washburn Named Director 


At Hayes Manufacturing 


Edgar Washburn, vice-president 
of Hayes Mfg. Corp., Grand Rapids, 
Mich., has been elected a member 
of Hayes’ board of directors to fill 
a vacancy, it is announced by Rens- 
selaer W. Clark, president. 

Washburn’s principal activity 
with Hayes is as general manager 
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7 REACHED FOR A CHANCE It 


- WSTEAD OFA CINCH... 


says Ken Ads 








When sixteen-year-old Ken Adams left his father’s 
farm just before the first World War, the word “auto- 
mobile” spelled adventure to most boys—and Ken was 





no exception. 


“*I headed for the great ‘Motor City,’” Ken recalls, 
“figuring the best way to know cars was from the inside 
out. I went to a trade school there and got a job with an 
automobile manufacturer when I graduated.” 


Ken’s training, plus a natural knack of working 
with specifications, was recognized after a few years with 
a promotion to production inspector. In the shop, he made 
an acquaintance who shared his hopes of having a car 
dealership, and who, like Ken, was willing to work and 
save until a chance presented itself. 





afl jy 

Opportunity’s knock came when a small farm im- 
plement company in a rural area, also handling automo- 
biles, could be bought. It wasn’t “big” business, but the 
opportunity to sell cars appealed to Ken. He and his 
partner went to work with a will. 


‘““We did pretty well, I guess,” says Ken modestly, 
“because when Walter Chrysler announced <a 
plans for his new car, we were given a chance @m 
to handle sales in our territory.” Ken sold the & 


first Chrysler in that section of the state. 


ri 


Over the years Ken took changing condi- 
tions as a challenge—and turned them into 
opportunities. During the war years he concentrated on the 
job of keeping the community’s cars in good running order. 
Many of his customers later bought cars from him on the 
basis of his good reputation for honest, friendly service. 


When a disastrous fire wiped out his establishment 
at a time when it was almost impossible to obtain con- 
struction help, Ken and his employees took the initiative 
and went to work themselves. Together they built one . 
of the most modern showrooms and service departments 
in the Midwest! 





Recently Ken was awarded the Chrysler Corpora- 
tion’s Medal of Merit for “expert service and workman- 
ship.” Ken’s comment: “My son-in-law shares some of my 
business responsibility now. I tell him, ‘In the automo- 
bile business success comes to those who prefer adventure 


to a rocking chair . . . and look for opportunity 
rather than the easy way!’” ae 


Write for our free booklet 
containing a ber of these 
stories of accomplishments by 
enterprising men. Chrysler 
Corporation, 341 Massachu- 
setts Ave., Highland Park 3, 
Mich. . 
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Chrysler Corporation 


PLYMOUTH e DODGE e DE SOTO e CHRYSLER e DODGE “‘Job-Rated" TRUCKS 


Fine Cars of Great Value 


lof two wholly-owned subsidiaries 

| American Engineering Co., Phila 
|delphia, and Bawden Industries 
| Ltd., Toronto, Ont. 


* * * 


| Heads Hudson 20-Year Club 


| Andrew P, Metz has been elected 
president of Hudson’s twenty-year 
|club. He succeeds William G. Sin 
| Clair, who died recently. The clut 
}is an organization of veteran Hud- 
| son employes with 20 years or more 
| of service. 


* * af 


} 


Greensward Fills Post 


J. D. Greensward has been ap- 
pointed manager of the newly or- 
ganized apparatus department at 
Allis-Chalmers Mfg. Co., according 
to J. L. Singleton, vice-president in 
charge of the firm’s general ma- 
chinery division. 

* . s 


Electronic Names Niesi 


Jack Niesi has been appointed 
factory field representative of the 
National Electronic Mfg. Corp., 42- 
08 Vernon Blvd., Long Island City, 
N. Y. The firm makes television 
antennas and auto radio access- 


ories. 
* + e 


Hershey Joins Ford 

Appointment of Franklin Q. 
Hershey as styling department 
technical assistant, engineering 
staff, is announced by Earle S. 
MacPherson, chief engineer, Ford 
Motor Co. Hershey was assistant 
chief engineer of styling at Pack- 
ard prior to joining Ford. 

* + * 


On Bank Directorate 


Henry C. Dorsey, Ford plant 
manager in Atlanta, has been elect- 
ed a director of the Citizens & 
Southern bank of East Point, Ga. 


* * + 


Standard Oil Names Hawk 


P. C. Hawk has been appointed 
manager of the TBA department 
of the Standard Oil Co. of In- 
diana, it has been announced by 
the company. He was formerly 
manager of the company’s Joliet 
(Tll.) sales field. 

. 


Eyler, Stanley Move Up 
In Trailmobile Sales 


Promotion of Harry Eyler, 
branch manager of Trailmobile, Inc. 
Milwaukee, to the post of manager 
of the west central division of the 
company, has been announced by 
William A. Burns jr., president of 
Trailmobile, Inc., a subsidiary of 
Pullman, Inc. 

Burns also announced the promo- 
tion of Arthur B. Stanley, Trailmo- 
bile sales representative in Detroit, 
to assistant branch manager in Mil- 
waukee. Eyler will have supervi- 
sion of factory branches in Mil- 
waukee; Grand Rapids, Mich.; 


Omaha and Denver. 
*~ 7 * 


Willys Names Chitwood 


To Special Assignments 

Raymond M. Chitwood has been 
appointed to handle special assign- 
ments for Willys-Overland Motors, 
Inc., Toledo, it has been announced 
by R. R. Rausch, vice-president of 
the company. 

Chitwood joined Willys in August 

(Continued on Page 37, Col. 1) 








Reminder of World Tour— 


When William H. Kraft, president of 
Monarch Buick, Indianapolis, returned 
from a tour to study world economic con- 
ditions his 160 employes presented him 
with a miniature Constellation plane. On 
it were engraved the names of the places 
he visited on the trip, sponsored by the 
U. S. State department and the Indian- 





apolis ch b of « ce. 








~ 





oe 


AUTOMOTIVE NEWS, APRIL 14, 1952 37 


|motive service industry sales, has 
A p \been a Thor service engineer for 
u tT Oo e r S Oo n n e | several years. During World War 
| II he served as night shift superin- 
| tendent, and later headed the com- 
pany’s subcontracting division. 














(Continued from Page 36) 


1951, after serving as civilian,C.; Memphis, New Orleans and | * * * 
neral manager of the Army’s| | Jacksonville, Fla. ; 
sky works, Tokyo, Standard Names Thourlby 
_. Pee ‘ Perfect Circle Assigns Head of Detroit Office 
* « ® | Swearingen to Detroit | Promotion of W. Hf. Theuriby 


q | Bob Swearingen, who was for- - 
Packard Names Nertney | merly with the Pestect Circle En- eon i tener pg ang Ane 
For Service Promotion | gineering division, Hagerstown, sales division of 

T. W. Nertney has been ap- | Ind., is now a member of the firm’s Standard Prod- 
pointed service technical man- | Detroit staff of sales engineers. ucts Co., Cleve- 


ager in the parts and service land, has’ been 


department of Packard. Nertney Maring Elected announced by 
will be primarily concerned with John E. Maring, city engineer at Harry D. Myers, 
editing service publications, com- | Kansas City, was elected president president. 


Myers also an- 
nounced the pro- 


eer “ae Study Goodrich Expansion in L. A.— 


piling field reports and handling | of the Highway Engineers Assn., at 
all technical data and problems | its 44th annual convention there. 
from both the factory and field. 2. = 


Ne ee on Pe ag a a manager of the Four executives of B. F. Goodrich look over giant-size blueprints which diagr 

i i i ;, s which diagram 

pg pag ee anor r~ Of Thor Electric Tools 2 company’s me-/an expansion program costing more than $2,000,000 the company will begin this 

the service department in 1936, Arthur H. Nelson has been ap- bet _ Thourlby chanical rubber | year at its Los Angeles tire and tube manufacturing plant. New machinery and pro- 

he worked in aircraft diesel en- pointed manager of electric tool division at Port Clinton, O. Thourl- | duction facilities are expected to increase production by more than 20 percent. Left 

gine development and as mie- sales in the Chicago branch of In- | by joined Standard in 1939 as its|to right are J. E. Gulick, general manager, tire manufacturing division; H. E. Cook, 

chanic and chief tester at the dependent Pneumatic Tool Co.,| Washington representative. He also | chief engineer, both from Akron; J. F. Sweatt, Los Angeles plant manager, and E. S. 

Packard proving grounds. Until manufacturers of Thor portable |served as an executive in military | Park, recently retired LA plant engineer. 

his recent promotion, Nertney power tools, it has been announced production works at the Port Clin- 
v by W. A. Nugent, executive vice-|ton and Cleveland divisions before Wondering how new-car and truck production and sales are making out? AUTOMO- 

















was in charge of methods and reared “ 
procedure for the service depart- president. ; joining the Detroit sales office in | TIvE NEWS gives you the entire story, plus many other pertinent facts concerning the 
shee Nelson, long connected with auto- | 1945. automotive industry, every week throughout the year. 

* * ® 
Martin Joins Dana Corp. Se" 


As Executive Vice-President 
John E. Martin has joined Dana 
Corp., Toledo, as executive vice- 
president, it was announced by 
President R. E. 
Carpenter. 
Martin served 
as president of 
Firestone Steel 
Products Co. of 
Akron before 
coming to Dana, 
and prior to that 
connection he was 
with the Link- 
Belt Co. of Chi- 
cago and Ameri- 
John E. Martin ean Type Found- 
ers, Inc. of Elizabeth, N. J. 
* * 


Fresh’nd-Aire Picks 
Fresh’nd-Aire Co. of Chicago, di- 
vision of Cory Corp., has announced 
the appointment of W. K. Simpson 
Co., Memphis, as factory represen- 
tatives, 
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CHROME COATING 





: * * 


oar Ponds. ao These first Spring days when John Q. Motorist goes out to 
pe _— ha look at his car mean good business for Corogard dealers. 
Ph ne ths nog of Budd Gos new What does John Q. see? Bumpers, grille and other chrome 
tank plant, according to Earl C. rusted and pitted by Winter driving! He says, ‘““What can I 
Blaine, manager of Budd’s Hunting do to stop this?” And if you are ready with Corogard 
Park plant. chrome coating, you have the answer—and a really ripe 
Mallee, who has been with Budd prospect for profit. Spring clean-up time is a peak season 
ee — for chrome protection. Car owners are conscious of rust . 
1945. The tank plant, now under ready and willing to do something about it. Once chrome 
construction, is scheduled for com- is cleaned it should be protected from further rusting with 
pletion in late April. Corogard. 


* * * 


Gould Names Plant Heads 


Gould - National Batteries, Inc., 
has announced the appointment of 
C. E. Smith, manager of its Depew 
(N. Y.) plant, as manager of the 
firm’s newly constructed plant at 
Kankakee, Ill., and the promotion 
of Albert H. Gauchat from senior 
superintendent at Depew to man- 
ager, succeeding Smith. 

. * bad 


Radiator Specialty Names 
Six Reps for Solder Line 


Appointment of six new repre- 
sentatives for the solder seal line 
of automotive specialties has been 
announced by V. P. Bresan, general 
sales manager of Radiator Special- 
ty Co., Charlotte, N. C. 

Additions include: John W. Gam- 
mage, Minneapolis district; Samual 
Simon, Pittsburgh; R. F. Krisinger, 
Des Moines; William C. Pruett, 
Charleston, W. Va.; Ralph L. Win- 
ter, St. Louis, and H. N. Windsor, 


Corogard is the easiest product on the market to sell. 
Beautiful transparency . . . easy application . .. no smearing 
or brush marks .. . long-lasting protection . . . and made by 
a reputable manufacturer for quick customer acceptance. 


Best of all, Corogard need not be removed! When coating 
begins to show wear, simply apply another coat. Original 
film is reactivated into a clear, transparent finish, just like new. 


Now is the time to catch this Spring Corogard market. Let 
your 3M distributor give you the details or write 3M, 
411 Piquette, Detroit 2. 






Cleveland. 

oS COMPANY 
Sutton Heads New Office Boost your profits on Corogard. Start a Corogard 
Of Ford in Southeast application service at your wash rack or in 





Raymond L. Sutton of Detroit has your garage. You'll sell more Corogard and PRODUCT 


been appointed to head the new make still more money on each can. Ask your 
sales and service office of the Trac- 3M distributor for display banners today! 
tor and Industrial engine division 
of Ford Motor Co. in the southeast- 


ern states, it is announced by Jo- 
ou Wasa Gaaaeeer ot the ADHESIVES AND COATINGS DIVISION e MINNESOTA MINING AND MANUFACTURING COMPANY 
division. 411 PIQUETTE AVE., DETROIT 2, MICH. GENERAL SALES OFFICE: ST. PAUL 6, MINN. 

EXPORT OFFICE: 270 PARK AVE., NEW YORK 17, N. Y. ° IN CANADA: LONDON, CANADA 


Sutton, a sales and service engi- 
neer, will have headquarters at At- 
lanta and ‘offices at Charlotte, N. REFLECTIVE SHEETINGS ©**3M'* ABRASIVE PAPER AND CLOTH ©**3M'? ADHESIVES ANDO COATINGS 0**3M'* ROOFING GRANULES ©°*3M"* CHEMICALS 


MAKERS OF **SCOTCH" BRAND PRESSURE-SENSITIVE ADHESIVE TAPES © “$COTCH" BRAND SOUND RECORDING TAPE « “*SCOTCHLITE’’ srand 
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Feb. Auto Credit 
Off $35,000,000 


a 
From Jan. Level 

WASHINGTON.-— Outstanding 
sale credit for the purchase of au- 
tomobiles declined $35,000,000 in 
February from the January level, 
the Federal Reserve Board reports. 

Automobile sale credit at the end 
of February was down $63,000,000 
from the level at the end of Febru- 
ary, 1951. The total of such credit | 
as of Feb. 29, 1952, was $3,927,000,- | 
000 the FRB said. 

Total consumer credit at the end 
of February amounted to $19,763,- 
000,000. This was a decline of $357,- | 
000,000 from the January figure but 
represented a gain of $230,000,000 
over the comparable year-ago date. 

Automobile sale credit at the end 
of February accounted for 19.8 per- 
cent of total consumer credit, the 
FRB figures showed. Other install- 
ment credit amounted to $3,254,- 
000,000, while loan credit totaled 
$6,026,000,000. 

Non-installment credit, which in- 
cludes charge accounts, single pay- 
ment loans and _ service credit, 
amounted to $6,556,000,000 at the 
end of February, the FRB said. 








In 


211 W. Wacker Drive, Chicago 6 
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O'Malley Felicitates Dealer Belanger— 


Chrysler dealer Murrell Belanger (second from left), winner of Speed Age mago- | 
award receives congratulations | 
Chrysler division, at a party given in| 


zine's “Outstanding Race Car Owner of the Year” 
from J. A. O'Malley, general sales manager, 
Detroit by Gene Casaroll, race car owner. Shown, left to right, are Lee Wallard, 
Belanger, Toney Bettenhausen, O'Malley and Casaroll. Wallard won the 1951 500-mile 
race at Indianapolis while driving Belanger’s famous car ‘'99."" After he was injured 
driving another car, Tony Bettenhausen drove “99"' through a series of races to win 
the AAA racing championship. Belanger's Chrysler-Plymouth dealership is in Crown 
Point, Ind. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week h sateen the year. 
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Lane Chev sehen Method . 





1 Here’s How to Build 
Repeat U.C. Deals 


WINFIELD, Kans.—Repeat busi- 
ness in used cars has been built up 
by Jack Lane Chevrolet Co. (Chev- 
rolet-Oldsmobile), here through a 
thorough system of checking and 


testing to avoid customer dissatis- | 


faction. 

Every used car is put through 
the repair department and road 
tested before being offered for 
sale, according to Floyd Harp, 
sales manager. 

Every unit is sold with a 50-50 


written guarantee for 30 days. Bat- | 


teries, tires and glass are excepted 


from the warranty and are so list- | 


ed in the printed contract. Any 


repairs necessary during the period | 


are paid for on a 50-50 basis by 
the company. 


In addition every service man, 


| salesman and other employe of the | 


company are specifically instructed 


to carefully check any papers that | 




















Chicago, it takes 2— 
to get your story across 


BECAUSE .. . Chicago has outgrown the power of any 
single daily newspaper to reach even half of your city and 
suburban prospects.* 


Today it takes two daily newspapers to reach a majority 
of the market—and for MosT net unduplicated coverage, 
one of your two MusT be The Chicago SUN-TIMEs! 


* See the Publication Research Service study, “Chicago Daily Newspaper 
Coverage and Duplication, 1951,” or write us for details. 


CHICAGO 


SUN-TIMES 


CONCENTRATED WHERE MOST OF THE BUYING IS DONE 





250 Park Avenue, New York 17 


TOTAL CIRCULATION, 586,970 AVERAGE NET PAID DAILY (ABC PUBLISHER'S STATEMENT FOR 6 MONTHS ENDING SEPTEMBER 30, 1951) 


pass through their hands so that 
there will be no mistakes to disap- 
point the customer. This has vir- 
tually eliminated customer misun- 
derstandings. 

Used cars to be placed on the lot 
|are first checked by the used-car 
| manager and service manager in a 
| road check. Whatever repairs they 
| recommend are made. The car’s re- 
pairs are charged for at the retail 
| price—just the same as if a cus- 
tomer had brought it in. 

The retail prices of the jobs are 
| added to the sales price so that 
when the car is sold the company 
| makes its standard profit on the 
repairs. 
| Such ears are readily sold, ac- 
| cording to Harp, who said the plan 
| had been so successful that cus- 
tomers in surrounding towns are 


sending in their friends to buy 
used cars. 
Junkers and high milers are 


| junked or wholesaled. Some cars 
have complete new engines in- 
| stalled. A °41 model with a com- 
| plete overhaul job brought almost 
$500. 


| In line with a national Chevrolet 
| program, the company is also par- 
ticipating in a safety program 
whereby any car can get a 10-point 
safety check free of charge. 

The policy of overhauling all 
used cars before they are offered 
and then being able to actually 
know the condition of the car 
they are trying to sell, has made 
repeat customers. 

“The majority of our used-car 
buyers now are repeat customers,” 
Harp said, “and repeat customers 
are always glad to recommend us 
to their friends.” 


| 
| 


‘Canadian Labor 
‘Asks Removal 
Of Credit Curbs 


| OTTAWA.— The 360,000-member 
Canadian Congress of Labor has 
presented a brief to the Canadian 
|cabinet here protesting credit re- 
strictions, which they say have 
caused increasing unemployment in 
Canada. 

| The brief demands the easing, or 
|abolition, of the controls. In re- 
placement, they suggest direct price 
|controls, subsidies on_ essential 
| goods, price rollbacks to “lowest 
| possible levels” and the imposition 
of an excess profits tax to dis- 
courage profiteering. 

| The national labor body, which 
|is 360,000 members strong, also 
| eriticized the government’s anti- 
| price-fixing measure, and claimed 
| that there “is not the slightest evi- 
| dence” that it has had any effect 
on holding prices down. 





‘Chrysler -Canada 
‘Names Sales Chief 


WINDSOR, Ont.—A, J. Shaw has 
been appointed to the newly-cre- 
| ated position of sales vice-president 
for Chrysler Corp. 

| of Canada, Ltd., 
| according to E. C. 
| Row, president. 


| Shaw has been 
| with the corpora- 
}tion over 25 
| years. 


| = his new posi- 
tio 


Shaw will 
deeats the mer- 
| chandising of 





| Chrysler, DeSoto, 
| Dodge and Plym- 


A. J. Shaw 
| outh cars, Dodge and Fargo trucks 


| through ‘all of the corporation’s 
dealers across Canada. Shaw has 
been in the automotive industry for 
| over 35 years, 


| Tech nical Visuals, Inc. 


DETROIT.—H. E. Beyster & As- 
sociates, Inc., has announced for- 
mation of a new division called 
| Technical Visuals, Inc. The divi- 
| sion will specialize in the design 
|and production of catalogs, me- 
| chanical literature and technical 
|}art. The firm maintains offices at 
| 14620 E. Seven Mile Rd. 


~ 


a 
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Legislative News 


Bills for Protection from Drivers Lacking 
Financial Responsibility Increase 


‘TATE lawmakers are showing 
9 increased interest in legislation 
signed to provide’ protection 
gainst the financially irresponsi- 
ie motorist. A survey by the Na- 
onal Highway Users conference 
-veals that proposals to enact new 
inancial responsibility laws or 
strengthen existing laws have been 
ntroduced in the legislatures of a 
iozen states. 

A safety responsibility law (Act 
No. 752) similar to Act IV of the 
Uniform Code has been enacted 
in South Carolina and will go 
into effect Jan. 1, 1953. 

Bills also in substantial conform- 


In the Hopper 


Va. Legislature Enacts Bill 


To Halt Local Payroll Taxes 

A bill prohibiting counties and 
cities from levying local payroll 
taxes was enacted by the Virginia 
legislature. 

Other measures affecting local 
revenues enacted by the Virginia 
lawmakers included local bills em- 
powering Henrico county to levy 
motor vehicle and business license 
taxes and a head tax. A flat $6.50 
county tax has been proposed for 
each auto license and from $12 to 
$40 for trucks, depending on weight. 

s s 














Sunday Closing for Lots 


Fails in New Jersey 


A bill which would have re- 
quired used-car lots to close 
Sundays was defeated by the New 
Jersey assembly. In unsuccess- 
fully urging passage of the meas- 
ture, Assemblyman Samuel 5S. 
Saiber, Essex County Republi- 
can claimed it had the unani- 
mous support of used-car dealers. 
He declared they didn’t like to 
work Sundays and wanted to 
make sure their competitors 
closed, too. 

Assemblyman Richard L. Gray, 
Mercer County Democrat, re- 
plied: “This is a ridiculous argu- 
ment. If the dealers are unani- 
mously in favor of this bill, why 
do we need it?” 

a * * 


Md. Kills Bill to Fix 


Installment Sales Charges 


A Maryland bill to establish fi- 
nance charges on the installment 
sales of automobiles was killed in 
the house ways and means commit- 
tee at this session of the general 
assembly. 

A companion resolution, however, 
that a legislative committee be 
chosen to study the entire field of 
conditional sales contracts, is still 
being considered, after revision 
permitting the legislative council 
rather than a special committee to 


investigate the matter. 
> * * 


N. Y. Doubles Liability Rules 
For Youths Under 21 


A new law enacted by Gov. 
Dewey is aimed at helping to 
drive “hot rod” automobiles and 
motorcycles off the state’s high- 
ways. 

The governor signed the Hal- 
pern measure, which doubles the 
minimum personal liability in- 
surance required on _ vehicles 
owned by motorists under 21. The 
new law takes effect Jan. 1, 1953. 
Beginning Jan. 1, minors will 
have to take out $10,000-$20,000 
liability insurance and also carry 
a $5,000 property damage policy. 
The present policy requirement is 
$5,000-$10,000, with no provision 
for property damage. 

« . + 


Ky. Truck Laws Amended 


To Return Fines to State 


All fines and forfeited bonds col- 
lected for truck violations of Ken- 
tucky weight and size regulations 
will be returned to the state under 
the terms of a new law effective 
June 20. 

Proponents of the amendment 
said that it was intended to break 
up a “racket” operating in some 
cities, when such fines are received 
by the city. Gov. Wetherby permit- 
ted the measure to become a law 
without his signature. 





ity with Act IV as it now stands 
have been introduced in Rhode Is- 


land (H. 619—S. 58) and New Jer- | 


sey (S. 3). 
Act IV has been in the 


the National Committee on Uni- 
form Traffic Laws, and a redraft 
has been completed which will be 
submitted for final approval. 

+ ~ * 


[3 prewe to tighten existing laws 
have been introduced in Ari- 
zona, Kentucky, Michigan, Missis- 
sippi, Missouri and New York, 
while proposals to set up commit- 
tees to study the various phases of 
financial responsibility are being 
considered in Massachusetts (H. 
159—H. 1223), New York (HR 109) 
and Virginia (SJR 3). 

Bills which would require a show- 
ing of financial responsibility as a 
condition to issuance of automo- 
bile registration or drivers license 
or both have been introduced in 
Arizona (H. 61), Kentucky (H. 19), 
Maryland (H. 43), Mississippi (H. 


|| 13), 


process | 
of revision by a subcommittee of | 


|torists. These funds would be built 


New Jersey (H. 250), New 
| York (H. 1722—S. 2050), Rhode Is- | 
|land (H. 639) and Virginia (S. 26—| 
| H. 372). Similar proposals were last | 
| year rejected by the legislatures of 
| at least 20 states. 

In Massachusetts, the only state 
which now has compulsory in- 
surance, at least 34 bills to amend 
or repeal the law have been intro- 
duced, illustrating the difficulties 
inherent in such a system, 

Two state legislatures, Michigan 
(S. 20) and New Jersey (S. 2) have 
proposals to establish unsatisfied 
judgment funds for the protection 
| of persons. injured by insolvent mo- 


up by an extra tax on drivers li- 
censes. The unsatisfied judgment 
fund approach to the financial re- 
sponsibility problem has been 
adopted in North Dakota and in 
several Canadian provinces. 


Saving Roofs 

CLEVELAND.—In a new book 
entitled “Saving Old Roofs,” the 
Tropical Paint and Oil Co., Cleve- 
land 2, illustrates how periodic 
maintenance can prolong roof life 
for many years and bring an old 
“worn out” roof back to life. The 
book is available on a letterhead 








request, 








New Midwestern K-F Distributor— 


Monte White (left), of Monte White Kaiser-Frazer Motors, Omaha, discusses plans 
for development of his midwestern distributorship with E. W. Berger, K-F’s assistant to 


the sales vice-president. Recently named distributor for Nebraska and western lowa, 
White was formerly in the used-car business in Omaha. 





licenses on the installment plan. 

Supporters of the measure, which 
would permit issuance of half-year 
stickers or metal plates, point out 
that it would aid owners on their 
truck replacement problem, inas- 
much as licenses cost up to $1,000. 


Half-Year Truck Tag Plan 
Tabled by Mich. Legislature 


The Michigan legislative session 
has tabled a measure which would 
allow truck fleet owners to buy 





Here's how to get 
more customers 


CAPPEL-MacDONALD'S NEW BUSINESS-GETTER PROGRAM 








WILL DIRECT TRAFFIC INTO YOUR DEALERSHIP 


It works like this—Offer your employees prize points for contacting 
and bringing in car owners for free safety checks. Give each employee 
a supply of free Safety Check Forms for distribution to car owners. You 
may specify the cars you want brought in by make and year. The owner 
comes in for his safety check and his car is assigned to a mechanic who 
makes the inspection, noting work required. Prize points are then given 
to the employee, and the service salesman if a Repair Order is written. 


SERVICE DEPT. 










Prize Points are good for prizes in the Catalog of Awards from which 
you may purchase at prices averaging 30% off retail. 








DOUBLE CHECK 
Campaign 


CHECK YOUR CAR - CHECK ACCIDENTS 











CAPPEL, MacDONALD and COMPANY 


Originators of Merchandise Prize Incentive Campaigns 


CAPPEL BUILDING, DAYTON 1, OHIO. Offices in Atlanta, Baltimore, Chicago, 
Cleveland, Dallas, Detroit, Los Angeles, San Francisco-Oakland area, 
Minneapolis, New York, Oshkosh, St. Louis, Toronto (Canadian Affiliate). 


Cappel-MacDonald in cooperation with the 
May "Check Your Car—Check Accidents" 
program offers the "Double Check" Campaign 


C-M Programs have brought thousands upon thou- 
sands of new customers into dealerships through- 
out the United States. It’s the tool you need to 
build service traffic as well as promote safety. Use 
the Return Form below to write for additional 
details and order the material you'll need to put 
this campaign into operation. Do it today to make - 
certain your program can start May Ist. 


FILL OUT AND 
MAIL THIS ORDER FORM 


V 


CAPPEL, MacDONALD & CO. 
CAPPEL BLDG., DAYTON 1, OHIO 


Gentlemen: Send me at once the following material 
so | can include the DOUBLE-CHECK campaign in 
the CHECK YOUR CAR—CHECK ACCIDENTS program. 
If | prefer | will attach check—otherwise you may 
bill me later. 


} | 
| | 
| | 
| | 
| | 
| | 
| | 
| : 
My package will include: | 
| © DOUBLE-CHECK Plan Guide. | 
| @ DOUBLE-CHECK Prize Catalogs, and Envelopes, | 
| Point Lists, Order Forms. | 
| @ ______ (Number of Dealership employees.) Total | 
| cost for DOUBLE-CHECK Campaign material is 50c | 
| per employee, and includes 100 free Safety Check | 
| forms and a catalog for each employee. | 
| @ Send | 
| per 100. | 
| 
| 
| 
| | 
| | 
| 
| | 
| | 

| 


extra Safety Check forms at 50c 


Dealership 


"Address — 
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| WELLYs 50 Jeepster, $775. ‘46 
Used-Car Auction Prices | vm 
. 
co + ATCO | 
sed-Car Auction Prices epenspurc, Pa. | Average Used-Car Prices | * 
(Ebensburg Auto Auction. Sale every | P . 
| Thursday, Prices are for sale of Apr. 3.) | (Compiled by Automotive News) 
Market Trend (No price change noticed. Sold 75 Apr. 1952 wv 
- Wholesale used-car prices staged a comeback after their abrupt fall BUICK "51 caer Rivne $2,160*; Spe- | Model (to date) "1952. 1982 
in the first week of April, and the result was an $8 advance in. the oases, ub | al 50 Special sedanet, | 1952 $2,346 $2,316 
‘ —— ‘ ,380. '49 Super 4-dr., $1,180*. 48 RM | f 
inn erage last week to bring it to $1,208. The average was $1,220 | sedanet, $870. °47 Super sedanet. gaar $1,208* $1,220* $842 1951 1,672 1,709 $1,745 
le , 46 Super 4-dr., $675. 1950 1,310 1 
Stronger prices for late-model cars helped revive the market last | CADILLAC—'51 (62) 4-dr., $3,400°, $3,- | 1949 ees roy ens 
week. The largest advance was $26 for ’52s. There was a $13 increase | comevinon en so or. | $1.- | 1948 'B16 825 819 
for ’50s and an $11 gain for ’51s. Other models with better prices were 870°, $1,740. ‘51 sedan delivery, $1,150. | 1947 665 676 677 
"48s, up $7, and ’46s, up $2. ‘50 FL Deluxe 2-dr., 2 at $1,300, $1,- | 1946 583 575 603 
There were only two small losses, both of them for the same amount. an adr $11 0," $1 75, $i 00. a0 | 1942 257 
Declines of $1 were noted in the average prices of ’47s and ’49s. The SL Deluxe 4-dr. (taxi). $000! ietnn de. | a 1941 248 
heaviest losers in the first week of the month were ’49 through ’51 | livery, $635. "48 SM 4-dr., $795, $725. | April March Feb Overall — —_ 1 _- —_— 
models ’47 sedan delivery, $400. °46 FM 4-dr.. : 
S. 535; SM 2-dr., $560. '42 SD club coupe. | Average. $1,208* $1,220* $ 842 
} *Includes 52s, but does not include 


There was also improvement in buying activity at various auctions 


last week. Sales at 10 representative auctions last week totaled 1,048 | CHRYSLER—'51 Windsor 4-dr., $1,770. *49 | 
units, or 66 percent of the 1,589 entries, At the same auctions in the | poor" 4:0". $1.250. 
> : : bered 991 its 63 Ps —'f Deluxe club coupe, $1,710. 
preceding week, sales numbere units, or Percent of the 1,573 50 Custom 4-dr., $1,395. '47 Deluxe 2- 
offerings. DODGE 51 1 
i ‘ F a P P P zE—’! Soronet club coupe, 1,600. 
Prices marked with an * indicate a unit equipped with ‘50 Coronet club coupe, $1425; ° War. 
automatic transmission or overdrive. farer business coupe, $1,050. '46 1-ton 
Stake, $425. ‘41 4-dr., $340. °40 4-dr., 
$1,940; Belvedere, $2,200. '51 C $155, 
ALBANY, N. Y. 4-dr ‘$1,375, $1.45; Belvedere, $1 fae | FORD—'51 Custom (8) 2-dr., $1,605*, $1,- 
(Tim Anspach’s Dealers Auto Auction. $1,745; Concord 2-dr., $1,310. 600%; Custom (6) 2-dr., $1,475*. °50 
Custom (6) 2-dr., $1,150; Deluxe (6) 


Sale every Monday. Prices are for sale of 
March 31.) 

(Prices let down $25 to $50 a unit. 
Dealers here think prices will go lower 
if Regulation W is not modified. Despite 
high sales percentages, many dealers 
were bailing out and few made money. 
Sold 106 units out of 121 offerings.) 
BUICK—’52 Special 4-dr., $2,325. ‘51 Su- 

per 4-dr., $2,175; RM 4-dr., $2,225*. '50 

Special sedan, $1,275, $1,170; RM sedan, 

$1,670*. °'49 RM sedan, $1,120. °48 Su- 

per sedan, $870. °47 RM sedan, $670. 


CADILLAC—’51 (62) sedan, $3,400*° '50 
(61) sedan, $2,800*; (62) sedan, §$2,- 
830°. °49 (61) sedan, $1,925*. ‘48 (62) 
sedan, $1,580°. 

CHEVROLET—’52 SL Deluxe sedan, $1,- 
950. °51 SL Deluxe sedan, $1,620* $1,- 
660°, $1,535°; Bel-Air, $1,900. ‘50 SL 
Special sedan, $1,080, $1,190; FL Deluxe 
sedan, $1,160, $1,310, $1.230; SL Deluxe 
sedan, $1,350°, $1,185, $1,260, 2 at $1,- 
300, $1,290, $1,255; conv., $1.500*, $1,- 
370; Bel-Air, $1,470*, 2 at $1,430, $1,- 
490°. °49 SL Deluxe conv.. $910, $1.100: 
FL Deluxe sedan, $1,125, $1,130. °48 FL 
sedan, $900; FM sedan, $800. ‘47 FL 
sedan, $770; FM sedan, $700. ‘46 FM 
sedan, $550. °41 SD sedan, $230, $280. 

CHRYSLER — '50 Windsor sedan, $1,620, 
$1,635. °49 Royal sedan, $1,375". °46 
NY sedan, $530°. 

O—'52 Fire Dome (8) sedan, $2,- 
750*. °50 Custom sedan, $1,425*; conv. 
$1,460. °49 Custom sedan, $1,270*. ‘47 
Custom sedan, $625. 

DODGE—’52 Meadowbrook sedan. $2,100. 
*51 Coronet sedan, $1,700, $1,725. "49 
Coronet sedan, $1,250. °47 Deluxe sedan 

80. 


FORD—’52 Custom (8) sedan, $2,150*. '51 
Custom (8) station wagon, $1.780*: 
conv., $1,825; sedan, $1,525; Deluxe (8) 
sedan, $1,440-~ "50 Deluxe (6) business 
coupe, $930; Deluxe (8) sedan. $1,110. 
"49 Custom (8) sedan. $930, $890; Cus- 
tom (6) sedan, $760; Deluxe (8) business 
coupe, $780. °48 SD (8) club coupe. 
$785. °47 SD (6) sedan, $500. 

HUDSON—'49 Super (6) sedan, $845. 

LINCOLN—’49 Cosmopolitan sedan, $985* 
$1,035°. 

MERCURY—'49 sedan, $1,090, $900. ‘48 
station wagon. $925. 

NASH—’51 Rambler Suburban, $1,370. ‘50 
Statesman 2-dr., $1,045*. 

OLDSMOBILE—’51 Suner (88) 2-dr.. $2.- 
185*; (98) sedan $2,275*. °50 (88) se- 
dan, $1.575*, $1,385*: (76) sedan. $1,- 
190: (98) sedan, $1,670*. '49 (98) sedan. 
$1,260*. °48 (78) sedan. $990*, $960*. 

PACKARD—’50 sedan, $1,100*. °48 Deluxe 
sedan, $950. 

PLYMOUTH—’51 Cranbrook sedan, $1,480. 
"50 SD sedan, $1,250. ‘48 SD sedan, 

5 


0. 
PONTIAC — '°'51 SL (6) sedan. $1.875*: 
Chieftain (8) sedan, $1,780*. ‘50 SL (8) 
sedan, $1,430*. °47 SL (8) sedan, $740, 


$720. 

STUDEBAKER ’47 Champion business 
coupe, $435. 

MISCE: NEOUS—'50 sedan, $630. 


AMARILLO, TEX. 


(Amarillo Auto Auction. Sale every Fri- 
day. Prices are for sale of March 28.) 
BUICK—’51 Special 4-dr., $1.935, $1,965 

$2,150*. ‘50 Super 4-dr., $1,175, $1,475, 

2 at $1,570*, $1,675*; RM 4-dr., $1,565: 

2-dr., $1.455; Special 2-dr., $1,070. °47 

2-dr., $590. '46 4-dr., $380. 

CADILLAC—'51 (62) Coupe de Ville, $3.- 
900°. ‘50 (62) 4-dr., $2,795*, $3,050*. 
*49 (62) club coupe, $2,040*; 4-dr., $2.,- 
000*, $2,100*. °47 (62) 4-dr., $1,260. 

CHEVROLET—’51 business coupe, $1,350; 
Bel-Air, $1,775, $1,810, $1,875; SL De- 
luxe 4-dr., $1,560; 2-dr., $1,595; SL Spe- 
cial 2-dr., $1,360. ‘50 FL Deluxe 4-dr., 
$1,360; Bel-Air, $1,500, $1.545, $1,595; 
SL Deluxe 2-dr., 2 at $1,230, $1,530*; 
SL Special 2-dr., $985. 

CHRYSLER—’52 NY 4-dr., $3,270*; Sara- 
toga 4-dr., $3,155*. ‘51 NY 4-dr., $2.- 
355; Windsor 4-dr., $2,000. °50 Windsor 
4-dr., $1,415, $1,455. 

DeSOTO—’'50 Custom club coupe, $1.615 
"49 Deluxe 4-dr., $1,175. °47 Deluxe 
4-dr., $545. 

DODGE—'52 Coronet 4-dr.. $2,110. ‘51 
Meadowbrook 4-dr., $1,465; Coronet club 
coupe, $1,705*. '49 4-dr., $1,075. 

FORD—'52 Custom (6) 4-dr., $1,925: 2-dr. 
$2,050; Custom (8) 2-dr., $2,160. §$2,- 
180; Victoria, $2,445*. °5i Deluxe (8) 
2-dr., $1,335, $1,475, $1,480; 4-dr., $1,- 
365; Custom (8) 4-dr., $1,600, $1,620. 
$1.640; 2-dr., $1,625. 

HUDSON—’50 Super (6) 4-dr., $990 

KAISER—'51 4-dr., $1,125, $1,275, $1,345: | 
Henry J 2-dr., $800 | 

LINCOLN—'52 Capri 4-dr., $3,955* 51 
4-dr., $2,065. 

MERCURY — '52 4-dr., $2,625, $2.700: 
2-dr., $2,680, $2,760*; club coupe, §2,- 
825°. °51 club coupe, $1,850*. 

NASH—’'48 (600) club coupe, $575 47 
(600) 4-dr., $565. 

OLDSMOBILE — '52 (98) 4-dr., $3,225*, 
$3,350°. ‘51 (88) 4-dr., $2,215*. ’50 
(98) 4-dr., $1,595, $1,690*; 2-dr., $1,500. 
$1,600; (88) 4-dr., $1,830, $1,915*, 49 
(98) 4-dr., $1,515*. 

PACKARD—’51 (200) 4-dr., $1,720. 





PLYMOUTH—’52 Cranbrook 4-dr., $1,900, 





*40 SD 4-dr., $125 


PONTIAC—’52 (8) Catalina, $2,875*; SL 4-dr., $1,125. '49 Custom (8) 4-dr., $860; 


(8) 2-dr., $2,340*. '51 SL (8) 2-dr., $1,- 2-dr $860; Del 

(8) * , -dr., ; uxe (8 2-dr., , 

560; Chieftain (8) 4-dr., $1,910*. ‘49 SL $825; Custom (6) a. sean, aan 

(8) 2-dr., $2,060. (6) 2-dr., $755. '48 Deluxe (8) 2-dr., 
STUDEBAKER—’50 Champion 4-dr., $1,- $640. ‘47 SD (8) conv., $430; 2-dr., 

100, $1,155; club coupe, $1,080 "48 $700. '42 SD (8) club sedan, $370. ’40 





Champion 2-dr., $800, $855, $890. °'47]| 4-dr., $140. 
Champion 4-dr., $575. KAISER—’51 Henry J, $830. 











"41s and '42s. 


(The above figures are averages of used-car auction prices, all 











makes and models, carried regularly in Automotive News.) 
LINCOLN—’49 Cosmopolitan 4-dr., §$1,- ‘48 Champion 2-dr., $635. ‘46 4-dr 
165*, $1,175. $500*. ; 
MERCURY—’'49 club coupe, $915. ‘41 4- 
dr., $250°. OAKLAND, CALIF. 
NASH—’51 Rambler conv., $1,255*. °41 (A, L. Pollock Auto Dealers Wholesale 
(600) 2-dr., $115. Auction. Sale every Wednesday. Prices are . 


~~ 


OLDSMOBILE—’50 (88) sedanet, $1,575*. ower 1g 2.) 

. 7 af" s ‘ BUICK—’ Special Deluxe 4-dr., $1,845*: 
LY” , , ; 

PLYMOUTH—’51 Belvedere, $1,750. '48 RM 4-dr., $2,185*. '50 RM 2-dr.. $1,. 








SD club coupe, $715. '40 4-dr., $110. 510*; Super 2-dr., $1,785*. °49 RM 4-d 
PONTIAC—'50 (8) 2-dr., $1,425*; SL (6)| $1,255*. '48 RM 4-dr., $800. '47 Super 
sedanet, $1,420. '47 (6) 2-dr., $850. 4-dr., $655, $680; RM 4-dr., $800; 2-dr., 
STUDEBAKER—'51 Commander (8) 4-| $780, $760; sedanet, $830. '46 RM 4-dr., 
dr., $1,380. '50 Champion 4-dr., $985. (Continued on Page 41, Col. 1) 



































“Our customers 
are delighted 
with Ventshades’’ | 


says Herbert F. Charters, Vice President 
James F. Waters, Inc., Long Island City 


“We have been selling Ventshades for the past two years,” 


writes Mr. Charters, “‘and are highly pleased with them. Our 






customers are delighted with the fine appearance of this popu- 






lar accessory and with the extra comfort and convenience that 







Ventshades give them.” 






Mr. Charters’ experience with Ventshades is typical of that 






enjoyed by thousands of leading dealers over the nation. It’s ‘ 






no more than natural that an accessory which gives the mo- 






torist so much extra comfort for so little cost, would sell in 







volume at good profit to the dealer. You are interested in 






additional profits, so don’t overlook Ventshades. 











e WORLD'S LARGEST DeSOTO DEALER 





James F. Waters, Inc., said to be the world’s largest 
DeSoto-Plymouth dealer, was founded by James Waters 
in San Francisco in 1928. The New York branch shown 
here was opened at Long Island City in 1936. 

In addition to selling DeSotos and Plymouths, the Com- 
pany is an official DeSoto parts wholesaler and manufac- 
tures the Sky-View taxicab in its Detroit plant. 



















































ORDER NOW... FROM YOUR CAR MANUFACTURERS’ WAREHOUSE, FROM YOUR WHOLESALER 
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Used-Car Auction Prices 


(Continued from Page 40) 








"49° club coupe, $1,055. 
’46 club coupe, $605 


51 Cranbrook Pe 
“Cambridge club coupe, 
41 club coupe, $250 


STUDEBAKER—’50 Champion 4-dr., 
up, $600; Commander 4-dr., 
$895. 

WILLYS—'49 Jeepster, $855°, 


N. PLAINFIELD, N. J. 


Prices are for sale of Apr. 2.) 
(Sold 73 units out of 110 offerings.) 
BUICK—’51 RM sedan, $2,220*. 


wagon, $1,150; Custom 


'48 Super sedan, $760. 


(8) club coupe, $920. (60) Special sedan, $3,025*; 


KAISER—’51 Henry J 2-dr., 








CHEVROLET—’51 SL Deluxe sedan, $1,- | BUICK—’'51 Super Riviera 4-dr., 





690*; FL Special sedan, $1,400, $1,380. $2,145*. '50 RM Riviera coupe, 

‘50 FL Deluxe sedan, $1,200. ‘49 SL 4-dr., $1,620*; Super atk 

Special sedan, $1,070, $1,050, $1,040, 650* ‘49 RM _ conv., 

$960, $910. ‘46 SM sedan, $530 | sedanet, $1,320*. 
CHRYSLER ’51 Windsor Deluxe sedan, | CADILLAC—'51 (60) 

$2,125. '49 Windsor sedan, $1,220. ‘48 825*; (62) club cour 

Windsor sedan, $700 4-dr., $3,475* 50 
DeSOTO—'50 Suburban, $1,700 a-dr., $2,870°. °49 ( 
DODGE—'47 %-ton pickup, $560. 350°, $2,180. °47 (62) 
FORD — '51 Custom (8) sedan, $1,610*%;| (62) 4-dr., $1,190* 

Crestliner, $1,645; Custom (6) sedan, | CHEVROLET—’51 SL 

$1,320; Deluxe (8) sedan, $1,335, $1,300; 735*, $1,635*, $1,620; 

%-ton pickup, $1,100 "50 Custom (8) $1,510*; SL Special 

sedan, $1,260*, $1,050; Deluxe (8) sedan, "50 Bel-Air, $1,680* 

$1,110; Deluxe (6) sedan, $930. ‘49 Cus- 2-dr., $1,300; SL 

tom (8) sedan, $1,070*, $950, $890. 48 | $1,270; 4-dr., $1,240; 

(8) sedan, $750. '47 SD (8) sedan, $720, } $1,170. "49 FL Deluxe 4-dr., 

$630 | Deluxe club coupe, ‘ 
’ | HUDSON "48 Super (6) sedan, $770 $785. 46 conv., $730 
LINCOLN — '49 Cosmopolitan sedan, $1,- CHRYSLER '50 Royal 

225*, $1,025°. | 505°. '49 Windsor 4-dr., 
MERCURY—’51 sedan, $1,790*. '49 sedan, | DeSOTO ‘50 Custom 4- 

$1,125*, °'46 sedan, $590. 530*. '49 Custom 4-dr., 
NASH—’50 Statesman Super sedan, $1,000. luxe 4-dr., $730*. 

’47 (600) sedan, $530. DODGE—’49 Wayfarer 2 


OLDSMOBILE — '51 (88) sedan, $1,875*. | FORD—’52 Custom (8) 
"49 (98) sedan, $1,310*, $1,250°. ‘48 luxe (8) 2-dr., $1,915 


(66) sedan, $875; (98) sedan, $920*. ‘47 160*, $2,075*, $2,000*; 

(98) sedan, $775*. °46 (66) sedan, $570. 630, $1,620; Custom 
PACKARD—'49 sedan, $710. $1,555*; 4-dr., $1,500. 
PLYMOUTH — '51 Cambridge sedan, $1,- conv., $1,480; club coupe, 


375; Cranbrook sedan, $1,570, $1,490. ’50 280*, $1,265*; business 


Deluxe sedan, $1,225, $1,050. '48 Deluxe Deluxe (6) 2-dr., 





sedan, $530. '46 Deluxe sedan, $430. pickup, $950; (8) 
PONTIAC—’52 Chieftain (8) sedan, $2,- '49 station wagon, . 
335. °50 Chieftain (8) sedan, $1,550*. 2-dr., $1,130*, $1,010; 4- 
’47 SL (8) sedan, $740, $710. ‘46 Tor- station wagon, $900; SD (8) 4-dr., 
pedo (8) sedan, $530. '47 SL (8) 4-dr., 
coupe, $640. ‘46 SD 
LOS ANGELES $630; 4-dr., $655; (6) 
¥ F HUDSON—'49 4-dr., $940. 
(Los Angeles Auto Auction. Sale every | LINCOLN—’50 4-dr., 
Tuesday and Thursday at San Gabriel, mopolitan 4-dr., $1,290*. 
Calif. Prices are for sale of Apr. 1-3.) MERCURY—’51 club coupe, 
(Prices slightly lower on most units. 780*; conv., $1,950*; 


Sold 120 out of 272 offerings.) conv., $1,730* ; 4-dr., 





N Ventshades 


GOING BIG! 


VENTILATION IN RAIN OR SNOW 
LESS FOGGING OF GLASS 
ADDED BEAUTY FOR THE CAR 














O® DIRECT FROM AUTO VENTSHADE COMPANY 











For Hardtops 













































Here’s the latest and hottest number in the 
Ventshade line—the new full-length Vent- 
shades for Hardtops. Engineered for the 
individual car, they fit permanently over the 
top of the door, vent wing and rear window. 
Hardtop Ventshades act as rain and snow 
deflectors. Their rolled edges serve to chan- 
nel water off front and rear, thus preventing 
leakage around the tops of the doors and 
permitting open-window ventilation in the 
stormiest weather. This natural ventilation 





practically eliminates fogged windows and 
windshield. On bright days, they provide 
restful eye-shade against harsh overhead 
glare. All of these advantages, plus added 
beauty for the car, make Ventshades one of 
the most desirable year-round accessories 
you can offer. No Hardtop should be with- 
out them. Ventshades are now available for 
Chrysler, Ford and General Motors Hardtops. 










entshades 


The Trade Mark of rain shields manufactured 


exclusively by 


AUTO VENTSHADE COMPANY 


4881 Peachtree Industrial Boulevard 
CHAMBLEE, GEORGIA 


‘Atlanta’s Finest Industrial Suburb 
































































$1,415* "49 4-dr., $1,300°, $1,225 
conv., $1,240; club coupe, $950. °47 4-dr 


$770. °46 club coupe, $780 
NASH—'51 Statesman 4-dr., $1,325° 
Rambler con $1,275 "50 Statesman 
4-dr., $1,000 49 (600) 4-dr., $900*. 
OLDSMOBILE-—’51 (98) Holiday, $2,665*; 
(88) conv., $2,285*. '50 (98) 4-dr., $1,- 
550* (76) 4-dr $1,190*. °49 (98) 4-dr 
$1,525*, $1,425*; club sedan, $1,435° 


PACKARD—’46 Clipper (6) 4-dr., $500 

PLYMOUTH 51 suburban, $1,855; conv., 
$1,510. °50 suburban, $1,420; Deluxe club 
coupe $1,295; SD 4-dr $1,285. °49 
Deluxe suburban, $1,240; SD 4-dr., $1,- 
195, $865. '46 SD 4-dr., $640. 

PONTIAC—'52 (8) Catalina, $2,770*. ‘51 
Chieftain (8) 4-dr., $1.940*%; Chieftain 
(6) club coupe, $1,760; 2-dr., $1,675. °49 
(8) sedan coupe, $1,315*; business coupe, 
$1,100*; (6) 4-dr., $1,170. '47 (6) conv., 


$765. 

STUDEBAKER—’51 Commander (8) conv., 
$1,740*; 4-dr., $1,585*, $1,560*. '50 Land 
Cruiser 4-dr., $1,400*; Commander conv., 
$1,370*; Champion 4-dr., $995. '47 Cham- 
pion 2-dr. $705*: 4-dr., $700* "41 
Champion 2-dr., $135°*. 

WILLYS—’49 %-ton panel, $750. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sale every 
Friday. Prices are for sale of March 28.) 
(Sold 127 units out of 207 offerings.) 
BUICK—’51 RM sedan. $2.110; Super Rivi- 
era coupe. $2,150. '49 Super sedan, $1,- 

225*,. $1,110, $1,140. 

CADILLAC—’50 (62) conv., $3,125%. °'48 
(62) 2-dr., $1,500%; (60) Special 4-dr., 
$1,750°. 

CHEVROLET—’51 SL Deluxe sedan, $1,- 
500; club coupe, $1.625*: FL Deluxe 
sedan. $1.640, $1.699*: Bel-Air. $1,705*, 
$1.800*; conv., $1.710*. ‘5O SL Deluxe 
sedan, 3 at $1,275. $1,380: Suburban 
earryall, $1,250. °49 SL Deluxe sedan, 
2 at $1.050, $900. $1,000. $1,085: FL 
Deluxe Suburban, $980; sedan, $925. °48 
SM Deluxe club coupe. $820, $850: FL 
Deluxe sedan, $830: %-ton panel, $570. 
"47 FL 4-dr., $750. $650: FM club coupe, 
S790: SM 4-dr., $650. '46 SM 4-dr.. $690. 

CHRYSLER—'52 Saratoga sedan, $2,900. 
‘50 Windsor sedan, $1,600. 

DeSOTO—’'49 Custom club coupe, $1,000. 

DODGE—’51 Meadowbrook 4-dr., $1,430. 
’49 Wayfarer 2-dr., $920. 

FORD—’52 Custom (8) 2-dr., $2,060. ’51 
Custom (8) sedan. $1,530, $1,590, $1,550; 
conv.. $1,700; Deluxe (8) sedan, $1,515. 
"50 station wagon. $1.100; %-ton pickup, 
$720. ‘49 Custom (8) sedan, $800, $1,- 
050, $870. °'48 SD (8) sedan. $840, $675. 
"46 Deluxe (8) sedan, $525; SD (8) 
sedan, $645. 

HUDSON—’'49 2-dr., $620. 

KATSER—'49 4-dr., $650, $400. °'47 4-dr., 








$300. 

MERCURY—’52 Custom elub coupe, §$2,- 
500*; Monterev coupe. $2.775*. °51 se- 
dan, $1,625. $1.780. $1.650: club coupe, 
$1,890". ‘50 club couve 2 at $1,200; 
$1,150: sedan, $1.160. $1,260. °49 sedan, 
$950, $1.025*. ‘46 club coupe, $600. 

NASH — '51 Rambler conv., $1,415. °49 
(600) 4-dr., $ . 

OLDSMOBILE—'50 (88) sedan, $1.470, $1,- 
450. $1.675*. $1,650*. "49 (88) 4-dr., 
$1,330. $1,350. 

PLYMOUTH—’52 Cranbrook sedan, 2 at 
$1.900. 3 at $1,875. ‘51 Suburban, $1,- 
750. °49 SD 4-dr., $980. °'47 4-dr., $635. 

PONTIAC — '52 Super (8) Catalina, $2,- 
910*, $2.850*. °'51 Chieftain (8) sedan, 
$1.800, $1,750: SL (8) sedan, $1.850*; 
(8) conv., $2,050*, $2.000*. °50 SL (8) 
4-dr.. $1.350*°. °48 SL (8) 2-dr., $895. 
"46 SL (6) 4-dr., $450. 

STUDEBAKER—’51 Commander (8) sedan, 
2 at $1,400, $1,425*. '50 Champion conv., 
$1,000; Starlite coune. $990. '47 Cham- 
pion sedan, $625, $630. 

WILLYS — '52 Wing 2-dr.. $1,790°. ‘50 
station wagon, $1,019*. °'48 Jeep, $465. 
‘47 station wagon, $600°*. 


CLEVELAND 


(O. K. Auto Auction. Sale every Mon- 
day. Prices are for sale of March 31.) 

(Wholesale increasing steadily: retail 
still not up to the season of the year. 
Sold 41 units out of 60 offerings.) 
BUICK—’51 Super Riviera coupe, $2,100*; 

ney 2-dr., $1,835*. ‘49 Super 4-dr., 






CADILLAC "48 (62) 4-dr., $1,650°. 

| CHEVROLET—’51 SL Deluxe 2-dr., $1,- 
540°. °50 SL Deluxe 4-dr., $1,000; conv., 
$1,355. °49 SL Deluxe conv., $1,060: 
2-dr., $1,010; FL Special 2-dr., $850. °47 
FM ‘- dr., $700. °46 FL aerosedan, $685. 

CHRYSLER—’51 Windsor 4-dr., $1,985°*. 
"49 NY 4-dr. $1,275°. 

DeSOTO—'50 Custom 4-dr., $1,400*%, 49 
Custom 4-dr., $1,155*. 

FORD—’50 Custom (8) 2-dr., $1,100; De- 
luxe (6) 2-dr., $975. °49 Custom (8) 

2-dr., $875: Deluxe (6) 2-dr., $810. °46 















KAISER—’51 Henry J "Deluxe 
$980°. 

MERCURY— "51 Sport sedan, $1,800. °49 
~ ny sedan, $1,050*. ‘48 Sport sedan, 
$770 

NASH—’51 Rambler conv., $1,210*. 

OLDSMOBILE—'49 (76) club coupe, §$1,- 
020°; (98) 2-dr., $1,125*; 4-dr., $1,100°*. 
"48 (68) conv., $850*°. ‘47 (98) 4-dr., 
$485°. 

PLYMOUTH—’49 Deluxe 4-dr., $835. °48 
SD 4-dr., 

PONTIAC—’51 Chieftain (8) Deluxe 4-dr., 
$2,080*; 4-dr., $1,850*. ‘47 SL (8) De- 
luxe 2-dr., $675. '46 SL (6) Deluxe 
4-dr., $600. 

STU DEBAKER "50 Land Cruiser 4-dr., 

$1,120*; Champion RD 2-dr., $1,025°. 


(6) 2-dr., 











ADVERTISEMENT 





Just like money in the bank 


0 
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Uniformity Move Gains 
NHUC Survey Lists Many States Pondering 
Conformity to National Code 
WASHINGTON. Uniform ve-,; dealer licensing laws into general 


| New York bill are more drastic Metal Powder Show Set 


| stantial conformity with Act III. 


| 


hicle laws have gained considerable | conformity with Act I, while cer- | 


attention in the state legislatures 
that are meeting this year, a Na-| 
tional Highway 
survey reveals. 

Bills pending in Arizona and 
Rhode Island would bring the 
laws in these two states into sub- 
stantial conformity with Act I, 
the uniform certificate of title 
and anti-theft act. 

A New York bill would bring the 





Users Conference | 


tificate of title acts in Georgia and | 


| South Carolina died upon adjourn- | 


| ment of the legislatures. 

| Kentucky and New York bills 
|propose adoption, except for sev- | 
|eral departures, of Act II, the uni- 
| form driver’s license act. The Ken- 
|tucky bill makes no mention of 
chauffeurs’ 
‘Stances, licensing provisions in the | 





licenses, In a few in-| 


|than Act II. 


A pending bill in Arizona 7 


| poses a civil liability act in sub- | 


| The main exception is that the act 
would be administered by a divi- 
sion of the state highway depart- 
ment instead of an independent de- 
partment of motor vehicles. 

Act IV, the financial responsibil- 

ity act, has been adopted in South 
Carolina and will go into effect on 
Jan. 1, 1953. Pending bills in Mis- 
sissippi, New Jersey and Rhode Is- 
land are in substantial conformity 
with Act IV. Bills to tighten exist- 
ing financial responsibility laws 
have been introduced in Arizona, 





For April 29-30 in Chicago | 


CHICAGO.—The final program 
has been set for the eighth annual 
meeting and 1952 metal powder 
show scheduled for Apr. 29-30 at 
the Drake hotel. 

Titled “Powder Metallurgy in a 
Defense Economy,” the program, | 
sponsored by the Metal Powder 
Assn., is the only meeting and show | 
devoted exclusively to powder | j 
metallurgy and the arts and sci-| 
ences based on metal powders. 


Kentucky, Michigan, Missouri ana | 
New York. | 
Companion bills have been in- 


troduced in New York embracing 
the identical provisions of Act V 
of the Uniform Vehicle Code with 
the exception of the motor ve- 
hicle equipmment, inspection and 
size and weight provisions. 

A new Georgia law provides fo: 
juniform hand - and - arm signals 
‘while a similar Missouri bill has 
| been approved by the legislature. 

A new Colorado law empowers 
|\the state highway department to 
increase as well as decrease exist- 
ing speed limits. Bills providing 
portions of Act V are pending in 
Kentucky, Massachusetts, Michi- 

gan, New York and Virginia. A 
Georgia bill embodying substantial- 
ly all of Act V died upon adjourn- 


|ment of the legislature. 





New Passenger Car Registrations, 4) States for February, 1992- 1951 
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32 States Previously *52| 5931| 4274) 11604) 22635) 44444) 25654 770| 7422) 33846 15690! 4023! 43761| 10722! 11566) 85762} 43; 1245; 1718; 3006) 129) 162) 152| 3943) 6564) 2803) 10275) 1307 869| 193262 
Reported for February __ ‘SIL 7004) 5924 16455| 30129} 59512) 45280) 1450] 12650! 59380 2513 | 5166} 55080) 14793| 17446) 115998 | 3049) 3662) 6711| 125) 104; 315) 6785; 6357) 3910) 10500} 1326 415} 271438 
Alabama ‘52 52) 38; 17) 239) 446 | 440 14 107 561 172 38) 563 105; 120) 998 3 20 26 49 | | 2 41) 59) 26; = 128) 25) | 2335 
st 93 83 259 469 904 938 22 243 1203 364] ——«59| —«1054 226 307 2010 80 32| 112] 6 3 4 64 68 54 178) 19 ! 4626 
Louisiana 52s S| 69] 207/460) = B51) = 585, 30) Ss 116} 731] 257; 63) S879; 204) 244 1647 31,37, 8 1 2; 2] 37, «897s 234) 7| (3754 
SI} 142} 93} 295) 650} 1180) 1159} 24 257 1440 382} 103 1641] 244] 433] 2803 | 78) 87) 165| | } 9 61} 88 62| 294} 42) | 6144 
Maine *52| 25) 16} 52) 98) 191} 131) 7| 37) 175} 71 18) 255) 72) 93) 509) | 21 16) 37 1 2) | 14) 32) 8) 37 7| | $013 
‘5! 39 20 93) 158| 310) 296 | 12) % 404; 180 18) 387) Bi] 115} 781} | 21} 26 47 | 3 34) cS! 18} 69 14} 4| 1736 
Mississippi ‘52 | 52) 35; 107) = 231} 425) 423) 9) 77| 509; 18! 49) 520) 121 116} 987 | 10} 4) 14 40. | 4) 15) 61) 43 il 15 1} 2201 
‘5! 93) 60 155} 424} 732) 639} 15) 133} 787; 383 51) 761; 158 230 1583 | 43 36 79| 2 3 36) 56) 28; 112 19 3} 3440 
Oregon "52 88) 84 124; 292) 588) 380) 8} 134| 522; 263) 36) 666) nl 177| 1358) | 12) 30) 42) 8} 10) 2) 72| = (127) 71; 157 48) 9 3014 
7 51} 136] _131| 229) 461|_—«957|_—«779|_~—«30|_—«270|_—1079|__—«327| __—«S|_—*1208) 206} _—«+320|_—2 144 | 56] 79)_—135{ 2} 2} 8} tj_—st97{_—7}_— 298] 49] 20) S117 
Texas ‘52; = 590} 309) 1107; 2206; 4212 2523 62; 914) 3499) 1721) 350; 4779) ise 1144) 9262) 65 106; 160; 331) i| 2} 24 263; 576! "| 1195} = 106} 14) 19745 
‘51/593! 397] 1164) 2612| 4766] 4047 172) 1491} ave 2435 495| 5851 | bil 1835 11913) | 155} 176} 331} 1 2] 2I = 361| 277 977| 109} 11} 24835 
Vermont "52 | 12) It! 27| 45| 95) 3 | 17; H 29) 4 .| 25) 27| 171) | 3} 8) Hh} | "| | 9 9| 21 9) | 393 
51) 19) 18] 50| 94 181] 123 3 35 rt 66) 13 177 50| 63 369 | 7) 9} 16} 2) S| 18} 10} 23) 17| u 813 
Virginia ‘52 206 138 382 896; 1622; 1003) 25 271; =1299; = 498) 97 1626, 330; 425 2976 | 12) 88) 85; 185) 10) 8} 12) 176) 176} 117) 390) ati 30; 7047 
51) 197 177 528| 1125} 2027] 1989| 57 410; 2456} 787) 123) 2205) 408) 655 4178) | 149} 96| 245) 13) 10; 17 222| —«:125| 145) 396} 4\ 25| 9900 
40 States Reported 62) 7071; 4974) 13727) 27102) 52874) 31182 926| 9095; 41203) bee | 4678; 53135) 13063) 13912) 103670 133} 1542) 2094) 3769) 152) 187) 198) 4567; 7693) 3402) 12548) 1581 | 930! 232774 
To Date for February 'Si| 8316} 6903] 19228] 36122) 70569! 55250| 1785} 15585! 72620| 28437| 6113| 68364| 17463| 21404| 141781/ | 3638} 4203! 7841; 149! 131{ 382) 7700; 7322) 4591| 12847| 1636| 480) 328049 
Year *52| 16595| 11573] 30094) 67480) 125742) td ‘on 21394| 94259| 42380) 9151 | 119925| 28894) 36274; 236624) 193) 3868) 4902) 8963; 457) 593} 463! 9666) 16686) aol 27427| +3333; 2129) 534153 
To Date "51| 20889} 16794] 42699] 75434] 155816) 133812} 4595) 38545) 1769£2| 65833| 15554 182887) 39932/ 58766) 362972! | 8188! 9736) 179241 440! 555) 924] 17034! 18550! 11591! 32269! 4057) 1731 | 800815 
. e + 
New Commercial Car Registrations, 41 States for February, 1952-1951 
: 9 9 
v 
s * 
Truck registrations by states are oe 3 a 3 8 Truck registrations by states are 
released here weekly, as compiled M > % 0 2 £ - = 6} € released here weekly, as compiled 
by R. L. Polk representatives in 8 z ° = S ‘ 2 r co re) 2 ° ¥ 2 2 a ° oe ry = 3 by R. L. Polk representatives in 
state capitals. £ 8 & 3 5 yg 3 . ? PS = s g y 2 = ° ‘ = | 2s = 3 * state capitals. 
< zs | 8i¢eia ai@ixz | & |< o | = Sis Le Pe Pe re Sitar Si £1 € 
30 States Previously *52)| 98) 62| 9246 18} 167 | a 3633| 37| 6732) 21| 2609; 3583) 26) 288) 22| 130) 1065; 418 2) +672 137] 29109 |'52 30 States Previously 
Reported for February 7 51] 93) 90| 13023 18) 206 190} 4098) 54! 9202) 17| 3419) 4158) 36/572) 4 22; 203) Jib) 543 11} 1001 96; 38172) '5! Reported for February 
Alabama ‘52 1 1} 439) 2) 5 146 | 280 | 134) 82) | 12) | | 2) 46 15} | 19 1} = 1185/"52 Alabama 
(5 ee ‘51/ | | 629 | & 138 | 375! 177} 90 14) | 2) 50 20 27 2) —1530}'51 
lowa ‘52 | 375 | 6 1} 125) | 286) | 90; 186} 3} | 1 4) 40) 9 | 21} 7; =‘ 1154|"52 lowa 
et tae |_| 59 9 2) 133 1] 349/ | 105! __195! 5| | 45} it 19| 1440 |'51 
Louisiana ‘52 468 | 5) | 144 | 383) | 164; 142 4 1} 2) 58) 12) | 29) 1) dR Louisiana 
tee Je en. A ee 828 | 45 5| 17! 68} __—4/_—:323/__190! 6 2 2! 105! 10 53| | __ 2396} 
Maine ‘52 | | 121) | 2) | 26) ! 72) | 45 46 7 2 2 13) 3) | 25) 1 368 |'52 Maine 
__ ‘Sti | 2148 | 2% 2|__82/ 38/40 7 = a |__24| | _3851'5! 
Mississippi *52) 397 | 2 | % | 250) 151) 93 2 1 53) 6) | 16) 1) 1068 | "52 Mississippi 
Za 51] we 110 | 349} 187/ 118) 7 | 1} 33) 6 77| } ei ‘SI 
New Mexico “52 144) | | 29 | 68 | 93) 27) 5 4 T 18 2) | 12) 4) alt New Mexico 
__'5i} | 259) | ! 68! | 148) 2 100! 37} ! | 42) 3} 27| 2) 691 
Oklahoma "52 | 589 | | 7 150) | 421) 4 147 203 | 6) 1} 2 58) 4\ 26) 6 1662 |'52 Oklahoma 
‘BI | 698 3 2 3) 2tt} 1| 536| 6) 167} 197) 2 ! 6 52 18 37) | 1940 |'51 
Oregon 52 | 259) | 13 4) WI7) 1} 165) } 99 102) 6) it} 20 | 1 23) 8 1] 64, 19) 913 |'52 Oregon 
‘St! | 321} | | 93 1} 175} 103 91) 9 18 3 | l 25) 13 l 41\ 3} 898 | ‘51 
Pennsylvania ‘52 10) 34 931 Tl 9) 23| 438) 7| 536) 1} 251 376| | 65) | 4) 23; ~—-106| 52! | 63 i 2941 |'52 Pennsylvania 
‘51! 13) 53! 1098 I] 24} 5 588} 10} 1031) | 343! 525) 123 2 19 107} 73) 80/ ‘i 4106 | ‘5! 
Texas ‘52 iT | 2298) 4) 16| 8! 663) | 1244) | 748 647) 13) 37) | 4) 10; 202) 94) 1} 136} 6} 6142 |"52 Texas 
St] 5| | 2549! 3 13) 121-720) 4! 1702! | 957) 535} | 38) 5| 27) 246 79) | 143! 2! _7040''5! 
Vermont "52 | 2| 52) | | | 23) | | | 24) 25) | 1} | | 2) 3) | | 18) 3) 182 |"52 Vermont 
‘5t] 52) ! | 16 31| i} 7} tt 7] | 2| 7| } 15} | 1701'S! 
41 States Reported 52) 122; 100; 15319; 25) 220) 191| 5590; = 46| 10466) 26) +4555) 5512) 45) 441; 24) 36; 179) 1685) 660) 4| W101} 197) 46544|'52 41 States Reported 
To Date for February 4 ‘51 i 145) 20675 26! 271| 224) 6371) 73| 14661| 30; 5936) 6197) 47| 799) 7 32) 266) 1836| 787) 12) 1544) 116! 60168''5! To Date for February 
Year ‘52 264 217| 34774 54) 508) 445) 13569) 98) 23452; 102) 10524) 12162 92; 977) 43; 110) 418) 3799) 1608) 33| 2579) 377) 106205|'52 Year 
To Date ‘Stl 300! 412! 49989) 55/ 678! 632! 17101/ 185) 35560) 68} 14903/ 14318 121/ 1804 29' =118! 663{ 5033! 2064! 57| 3901; 235] 148226/'5! To Date 
The following advertised-delivered prices PLYMOUTH—Concord — 2-dr. sed., $1,- 
are based on = aa — the ele e 757.23; bus, . oe ae $2,- 
factories, as es y ice of ¢ C C 164.68; Savoy Suburi " ,287.99. Cam- 
Price Stabilization. These prices include T | p N bridge — 4-dr. sed., $1,825.61; cl. cpe., 
excise taxes and factory handling urren el in rices on ew ars $1,788.55. Cranbrook—4-dr. sed., $1,915.80; 
charges, and dealer delivery-and-handling cl. cpe., $1, _ 99; Belvedere, $2,216.39; 
— They do NOT include transpor- | Windsor Deluxe — 4-dr. sed., $2,726.54; a ae sed., $1,629; bus. cpe., $1,525.50; ]515.91; cl. cpe., $2,536.89; 2-dr. Traveler, | conv., $2,328 
tation charges, state and local taxes or | Newport, $3,084.24; conv., $3,206.60. Sara- wag., $2, Mainline -dr, sed., $2,620.84; 4-dr. Traveler, $2,673.31. (Hy- a 6—4-dr. sed., * $2, m 
optional equipment. toga—4-dr. sed., $3,217.40; cl. cpe., $3,- $1, 753, 50; ’'2-ar. sed., $1,704; bus. cpe., “.- -|dra-Matic optional at $168.79 on all/000.95; 2-dr. sed., $1, 943.06; stat. wag., 
ALLSTATE — Four — 2-dr. sed., $1,617, | 189-62; Town & Country wag., $3,922.37; | 601; stat. wag., $2, 079. Customline models. ) $2,597. 24. Chieftain 6 Deluxe—4-dr. sed., 
Six—2-dr. sed., $1,753. (Sold only by Sears | 8-P4@SS. sed., $4,167.15. New Yorker—4-dr. 4-dr. sed., $1, 769; 2-dr. sed., $1,720.50; - LINCOLN — Cosmopolitan — 4-dr. sed $2,104.11; 2-dr. sed., $2,046.26; conv., $2,- 
stores. ) , sot. 53,530.18; Newport, $3,965.99: conv. one. $1, 1,730.50. Cestonating e+. -dr. "tt: $3,489; cl. cpe., $3.592.50. Capri_d-ar, | 427-54; stat. wag., $2,680.99. Chieftain 
088.59. -dr. sed., $3,837.26; , 844.50; se cl. cpe., - ae ae eee ts gai . . -dr. * ,075.40; 2-dr. a 2 
AUSTIN—Somerset—2-dr. sed., $1,795; | Newport, $4,219.22. Crown Imperial — $05 50; stat. wag., $2,248.50. Crestline 8— | S¢4., $3,631.50; spt. cpe., $3,834.50; conv., oat. 8; pay eh; 28 o. caaetiate 
conv., $2,295. (Delivered at U.S. ports.) | 8-pass. ‘sed., $6,870.54; lim., $6,992.53. | Victoria, $2,104; "' conv., | $2,213.50; stat. | $3.991. | (Mydra-Matie standard on all -dr. sed., $2,178.58; 2-dr. My 
BUICK—Special — 4-dr. sed., $2,192.92; | (Fluid-Matic optional at $131.81 on Wind-|wag., $2,384. (Ford-O-Matic optional at | Models.) $2, 12 78; conv., $2,500.48; stat, wag., $2,- 
2-dr. sed., $2,133.91; cl. cpe., $2,099.50; | sor, standard on Windsor Deluxe and other | $184 on all models.) MEROURY—4-dr. sed., $2,231.50; 2-dr. | 753.52. Catalinas — Deluxe 6, $2,288.60; 
bus. cpe., $2,040.48. Special Deluxe—4-dr. | series. Fluid-Torque standard on Crown| WENRY J—Vagabond Four—2-dr. sed., | 8¢4-, $2,174; cl. cpe., $2,296; 6-pass. stat. | Super Deluxe 6, $2,354.27; Deluxe 8, $2,- 
sed., $2,239.14; 2-dr. sed., $2,181.13; Ri-| Imperial, optional at $166.51 on all other | s1 448.55. Vagabond Six—2-dr. sed., $1.. | W88., $2,754; 8-pass. stat. wag., $2,802.50. | 363.77; Super Deluxe 8, $2,429.32. (Hydra- 


viera, $2,278.95; conv., $2,615.22. Super— 
4-dr. sed., $2,545.16; Riviera, $2,460.16; 
conv,, $2,848.38; stat. wag., $3,272.47. 
Roadmaster—4-dr. sed., $3,177.88; Riviera, 
$3,282.83; conv., $3,428.29; stat. wag., 
$3,948.70. (Dynafiow standard on Road- 
master, optional at $192.50 on Special and 


Super. GM power steering optional at 
$198.90 on Roadmaster.) 
OCADILLAC—Series 62—4-dr. sed., §$3,- 


683.70; cl. cpe., $3,587.20; Coupe de Ville, 
$4,012. ‘97; conv., $4,162. 68. Series 60 Spe- 
— ol 9. 
342.94. (Hydra-Matic standard on 62 and 
60 Special, optional at $199.66 on 75. GM 
power steering optional at $198.43 on all 
Hydra-Matic models.) 

'VROLET — Styleline Special — 4-dr. 
sed., $1,674.03; 2-dr. sed., $1,617.11; cl. 
epe., $1,623.77; bus. cpe., $1,532.92. Style- 
line’ Deluxe — 4-dr. sed., $1,764.94; 2-dr. 
sed., $1,710.96; cl. cpe., Bit 729.94; Bel-Air, 

010. 16; conv., $2,132.30; stat. wag., $2,- 
301.67. Fleetline 2-dr. sed., $1,- 
710.96. a optional at $178.35 on 
Deluxe models 


lle ate sed., $2,- 
epe., $2,476.79; Town & Country 
8-pass. sed., $3,337.66. 


OHRY: 
499.91; cl. 
wag., $3,197.84; 


series except Windsors. Power steering 
standard on Crown Imperial, optional at 
$198.90 on other series.) 

CROSLEY—stat. wag., $1,001.64; bus. 
coupe, $943.38; Hotshot, $952.07. Super— 
2-dr. sed., $1,032.82; stat. wag., $1,076.77; 
conv., $1,035.38; Sports roadster, $1,028.72. 

DeSOTO—Deluxe—4-dr. sed., $2,336.24; 


cl, cpe., $2,323.22; Carry-All sed., $2,- 
573.90; 8-pass. sed., $3,140.31. Custom— 
4-dr. sed., $2,555.15; cl. cpe., $2,534.10; 
Sportsman, $2,890.50; conv., $2,995.71; 
8-pass. sed., $3,359.38; stat. wag., $3,- 
187.80; Suburban, $3,728.30. Fire Dome 
Eight—4-dr. sed., $2,741.25; cl, cpe., $2,- 


719.75; Sportsman, $3,077; conv., $3, 181. 50; 
stat. wag., $3,374.25. (Tip-Toe Shift stand- 
ard on Custom, optional at $131.97 on 
Deluxe and Fire Dome Eight. Tip-Toe 
Shift with Fluid-Torque optional at $298.48 
on Fire Dome Eight. Power s op- 
tional at $198.90 on Fire Dome Eight.) 

DODGE — Wayfarer — 2-dr. sed., $2,- 
037.50; bus. cpe., oe. oe. 36. Meadowbrook 
—4-dr. sed., $2, 166.32. Co -dr. sed., 
$2,258.24; cl, cpe., och 42; Diplomat, 
$2,602.72; conv., $2,696.88; Sierra, $2,- 
905.74. ( Gyro-Matic optional at $102. 61 on 
all models.) 

FORD—Mainline 6—4-dr. sed., $1,677.50; 








593.68. Corsair Four—2-dr. sed., $1,617. 
Corsair Six—2-dr. sed., $1,753. 

HUDSON—Pacemaker — 4-dr. sed., $2,- 
296.54; 2-dr. sed., $2,250.13; cl. cpe., = 
296.54; bus. cpe., $2,102.77. Wasp—4-dr 
sed., $2, 448.33; 2-dr. sed., $2,396.15; cl. 
cpe., $2,448.33; Hollywood, $2,789.68; 
conv., $3,025.78. Commodore Six — 4-dr. 
“. $2,654.60; cl. cpe., $2,627.91; Holly- 

$3, _ 59; conv., $3,223.65. Hornet 
ben eS » $2, 749, 18; cl. cpe., $2,722.51; 
ron le ” $3,071.19; conv., $3,318.24. 
Commodore Eight—4-ar. sed., $2,749.18; 
cl. cpe., $2,722.51; Hollywood, $3,071.19; 
conv., $3,318.24. (Hydra-Matic optional at 
$175.71 on all models.) 

JAGUAR—XK-120—Super Sports, $4,039; 
hardtop, $4,065. Mark VII—4-dr., $4,170. 
(Delivered at U. S. ports.) 

KAIS: Vv 8 \—4-dr. sed., 
$2,212.26; 2-dr. sed., $2,159.79; bus. cpe., 
$1,991.89; 2-dr. Traveler, $2,264.72; a dr. 
Traveler, $2,317.21. Vi Deluxe — 
4-dr. sed., $2,327.70; 2-dr, sed., $2,275.23; 
cl. cpe., $2,296.22; 2-dr. Traveler, $2,- 
380.17; 4-ar. Traveler, $2,432.63. Deluxe— 
4-dr, sed., $2,452.93; 2-dr. sed., $2,399.53; 
bus. cpe., $2,212.82; 2-dr. Traveler, $2,- 
505.40; 4-dr. Traveler. $2,557.89. Manhat- 
tan—4-dr. sed., $2,568.38; 2-dr, sed., $2,- 





Monterey—4-dr. sed., $2,312; hardtop, $2,- 
430; conv., $2,585.50. (Mere-O-Matic op- 
tional at $189.81 on all models.) 
NASH—Rambler Super—Suburban, $1,- 
990.35. Rambler Custom — Country Club 
sed., $2,080; conv., stat. wag., $2,104.30. 
Statesman Super—4-dr. sed., $2,159.85; 
2-dr. sed., $2,125.40. Statesman Custom— 
4-dr. sed., ar 311.90; 2-dr. sed., $2,289.90. 
Ambassador Super—4-dr. sed., $2,534.40; 
2-dr. sed., $2,498.30. Ambassador Custom 
—4-dr. sed. $2,692.20; 2-dr. rae $2,- 
670.95. (Hydra-Matic optional at $178. 85 
on Statesman and Ambassador. < 

OLDSMOBILE—Deluxe 88 — r. sed., 
$2,311.25; 2-dr. sed., 32. 246.23. i a. 88 
—4-dr. sed., $2,444.94; 2-dr. sed., §$2,- 
378.94; cl. cpe., $2,328.96; Holiday, §$2,- 
655.16; conv., $2,833.12. Classic 98—4-dr. 
sed., $2,766.81; Holiday, $3,001.11; conv., 
$3,206.77. (Hydra-Matic optional at $178.35 
on all models. GM power steering optional 
at $198.90 on Super 88 and 98.) 

PACKARD — 200 — 4-dr. sed., $2,528; 
2-dr. sed., $2,475. 200 Deluxe—4 sed., 
$2,675; 2-ar. sed., $2,622. 250—Mayfair. 
go. 008; conv., $3,450. 300—4-dr. sed., $3,- 

Patrician 400 — 4-dr. sed., $3,767. 

‘<Oliramathe standard on 400. optional at 
$189 on other models. Easamatic optional 
at $39.45 on all models.) 





Matic ‘optional at $178.35 on all models.) 


ROOTES—Hiliman Minx—2-dr. sed., $1,- 
533; conv., $1,840; stat. wag., $1,938. 
Hillman Minx Deluxe—2-dr. sed., $1,645; 
conv., $1,890. Humber—Hawk sed., $2,- 
295; Super Snipe sed., $3,369; Pullman & 
Imp. lim., $5,110. Sunbeam-Talbot—sed., 
$2,685; conv., $2,911. Rover 75—sed., $2,- 
697. (Delivered at U. S. ports.) 

STUDEBAKER—Champion Custom—4-dr. 
sed., $1,757.42; 2-dr. sed., $1,723.85; cl. 
cpe., $1,751.75. Champion Deluxe—4-dr. 
sed., $1,849.30; 2-dr. sed., $1,815.76; 
cpe., $1,843.64. — 4-dr. 
sed., $1, '933.48; 2-dr, sed., $1,899.94; cl. 
cpe., o. 927.82; Starliner, 43, 220.35; conv., 
$2, 257.5) Commander \—4-dr. sed., 
$101.01: 2-dr. sed., $2,072.04, epe., 
$2,101.10. Commander State—4-dr. sed., 
$2,193.05; 2-dr. sed., $2,158.08; el, cpe., 
$2,187.14; Starliner, $2,497.52; conv., §2,- 
531.01. State Land Cruiser — 4-dr. sed., 
$2,349.33. (Automatic optional at $231. 24 
on Champions and $243.08 on Commanders 
and Land Cruiser.) 

WILLYS-OVERLAND—Aero—Lark 2-dr. 
sed., $1,731.30; Wing 2-dr. sed., $1,988.96; 
Ace 2-dr. sed., $2,073.97. Four—stat. wag., 
$1,848.50 (four-wheel-drive, $2,260.17). Six 
—stat. wag., $1,934.55 (deluxe, $1,963.24). 
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G:owing—but Only Gradually .. . 


Future of Auto Plastics Studied 


i 'TRODUCTION of an all-plastic 
,utomobile body by the Glasspar 
( of Costa Mesa, Calif., early this 
year has kindled interest in the 
future possibilities of plastics in the 
automobile industry. 

By producing a car body 
claimed to be light, durable and 
“iow cost,” the Glasspar company 
has particularly spotlighted the 
question: “What are the pros- 
pects of plastic car bodies com- 
ing into widespread use?” 

The prospects are limitless, the 
plastics industry thinks, The auto 
industry is inclined to look at its 
tremendous investment in tools and 
equipment and then say something 
like “anything can happen.” 

* * * 


f hyper investment the industry has 
made in its present-day produc- 
tion facilities as well as the mil- 
lions of dollars dealers have tied 
up in service and repair equipment 
clearly indicates that plastic bodies 
are not going to be the big feature 





of next year’s models. 

Even the plastics industry, 
which figures to be optimistic, is 
not that optimistic. The all-plas- 
tic body introduced by Glasspar 
is of Vibrin plastic-glass fiber 
construction. 

Vibrin plastic is produced by the 
Naugatuck Chemical division of the 
U. S. Rubber Co., while the glass 
mat and cloth used in making the 
Glasspar body were produced by 
the Owens-Corning Fiberglas Corp. 

Regarding the Glasspar body, 
John P. Coe, general manager of 
Naugatuck Chemical, said: “We 
sincerely believe that while the 


Cracked not Dented— 


To illustrate that the all-plastic sports- 
car body produced by the Glasspar Co., 
Costa Mesa, Calif., will not dent, the com- | 
pany drove the car into a tree. The body | 
sustained a crack about 14 inches long. | 
Wood chips ground into the body are evi- | 
dent in this picture. | 

| 





* * * 
Vibrin-glass auto body is not yet| 
ready for production on a mass} 
scale for the motoring public, this 
sports body represents definite 
progress toward that goal. 

* * * 


“PL AstK, entirely aside from its 
toughness, permanence and 
wearing qualities, has one big ad- 
vantage which is attractive to the 
automotive manufacturer: It can 
be formed and shaped without the 
use of cxtremely expensive molds 
and heavy plant equipment. 

“The molds, presses and other 
equipment used by reinforced plas- 
tic molders represent an extremely 
small fraction of the investment 
cost for metal-fabricating dies and 
machinery. 

“When you team up low-cost 
production methods and equip- 
ment with desirable strength and 
wearing qualities, the plastic is 
a material which cannot be ig- 
nored.” 

Auto bodies probably constitute 
the biggest possibility for volume 
use of plastics in the automotive 
field. The immediate possibility for 
plastics, however, most likely lies 
in something like plastic tops for 
special models, such as convertibles 
or hardtops. 





+ * 


AN article on the subject, the 
magazine Modern Plastics com- | 
mented: “One (auto) body manu- | 
facturer envisages a day not too| 
far in the future when there will 
be no more two-door and four-door 
Sedans, as such, manufactured. 
“He feels that they will be re- 
Piaced by the so-called ‘hardtop’ 





convertibles and that the tops will 
be formed of reinforced plastics 
with a fibrous glass base.” 

“With proper design,” the ar- 
ticle continued, “there will be 
no necessity for interior trim; 
molded-in ribs will give ample 
strength. In addition, color will 
of course be an integral part of 
the tops; painting and later re- 
finishing will be completely elimi- 
nated.” 

Modern Plastics quoted “another 
automotive engineer” as saying: “It 
is not entirely day-dreaming to 
foresee such parts as fenders, deck 
lids, hoods and even roof panels 
made of plastic laminates on the 
ear of the future.” 

* + * 
i ip magazine cautions, however, 
that the “automotive body pic- 
ture for the future is not all rosy. 
The plastics industry still has to 
provide the answers to a number 
of questions. 

“In all cases it is assumed that 

the cost factors will balance out; 


, the highly competitive position of 
automobile manufacturers makes 
this a basic, primary must. 


“Then, too, even the best of re-/| } 


|inforced plastics of today can still 
| be improved, Uniformity of com- 
| position, uniformity of forming in 
the press, uniformity of color and 
uniformity of final finish can still 
| be improved.” 
| In contemplating the future of 
| plastics in the automotive industry, 
Modern Plastics commented that 
the problem of “selling” plastics 
means the overthrowing of “many 
preconceived ideas about materials 
before the advantages of plastics 
can be driven home.” 

* * * 


N ADDITION to bodies, other 

automotive applications for plas- 
tics seen by the magazine are in 
convertible tops, headlights, bump- 
ers, die castings, windshields, 
springs and gears. 

Many of these “future applica- 
tions” must await the development 








Ag 
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Fixed in an Hour— 


It took only an hour to repair the crack 
in the Glasspar Co.'s all-plastic car body, 
the company said. Glass fiber was !aid 
along the crack and coated with Vibrin 
polyester plastic. The body of the car, 
fitted on a 100-inch wheelbase chassis, 
is said to weigh only 185 pounds. Its 
average thickness is .2 of an inch. 

S & 
of better plastics than are presently 
available, the magazine admitted, 

Provided these improvements 
are developed, they will bring 





Working 
Wonders 


... With some 


help 


The tremendous strength of those big yellow machines 


component part. 


built by Caterpillar demands superior strength in each 


Since 1923, BCA Bearings have been original equipment 


on Caterpillar Diesel Tractors 


Earth-moving Equipment. 
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. . . Motor Graders... 


For three decades, BCA engineer- 
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about the use of plastics for such 
items as headlights, windshields 
and the rest. 

Among the improvements needed, 
| according to Modern Plastics, are: 
|“Acrylics with reduced porosity 
|and with ‘case-hardened’ surfaces; 
|thermosets with greater holding 
power for metal inserts; higher 
temperature resistance in both 
|thermoplastics and _ thermosets; 
| vinyls with drier surface character- 
|istics and better cold resistance; 
| better outdoor aging properties in 
cellulosics, and thermosets with 
more permanent dimensional sta- 
bility in the presence of hydraulic 
brake fluids.” 

When it’s realized that present- 
day use of plastics in automobiles 
is limited for the most part to 
electrical equipment, upholstery, 
trim and sound insulation, it’s ap- 
parent the field is wide open, pro- 
vided the plastics industry can 
show the auto makers good reasons 
to change. 

Buys 2nd Nash Deal 

W. O. Davis, Nash dealer in 
Huntington, W. Va., has purchased 
the Charleston (W. Va.) Nash deal- 
ership of Wickline Motors, Inc., 
according to M. M. Wickline, presi- 





dent of the latter firm. 


ing has contributed to Caterpillar’s enviable reputation for 
outstanding performance on the toughest jobs. 


BCA engineering and production 


facilities are aimed to 


make automotive power safe and trouble-free. What- 


ever your bearing 


requirements — transmission, 


clutch, 


differential, wheel, generator—buy the best...BCA Bearings. 


They are performance proved. 


BEARINGS COMPANY OF AMERICA 
LANCASTER - PENNSYLVANIA 





MAKERS OF A COMPLETE LINE OF BALL BEARINGS FOR ALL MAKES OF CARS, TRUCKS, BUSES, AND TRACTORS, 

















44 


Auto Market Page . ae 


AUTOMOTIVE NEWS, APRIL 14, 1952 








Houston Sales Slip 


By R. Fenoglio 
Staff Correspondent 

A further slump in Harris county 
(Houston) new-car sales occurred 
in March when the total amounted 
to 1,659 units, against 1,792 in Feb- 
ruary. Sales in March of last year 
numbered 2,649 units. 

New-truck and commercial-vehi- 
cle sales were also weaker. The 
“March total of 415 units was 30 
under the 445 sold in February 
and 153 under the 568 sold in 
March, 1951. 

One of the few makes to show 

a gain in March was Allstate, 

which wound up with 26 registra- 

tions, compared with four for 

Henry J. 

New-car sales by makes in Hous- 
ton during March were: Allstate, 
26; Buick, 126; Cadillac, 15; Chev- 
rolet, 324; Chrysler, 43; DeSoto, 43; 
Dodge, 102: Ford, 391; Hudson, 22; 
Jaguar, 2; Kaiser, 15; Henry J, 4; 
Lincoln, 26; Mercury, 88; Nash, 28; 
Oldsmobile, 65; Packard, 21; Plym- 
outh, 160; Pontiac, 92; Studebaker, 
53, and Willys, 13. 

New-truck and commercial-vehi- 
cle sales were: Autocar, 1; Chev- 
rolet, 127; Diamond T, 5; Dodge, 
57; Ford, 128; GMC, 45; Interna- 
tional, 20; Mack, 1; Studebaker, 12; 
White, 7; Willys, 12, and Pontiac, 
1. New-truck sales during the 
month numbered 166 units, while 
commercial - vehicle sales totaled 
249. 


* * * 


New York 


Automobile business, particularly 
in New York’s Broadway area, is 
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TURNS CARS 
INSIDE OR OUTSIDE 
Can Be Financed if Desired 


BRUNNER’S, Inc. 


358 East Center St. 
Manchester, Conn. 
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NATIONALLY ADVERTISED 
AUTOTRAY CO. 


36 N. PENNSYLVANIA, INDIANAPOLIS, IND. 





still quite poor, dealers report. The | 


advance of spring has not brought 
out the crowds of people expected, 
and it is still a period in which 
prospects must be sought and then 
convinced. 

There is almost never any talk 
of a car shortage and one dealer 
expressed the opinion that people 
are very likely waiting to see 
what the government will do 
about lengthening credit terms 
before binding themselves to a 
short contract at high terms. 

Rumors of Regulation W being 
relaxed might have had the effect 
of slowing demand some, several 
dealers mentioned, but business in 
general is just poor. 

There have been several fine 
spring days, but showrooms were 
empty of even shoppers, except for 

a spurt noticed in the Westchester 
area.—(Ed Brown.) 
+ ok * 
San Antonio 

New motor vehicle sales in Bexar 
county (San Antonio), Tex., con- 

tinued to decline in March, drop- 
ping from 1,006 vehicles in Febru- 
ary to 871 in March—a decline of 
135 vehicles of all classes. 

Of the 871 vehicles sold in 

March, 728 were cars, as com- 

pared with 783 sold in February; 
81 were commercial vehicles, as 
compared with 92, and 62 were 

trucks, as compared with 133. 

Seventy-one fewer trucks and 55 

fewer cars were sold in March 

than in February of this year. 

For the first time in several 
months, Ford led in San Antonio 
new-car sales, with 137 vehicles 
sold as compared with 124 Chevro- 
lets and 68 Buicks. 

Chevrolets, however, continued to 
hold the lead in commercial-vehicle 
sales with 37 sales in March, com- 
pared with 14 for Ford and nine 
for International. 

Ormsby Chevrolet Co. led in 
commercial-vehicle sales with 15, 
followed by Milam Chevrolet Co. 
with 14 and International Har- 
vester Co. with nine. 

In the new-truck field, Ford led 
with 15 sales, followed by Chevro- 
let with 12 and International with 
11.—(J. H. Reed.) 


* * * 


Ottawa 

The “pre-budget slump” is hitting 
hard at new-car sales in Canada, 
dealers report, despite hints by fed- 

eral authorities that no extensive 
tax cuts can be expected this year 
in view of rising defense and other 
governmental costs. 

However, dealers say that the 
outlook is good, judging from the 
increase in inquiries from pros- 
pective buyers who are merely 
deferring purchases until the tax 
picture becomes clearer. 

“Even if taxes are not cut 
greatly,” said one dealer, “it looks 
like our sales will be surprisingly 

good this spring but we are step- 
ping on it to move out stock” 

Practically all dealers are willing 
to accept lower profit margins this 
year, they hint, and they are spend- 
ing more on advertising as well as 

L. 


sales commissions.—(M. 
Schwartz.) 
= 5 = 
Clevelan 


Motor vehicle sales are continu- 
ing to show a deficit in the Greater 
Cleveland area for this year as 
compared with 1951. 

For the first three months of 
this year, new-car sales totaled 
13,200, trailing by 38 percent the 
same period a year ago. The same 
drop also continued through the 
one days of April, dealers 
sa 


Used-car sales were off 19 per- 
cent, amounting to 27,810 for this 
year and 34,495 a year ago. 

In truck turnover, the first three 
months showed sales of new units 
at 1,427, for a drop of 29 percent, 
while used-truck sales of 2,000 were 
only down 9 percent. 

Commenting on the situation, the 
Federal Reserve Bank of Cleveland 
noted: “The significance of the de- 
cline in new-car trade is somewhat 
beclouded by the fact that while 
factory production has been cur- 
tailed almost exactly in proportion 
to the sales decline, the factory re- 
duction has been dictated by gov- 
ernment conservation orders rather 





than as a result of a waning mar- 
ket. On the other hand, reports of 
serious automobile shortages or of 
widespread inability of individuals 
to obtain cars are lacking.” 

The bank then said drop in sales 
would have taken place even with- 
out government production restric- 
tions. 


Sales of new cars in March, re- 
ported by Clerk of Courts Leon- 
ard Fuerst, were: Buick, 319; 
Cadillac, 190; Chevrolet, 844; 
Chrysler, 173; Crosley, 6; DeSoto, 
114; Dodge, 367; Ford, 810; Henry 
J, 20; Hudson, 136; Jaguar, 1; 
Kaiser, 56; Lancia, 1; Lincoln, 40; 
Mercury, 239; MG, 4; Morris, 1; 
Muntz, 1; Nash, 131; Oldsmobile, 
247; Packard, 109; Plymouth, 471; 
Pontiac, 230; Siata, 1; Studebaker, 
223, and Willys, 40. 


Sales of new trucks in March 
were: Chevrolet, 143; Divco, 36; 
Dodge, 83; Ford, 158; GMC, 65; In- 
ternational, 49; Mack, 2; Pontiac, 
1; Reo, 3; Studebaker, 18; White, 








Boaze's 27th Year as a Dodge Dealer— 

Jerry O. Boaze, president and founder of Boaze Motor (Dodge), Lexington, N. Nc, 
accepting the Dodge silver anniversary plaque from James R. Davis (center) regional j 
manager and District Manager R. A. McMillan (left). Boaze is beginning his 27th year 
as a Dodge dealer. 





40, and Willys, 19.—(Sanford Mar- 
key.) 


up after a’good January and a 
heavy drop in February, according 
to W. L. Green, sales manager for 
Creely Motors (Dodge-Plymouth), 


* * * 


Independence, Kans. 


March sales of new cars picked (Continued on Page 45, Col. 1) 











AOJUSTABLE 
fo all wheelbase lengths 


WEAVER TWIN POST LIFT 


is the only lift that handles all cars and offers 
complete unobstructed under-chassis accessibility 


Yes, the WEAVER TWIN POST 
LIFT is the ONLY automotive type 


lift that offers 


from 40” minimum to any desired 
maximum .. . Provides unobstructed 
under-chassis accessibility. No rails 
in the way. It offers more in a lift 
than any other developed . . . more de- 


pendability . . . more exclusive features 
. . + more increased production fo 
your shop. It pays to install Weave 
Twin Post Lifts. 

Ask your jobber, or write us, for com 
plete facts and time study proof o 
Weaver Twin Post superiority. Ask fo 
Bulletin AN-457. } 


wheelbase adjustment 


WEAVER MANUFACTURING COMPANY e SPRINGFIELD, ILL., U.S. A 
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Auto Markets 








(Continued from Page 44) 


Independence, Kans. Most sales re- 


sistance seemed to be wrapped up | 


in Regulation W restrictions, he 
g d. 

New-car buyers are taking ac- 
essories such as radios and heat- 
rs but not much else, Green said. 
\ year ago or more, all accesso- 


ies sold like hot cakes. 


| 
Green said Regulation W was 


hurting because the man who can 
make the down payment 


| months, Green said. 
+ * 


| to $250 below ceiling, he declared. 


There has been some demand for 
|old cars which could be sold for $25 
la month, Green said, for use by 
workers in defense plants. Older 
ears are financed for only 12 
—(L. H. Houck.) 

* 


Pittsburgh 
Pittsburgh’s used-car market has 
been spotty, dealers report, with 


and|one day’s good sales likely to be 


monthly payments on a ’51 or ’50 | followed by a complete lull the next 
used car can buy a new one and | day. 


this reduces buying in that cate- 
gory of the use-car business. Most 
used cars are being sold from $150 


‘The Jaret Story’ 

BROOKLYN, N. Y.—A 16-page 
booklet entitled “The Jaret Story,” 
is being distributed by David Jaret 
Co., Inc., business brokers at 150 
Montague St. Believed to be the 
first of its kind in the field, the 
booklet outlines Jaret policies, 
methods of conducting business and 
the way it services both buyers and 
sellers. 








One dealer when used-car busi- 
ness was bad, finding he had a 
choice of selling new cars to 
people without tradeins, began 
accepting only clean  tradeins, 
and traded in used cars only 
when he could make money on 


them. 

“If I had taken in all the used 
cars offered, my stock would be 
harder to sell when used cars aren't 
moving,” he said. 

Some dealers still feel that when 
the weather breaks, the market 
will be “tremendous.” — (Leon M. 
Leffingwell.) 


i 





Prize Horses Visit Dealership for Three Days— 


Hastings Chevrolet Co., Santa Monica, Calif., 
team of 10 Clydesdale horses and three Sicilian donkeys for three days 


Brewing Co., 


recently exhibited the Anheuser-Busch 


and nights. Bob Erskine, a partner in the firm, estimates that 8,000 persons were 


attracted to the showroom by the idea. 





Conn. Gas Collection Up 
HARTFORD, Conn.—Connecticut 
collected $20,662,678.88 from its four- 
cent tax on retail gasoline sales 
last year, recording a $1,366,868.29 





increase over the $19,295,810.59 re- 
ceipt for 1950. 
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MODEL EC-130 WEAVER HYDRAULIC UNIT LIFT 


For shops utilizing Lifts—the Weaver Unit Lift will quickly and 
easily handle car and truck transmissions that remove from be- 
low. Model EC-130 is hydrauvlic—for easy, safe, one-man opera- 
tion of lowering or raising the transmission. For details, request 


Bulletin AN-624. 
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WEAVER MOTOR SUPPORT 


The Weaver Motor Support is inexpensive and provides a con- 
venient method of supporting motor, and thereby increases pro- 
duction on removal and replacement of transmissions and rear 
motor mountings. Furnished complete with hydraulic jack for 
raising and lowering contact channels. 
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‘Heat-Resistant 
Adhesives Used 
For Car Rivets 


ATLANTIC CITY. — Heat-resist- 
ant adhesives, widely used in brakes 
and automatic transmissions, are 
doing the job of rivets and weath- 
ering some of the roughest tests 
automobile parts can undergo. 

This was reported to the Ameri- 
can Society of Mechanical Engi- 
neers by A. J. Kearfott and C. W. 
Roush, of General Motors research 
laboratories. They explained that 
such adhesives also are being used 
successfully to join or stick to- 
gether both metal and non-metal 
parts that require good strength 
and performance at high tempera- 
tures. 

“The adhesives have given very 
good service in their present appli- 
cations, as is indicated by the per- 
formance of millions of brake shoes 
and transmission parts in the auto- 
motive industry,” the speakers de- 
clared. 

Because continued improvement 
is essential to any product, they 
said, further development is under 
way with so-called phenolic-elas- 
tomer adhesives. Indications are 
that improvements in these bond- 
ing agents can be accomplished 
with adhesive materials in use to- 
day. 

In laboratory tests on a brake 
dynamometer with 500 pounds per 
square inch air line pressure for 
the braking action, Kearfott and 
Roush said the adhesive bond be- 
tween the brake lining and brake 
shoe withstood temperatures, caused 
by friction, as high as 1,021 degrees 
Fahrenheit without failure of the 
bond. 

Even when the brake lining was 
worn through to the bonding sur- 
face, the bonding surface showed 
no signs of failure, the speakers 
said. 

Two of the main adhesives used 
in the automotive industry are 
thermosetting, which remains rela- 
tively unchanged after they are 
cured, and thermoplastic, which is 
rigid at low temperatures and soft 
and pliable at high temperatures. 
Two forms of them are either a 
tape or cement. 





For Science Grads 
U. S. Rubber Offers 


55 Fellowships 

NEW YORK.—A new five-year 
program to provide graduate fel- 
lowships in science for 55 students 
at an approximate cost of $174,000, 
has been announced by U. S, Rub- 
ber Co, 

The stipend for each fellow will 
be $2,600 a year if single, and $3,300 
if married, including in each in- 
stance $1,200 to the university for 
tuition and fees. It is offered to 
students in 11 leading universities. 

The company established its first 
fellowships at 10 universities in 
1947. The stipend for each fellow 
during the last five years has been 
$2,200 if single and $2,800 if mar- 
ried. 

In addition to the five-year pro- 
gram at the 11 universities, the 
company said it has renewed for 
one year a $1,500 fellowship in 
physics at the University of Vir- 
ginia and one in polymer physics 





at the University of Notre Dame. 
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| Employers Told 
'To Use Careful 
| Hiring Policies 


NEW YORK.—Despite manpower 


{'| shortages in some fields, employ- 


ers should exercise a good deal of 
caution before hiring personnel at 
the executive, administrative, tech- 
nical and professional levels, ac- 
cording to Gordon B. Taylor, presi- 
dent of the Mutual Positions Plan 
Assn. 

“Think before hiring to avoid as- 
pirin tomorrow,” is the advice of 
Taylor, who says his firm is a con- 
sulting organization and not an 
employment agency. 

Taylor says too many employers 
get panicky when key positions are 
to be filled. 


He says that an employer should 
know what the position calls for 
in the way of skills, personality, 
etc. 


The employer also, says Taylor, 
should consider all aspects of the 
applicant’s background and have 
references checked by skilled in- 
vestigators. Finally, he says, the 
employer should be frank with the 
applicant about future possibilities 
in the job. 


Dont Walk... 
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THE 


EXECUTONE 


INTERCOM 
Saves steps, increases 
output, cuts costs! 


Compute the cost of time wasted by 
executives and employees running 
back and forth. That’s how much 
the New Executone Intercom can 
save you! Your voice—with light- 
ning speed—gets information, gives 
instructions. Your employees ac- 
complish more, too, with inter-de- 
partmental communication. “Inside 
calls” no longer tie up telephone 
lines. Office and plant operate at a 
new peak of efficiency! 


Years ahead of its time 
in operation and design! 


“cHImE-MaTic” Signalling announces 
calls with a soft chime and signal 
light, saves time on every call. New 
switching circuits for every need 
make new savings possible. Voices 
are clearer, distinct, instantly rec- 
ognizable. Inexpensive 2- station 
system easily expanded. Get the 
whole story—no obligation. 


Lecilone 


COMMUNICATION & SOUND SYSTEMS 


a 
EXECUTONE, INC., Dept. D-9_— | 
415 Lexington Ave., | 
New York 17, N. Y. | 
Without obligation, please let | 
me have: | 

| 

| 

| 


The name of your local 
Distributor 


Complete descriptive literature 


O 
O 
NAME .... 
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|cause of the easing of restraints 
| on commercial building.” 

| s In addition to higher outlays 

aans for soft goods and services, the 

: Business 4 ] trend increase in civilian durables may 

be proportionately larger from 

current levels, which is attributed 


seasons asons i art. 
Is Called Near = aseant none ae 


declares, “the seasonal demand may 
By George Deery jor business prop for longer than | not be fully met in the second 
| 7 ; | had been expected.” quarter, despite larger output. 
| , * * * 
‘PN “TNGERE i , > cons ti front, he is 
ERNHARD HENGERER, editor | yo Rage Pac vamge snore : ; NOTHER factor in higher buy- 
Sons Attend Dodge Dealer Conference— of Standard & Poor’s Industry | of the opinion that “easing of ma-| / ing levels antidipated during 
Attending a Dodge sales conference at Detroit recently were (left to right), Ray-| 4/049 last week wrote that busi- | terials shortages suggests that resi-| |), coming menthe is that leuid 
mond Gillmor, New Haven, Conn.; Paul J. Liehr, la Junta, Colo.; Robert Bechtel, | agg activity “is expected to trend | dential starts this year will be fair- savings totals are outstanding. 
Bremerton, Wash.; Otis V. Wheeler, Columbia, Mo.; Walter R. Stockebrand, Garnett, upward during the balance of the | ly close to the 1,090,000 units start- - 


a Inventory replenishment can 
Kans.; John R. Sutter, Delphi, Ind.; Edward F. Langer jr., Two Rivers, Wis., and John | year.” }ed last year. be expected because more than a 


rr eas oduc- : year has passed since the second 
—— | Crediting rising arms pr | PLANT and equipment expendi-| post-Korean buying wave sub- 
Industrial Silver Use “Review of the Silver Market for| tion as the main influence, he also | 


tures are “officially estimated] sided. 
NEW YORK.—Industrial deman 


,|On the Financial Front... 


| Associate Editor 


+ * ° 


1951,” issued by Handy and Har-| points out that increased produc- | +t, increase 4 percent this year to} He adds that “wholesale prices 
: - man, fabricator of precious metals. | tion of civilian durables will lend |a new peak of $24.1 billion and | are likely to hold fairly steady over 
for silver has nearly offset the de- Total demand has dropped only| a hand to the rise and that con- | there may be little or no letdown | the near term,” but adds “that re- 
one a a Seocutas tn the 10,000,000 ounces, the report said.| struction may prove to be a ma- lin the second half, however, be-/tail prices may ease temporarily, 


recon 2 icc eae — - - — ; however, because of delayed re- 
<a a aR pry sponse to the previous downward 
drift in wholesale prices and con- 
tinued efforts to reduce invento- 
ries.” 
* * + 


General Tire 


Splits 2-for-1 


Shareholders of General Tire & 
Rubber have approved a split of 


Y WA, the common stock on a 2-for-1 
: 7 PASSENG ER CAR basis and also reelected all 14 mem- 
MOST ADVA CO heE2 t bers of the board of directors. The 


stock split, presented to the share- 
holders after the January meeting 


of the directors, increases the 
authorized shares of common to 
1,500,000 and reduces the par value 
3 from $5.00 to $2.50 per share. Gen- 
eral now has 1,206,528 outstanding 
shares of common stock. 
Howard A. Bellows, manager of 
retail merchandising, was elevated 


to the post of vice-president. Bel- 
lows will report to L. A. McQueen, 


FOR EFFORTLESS, SAFER BRAKE CONTROL! fa We ae 


Twin Cosioh, Sales 


Hit $3914 Million 


Twin Coach Co., Kent, O., has 
an, —_- reported that sales in 1951 were 
. as ‘ the highest in the company’s his- 

v/) tory, totaling $39,500,000 as com- 
sh 


}) Wm Se a ; pared to $15,600,000 th di 

YH} Ui Lap ! = to) e preceding 

sed LE LLLT Ty. WT An operating profit of $1,104,376 
“Nh, 


ssa] UT ee ee ~ was recorded and profit before 
eis, ee taxes amounted to $2,905,376, ac- 
“hy, MD iiyy = cording to L. J. Fageol, president. 
. wisi 77 oe Federal income tax is estimated 

#4 . bs “ jat $1,342,000 plus $418,000 excess 

; Ce profits tax. In addition, the com- 

) eas pany will pay $41,000 Canadian tax 

7 on operations of its subsidiary, 

Twin Coach of Canada, Ltd. Taxes 


are equivalent to $3.75 per common 
share. 


S-W Sales Up 
Tax Bite Cuts Net 


10 Percent 


Sales of $103,269,258 in 1951, up 

28.3 percent over 1950, and earn- 

ings after taxes of $4,104,789, equal 

to $3.20 per share and down ap- 

proximately 10 percent from 1950, 

were reported by Stewart-Warner 

Chairman and President James S. 

Knowlson. Earnings in 1950 were 

$3.55 per share on sales of $80,482,- 

372. Concerning increased sales in 

° . 1951 Knowlson said that while the 

ss . Thanks to Kelsey-Hayes Superior Vacdraulic Power bulk of the increase represents spe- 
cial military items, standard prod- 

Kelsey-Hayes ‘‘Vacdraulic’’, already standard equip- si aor pedis i = — — teed « “aeeieoe p Bong ode papa 
ment on over 100,000 passenger cars made by one of peda eel in direct proportion fo e p “Special items for the govern- 


ment,” he added, “covered a wide 
today's most advanced power braking development. That's why more and more car manufacturers range of products, and every divi- 


the world’s three largest automotive manufacturers, is applied. 


Kelsey-Hayes “Vacdraulic’’ unit utilizes complete consider ‘“‘Vacdraulic’’ the safest unit, particularly - elgg adds tie teen aan. 
duction is steadily increasing.” 
The company’s regular produc- 
tion includes lubrication equip- 
ment; automotive and other instru- 
ments and accessories; television 
and electronic products; aircraft, 
automotive and other heating 
equipment; die castings, casters 


ASSURES PROVEN PRODUCTS AT ny and other items. 
Se AS oe Se : 8) 2 WHEEL COMPANY \ Metals Bibliography 


y Reynolds Metals Co. has _ pub- 
DETROIT 32, MICHIGAN lished a new index listing technical 

literature and motion pictures 

PRODUCTS Wheels —Hub and Drum Assemblies—Brakes— Vacuum Brake Power Units—for Passenger Cars, Trucks, available to people in the metal- 


hydraulic control with a fixed reaction ratio which for passenger cars following the new trend to the 


powers the brake action instantaneously, with a much lower, faster, accelerator type of brake pedal. 


Have Kelsey-Hayes engineers give you convincing proof of ‘‘Vacdraulic's’’ superiorities 


ou 


Buses —Electric Brakes for House Trailers and Light Commercial Trailers —Wheels, Hubs, Axles, Parts for Farm Implements. working industry. The “Literature 
& Movie Index” will be sent with- 
else e i Mich 4 McKeesport, Pa Los Angeles, Calif Davenport, lowa; Windsor, Ontario, Canada. ) 
ee ita out charge by addressing Reynolds 
Metals Co., Desk “A,” 2500 S. Third 
St., Louisville. 
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F. O. B., Florida | 


Cunningham Cars, Built in West Palm Beach, 


Available from $8,000 to $12,500 


By Joseph Lawren 
Staff Correspondent 


VEST PALM BEACH, Fla.—De- 
it won’t have to worry about it 
r sometime to come, but Florida 
w is in the auto manufacturing 
siness, too. 

Ever hear of the Cunningham? 


a 


Unless you’re a road-racing fan, | 


the answer is probably “no.” But 

in circles where they like their 
competition on twisting roads and 
mountain passes with a few 
hairpin turns thrown in, 

Florida-made Cunningham is get- 
ting quite a reputation. 

And if you’re interested, the price 
on the number has just been re- 
duced sharply. You can now pick 
up the sports roadster for a little 
under $8,000. That, of course, is 
without extras. If you want the 
complete racing job, with five car- 
buretors, the price tag is around 
$12,500. 

But just any old millionaire can’t 
up and buy this racing job. Briggs 
Cunningham, who makes _ these 
rather expensive toys, figures quite 
rightly that this number is some- 
thing in the nature of TNT on 
wheels, 

He says he keeps these souped- 
up numbers in the hands of quali- 
fied road-racing drivers. Until you 
get yourself a reputation, you’ll just 
have to be content with the $8,000 
job, he said. 

Cunningham, Yale ’31, heir to 
a fortune in his own right and 
married to the daughter of a for- 
mer John D. Rockefeller partner, 
is an addict of speed in all forms 
—from sailing yachts to planes. 
He handles all forms of it. 

He’s been fussing around with 
road-racing cars for years, but it 
was only a little less than two years 





Chicago Fair Files 
Bankruptcy Notice 


CHICAGO.—Filing of a petition | 


for reorganization under the bank- 
ruptcy act before Federal Judge 
William Campbell brought predic- 
tions here that the Chicago Inter- 
national Trade Fair, which had 
been scheduled for early August at 
Navy Pier, must necessarily be 
cancelled. 

The event has been postponed 
twice since the first was held in 
the fall of 1950. 

Lack of space reservations, in- 
ability to raise sufficient capital 
for operating purposes and liabili- 
ties of $80,347 as against assets of 
$18,058 were given as reasons for 
filing the petition. 








J. W. MORTELL COMPANY 


Factories 
KANKAKEE, ILL. 
DETROIT, MICH. 

LYNDHURST, N. J. 


Pioneers and Today's Largest 
Producers of 


AUTO 
SOUND 
DEADENERS 


Also Underbody Coatings and 
Rustproofing Products for 
the Automotive Industry. 


Ww 


Have served car, truck and 
body plants for 25 years 
through our Research Lab- 
oratories, Consulting, Engi- 
neering and manufacturing 
Facilities—Now expanded 
to give faster and better 
service. 














ago that he started building a com- | 
plete job. 

Some $200,000 was spent produc- | 
ing the first car. The first year 
saw only four complete cars leave | 
the little factory in the southwest | 
section of this city, which employs 


| about 35 highly skilled workmen. | 


| dealer who sélls cars to speed-mind- | 


Three of these were immediately | 
grabbed by a Hollywood (Calif.) | 


|ed movie stars. This year Cunning- 


the | 





ham probably will turn out 25 cars. | 


Three Cunninghams were en- 
tered in the Watkins Glen (N. Y.) 
race Sept. 15. In this event, some- | 
thing of an American classic in 
road-racing, the Florida-made 
jobs took first, second and fourth 
place. 


It was in this race in 1950 that 
Sam Collier, one of the three sons 
of ,Barron Collier—for whom Col- 
lier County, Fla., was named—was 
killed. He and Cunningham were 
close personal friends. 

Around the Cunningham factory 
they tell you it was Collier’s death 








| Auto Editors at Vaughan Opening in L. A.— 


The auto editors of the Los Angeles newspapers presented a floral tribute to George 
| Vaughan (Buick), at the formal opening of Vaughan Buick Center on La Brea. From 
left: Bob Bergen, The Mirror; Bruce Kerr, Daily News; Vaughan; Floyd Freel, Hollywood 
Citizen News; Bob Burt, assistant auto editor, Examiner; Slim Barnard, Examiner, and 
John O'Connor. Vaughan's new sales and service headquarters bring together, all 
were maintained at four separate locations. 


of the dealership operations that formerly 





that inspired the ultra-safety fea- 
tures now built into Cunninghams. 

There is, for example, a “roll bar” 
of steel tubing over the top of all 
models. In the roadster and coupes 


it’s hidden in the top. The builders 
claim that a driver would have an 
excellent chance of surviving a six- 
times-over roll with this feature 
plus his safety belt. 











In identical scientific 


tests, Fram Cartridges removed 
more dirt, and removed it faster, 
than all other popular brands tested. 


The chart below shows 


Kidd Heads Up 
DeVilbiss Sales 


TOLEDO. Appointment of 
Henry M. Kidd as vice-president 
and sales manager of the DeVilbiss 


Co. spray paint- 
ing equipment di- 
vision, has been 
announced by 
Howard P. DeVil- 
biss, president. 
Kidd has. been 


with DeVilbiss 
for 18 years. 

Before joining 
DeVilbiss, he had 
been with Willys- 
Overland Motors 
in the accounting 
department and later joined Willys- 
Overland, Crosley, Ltd., of Stock- 
port, England, as assistant to the 
American representative. The firm 
handled distribution of cars and 
trucks to England, continental 
Europe, India and Africa. 








Henry M. Kidd 





Fisher Names Russ 


Everett Russ has been appointed 
service supervisor of Joe Fisher’s 
Dodge - Plymouth dealership’ in 
Porltand, Ore. He replaces Don 


MacLeod. 

















by scientific tests 


laboratory 


the results 


at a glance. It’s positive proof that 


Fram Filters Brest! 


This product superiority coupled 
with gigantic advertising and mer- 


FRAM CorRPORATION, Providence 16,R.1. 
In Canada: J. C. Adams Co., Ltd., 
Toronto, Ontario 


chandising support makes Fram 
your most profitable bet. Sign up 
now, if you haven’t already, as a 
Fram Dealer. Cash in on Fram’s 
Western Union Operator 25. 


Much confusion has been created in the automotive 
filter field by conflicting claims about filter per- 
formance . . . claims involving everything except 


the ability of a filter cartridge 


to get oil clean. It’s 


time for a clear statement of facts! 

®For most every make oil filter, on any car or 
truck, there’s a Fram Replacement Cartridge that’s 
custom-engineered in both size and type to do a 


better job. 
@All Fram Cartridges will 


keep detergent oil 


physically clean without removing vital additives 
. .. a fact backed up by tests made not only by 
Fram, but by leading oil companies, independent 


laboratories and car factories. 


@®Fram Cartridges filter oil cleaner, clean it faster 
and keep it clean longer. For proof see Fram’s new 
book, ‘‘Filter Facts,”’ available on request, or your 
Fram Distributor has a copy. You'll find it proves 


conclusively that ... 










T ' 


Science Proves Fram Filters Best! In actual laboratory 
tests Fram was compared to four other popular brands 
[—— under identical test conditions. Here are the amazing re- 
sults . . . measured in terms of actual dirt trapped. 
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Armacost Heads Industry Relations . . . 





Mitchell Heads Up. 
San Antonio Assn. 


SAN ANTONIO.-—I. R. Moore, of 
O. R. Mitchell Motors, has been 
elected president of the San An- 
tonio Automobile Dealers Assn., 
succeeding C. H. Quinn, of Wine- 
rich Motor Sales. 

J. Frank Stampp, of Downtown 
Motors, was named vice-presidents; 


WASHINGTON. Personnel of 
| five major NADA committees for 
the current year was announced 
here last week by President J. Sax- 





C. C, Gunn, Smith Motor Sales, ton Lloyd. 

treasurer, and J. T. Simmons was 7 | First Vice-President Robert Ar- 
i ° e.¢ ( s 

renamed executive secretary. Brazilian Students Visit Studebaker— macost (Studebaker), of Kansas 


; City, was selected to head the asso- 
New directors A group of 15 engineering students from the University of Brazil, Rio de Janeiro, | ciation’s important Industry Rela- 

Goad, of Goad Motor Co.; Frank | visited the Studebaker and South Bend Lathe plants on a recent visit here. The group | tions committee, with the following 

K. Houston, of Ranger Pontiac | was accompanied by several officials of Studebaker Corp. named to serve as members of the 

Co., and K. Ray Spencer, of Spen- | ———— — ee — | group: 

cer Motors. Quinn automatically Wondering how new-car and truck production and sales are making out? AUTOMO- | Roy Bridges, Birmingham 

becomes a member of the board. TIVE NEWS gives you the entire story every week throughout the year (Willys); E. S. Dowd, Cleveland 


include Byron 








PRUNES 


penal EME 





FEDERAY? fjeConpary 


Morn ahd weg ane Povatlers é ” 
“8 dere evr OMAMASNEBRA K 
15 North 430 6 














vehauf’s 500 


g all-steel 


YES —a choice of more than 500 
standard truck body options, and 
many more specials. Precision engi- 
neered and ready for immediate 
assembly at your nearest Fruehauf 
Branch — to your exact specifications. 
You get custom-fitted truck bodies at 


You Get in Fr 
Tt wheelhousin’ 


The Choices 
* Straight © 
frames 

Ail popular bod 


n to 
” Closed ot ope 
standard and spec 


ch type 


jal door locations 


roduction-line prices. * All . 
? , and sizes f tailgates and steps 
A $ for Fruehauf's free Model Make-Up * Complete variety © 


Kit. It’s easy to assemble your scale 


model before choosing the body you want. ruehaut Advantages 


d seams 


Plus These Added ' in-presse 
— All-steel phere flush-swinging 
ight-w 
Welded, hig 
* doors 
& Fast, inex 


ies s 
ssseeah® ent Factory Branche 


nveni 
Over 80 co 
¥ coast to coast! 


rs 
Narrow Reor set 


eight, 


i e stock 
pensive repairs on thes 


Half Doors and Tailgate 
a 


f TRAILER co 


32, Michigon 


MPANY 
FRUEHAU 






UNIT-BUILT FOR IMMEDIA FRUEHAUF BRANCH! Detroit 


VALUE-BUILT FOR BIGGER PAYLOADS, LOW UPKEEP, LONGER LIFE 


Flush Type Tailgate 








NADA Names Staffs 
or 5 Top Groups 


(Chrysler); A. Blair French, El- 
mira, N. Y. (Oldsmobile); Hix 
Green, Atlanta (Buick); William 
James, San Francisco (Nash); 
Richard D. Kern, Winchester, 
Va. (Hudson); Allan Mims, Rocky 
Mount, N. C. (Ford); John P. 
Mooney, McKeesport, Pa. (Pack- 
ard); Lee. Moran, Seattle (Lin- 
coln-Mercury); Harold J. Moye, 
Quincy, Mass. (Chevrolet); Stan- 
ley Peeler, W. Palm Beach, Fla. 

(Cadillac); Ralph Perry, Kansas 
City, Kans. (Pontiac) ; Dick Price, 
Dallas (DeSoto); Frederick M. 
Sutter, Columbus, Ind. (Dodge); 
Ridgely Waltz, Baltimore (Kai- 
ser-Frazer). 

George M. Berry, St. Louis, who 
has served as chairman of the Em- 
ployer-Employe Relations commit- 
tee for several years, has been re- 
appointed for 1952. Members who 
have accepted appointment to serve 
with Berry are: 


Frank Collord, Waterloo, §Ia.; 
Dean Chaffin, Bozeman, Mont.; 
Walter Duncan, Beckley, W. Va.: 
W. S. Edwards jr., Birmingham; 
Joe Gandy, Seattle; S. M. Marcus, 
Denver; Lloyd B. Morton, Farm- 
ington, Me., and Turner A. Sum- 
mers, Louisville. 

The Dealers’ Business Manage- 
ment committee will be led by J 
M. Sanders, newly elected NADA 
director for the District of Colum- 
bia, with E. A. Bogert, Pocatello, 
Ida.; Ernest Burwell, Spartanburg, 
S. C.; Martin Johnson, Atlanta; 
George H. Jones, Corpus Christi, 
Tex.; L. M. Stewart, St. Louis, and 
Otto P. Henneberger (ATAM), 
Newark, serving as committee 
members. 


Stewart Hanson, of Detroit, has 
been reappointed chairman of 
NADA’s Salvage committee. Serv- 
ing with Hanson, as committee 
members, will be Joe MHeaston, 
Albuquerque; N. M.; Turner A. 
Summers, Louisville, and Paul 
Graves (ATAM), Detroit. 

The by-laws committee for 1952 
will be led by Forest B. Lovelock, 
Reno, Nev., as chairman. Members 
will be David E. Castles, St. Louis; 
W. S. Edwards jr., Birmingham; 
Charles C. Haight, Burley, Ida., 
and T. T. Penrose, Burlington, Vt. 





Tarheel Dealers 
List Features 


For Convention 


RALEIGH, N. C.—Rev. William 
H. Alexander, speaker at this year’s 
NADA convention in New York, 
will address the annual convention 
of the North Carolina Automobile 
Dealers Assn. in Pinehurst, N. C., 
Apr. 27-29, it has been announced 
by the association. 

The association said that five 
features for the 17th annual con- 
vention and equipment exhibition 
have been chosen. 

Gordon Gray, president of the 
Consolidated University of North 
Carolina, will address the dealers 
at the opening business session. A 
leader in many fields, Gray recent- 
ly was named to head the Ford 
Foundation’s board on overseas 
training and research. 

Mrs. E. Ruth Bladworth, of W. J. 
Sloane, Inc., New York home fur- 
nishings firm, will present a pro- 
gram on spring cleaning, remolzi- 
ing, renovation, reorganization of 
furniture and general overhaul, ic 
was announced. 





Dodge Starts Series 


Of Dealer Meetings 


DETROIT.—E. C. Dock, gen- 
eral sales manager of Dodge, 
announced that 12 members of 
the sales department will con- 
duct 55 meetings this month 
throughout the country to pre- 
sent a spring sales and mer- 
chandising program on cars and 
trucks to the 4,100 dealers. 

Dock himself will conduct 
meetings in New York on Apr. 
15-16; Scranton, Pa., Apr. 18, and 
Pittsburgh, Apr. 21-22. Other 
executives will hold meetings 
through Apr. 24. 
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T: uck Lessors Asked to Help... 





GMC Aide Urges Check 
On Driver Efficiency 


By Mel Adams 
Staff Correspondent 

CHICAGO. — Even though truck 
lessors “furnish everything but the 
driver,” they can help their cause 
by watching driver efficiency closely 
and cooperating with lessees to that 
end, Herbert- Ford, director of 
transportation survey activities for 
GMC Truck division, told members 
of the National Truck Leasing 
System at their seventh annual 
meeting here. 

Howard L. Willett jr., president 
of Willet Truck Leasing Co., Chi- 
cago, was elected president of 
NTLS, succeeding Fred P. Baker, 
of Denver. 

Other officers elected were R. D. 
Sidel, New York, vice-president; 
John A. Thompson, Los Angeles, 
secretary, and John W. Black jr., 
Birmingham, treasurer. 

The new officers automatically 
become members of the executive 
committee, along with Baker and 
Ray A. Munder, Philadelphia, ex- 
officio, as former presidents; W. 
Howard Amor, Cleveland, and G. R. 
Hester, Des Moines, newly elected, 
and J. A. Ryder, Miami, reelected. 

Officials reported that NTLS 
members increased their volume 
approximately 20 percent from $30,- 
000,000 in 1950 to $36,000,000 in 
1951. 

They expressed satisfaction not 





only over the increase in business 
but also the fact that truck leas- 
ing “is becoming more popular | 
and better known among truck | 
users, with the number of leased 
units to total truck registrations 
growing fast.” 

Hope likewise was expressed that | 
Congress and governmental de-| 
partments will classify their indus- | 
try as a service rather than an op- | 
erating business. They foresaw | 
early revisions along this line in| 
measures known as the Sen. John- | 
son (Dem., Colo.) bills, as well as | 
in state laws. 

Willett quoted two University of 
Chicago surveys disclosing that | 
whereas six years ago only 5 per- | 
cent of truck users knew about 
leasing, in 1950 the ratio had risen 
to 30 percent and now stands at 54 
percent. 

Reporting on a GMC truck sur- 
vey, principally among wholesale 
grocers and some milk compan- 
ies, Ford said that among other 
things that one-fourth of a driv- 
er’s time is spent in making up 
orders and loading. He called the 
cost of these phases greater than 
fixed expense of driver operation. 

“As for the driver on the road, 
not too much can be done in saving 
money between stops, but we}! 
learned that too many drivers un- | 
load only two tons an hour as| 


| 





| ‘Sell America’ 
To Youngsters, 


Colbert Urges 


DALLAS.—A major obligation of 
today’s adult Americans is to in- 
still in young people a fundamental 
faith in American ideals in order 
to preserve our| 
heritage of eco-| 
nomic and politi- | 
cal freedom, L. L. | 
Colbert, president | 
of Chrysler Corp., | 
said Thursday. 
In a speech pre- | 


pared for delivery 
at the annual “in- 
spirational meet- 
, ing” of the Sales- 
.? eee manship Club of 

= Dallas, Colbert | 
said that “selling America is a con- 
tinuous job, starting from child- 
hood ... The burden of this selling 
job rests on us.” 

Colbert declared that it is the 
responsibility of adults to lead 
youth by setting examples worthy 
of the finest American traditions. 

“Youngsters will absorb good ad- 
vice and follow good examples,” he 
Said. “If you just give them the 
lead, set the right example for 
them, guide them along, they cer- 
tainly repay your efforts a thou- 
8and-fold.” 








against a potential of four tons and 
an average of three tons,” Ford 
said. 


“The delivery system has the 
greatest profit potential of firms, 
yet many of these users overlook 
its possibilities.” 

According to Ford, most compan- 
ies surveyed “generally don’t actu- 
ally know their costs, the principal 
weaknesses being inaccurate, un- 
suitable costs of accounting; poor 
maintenance practice; poor distri- 
bution or routing, and lack of ef- 
fective management control due to 
little or no interest in the trucking 
phase because it isn’t considered 
their main business.” 


Another improvement can be 
made by more stress upon return 
loads instead of trucks coming 
back empty, Ford said the survey 
showed. 

He declared that the principal 





Fie.) 


= 


GM Diesel Division Marks Milestone— 


W. T. Crowe, general manager (center) and V. C. Genn, general sales manager 
(right) of GM's Detroit Diesel Engine division look on as A. F. Davis, works manager, 
tags the 350,000th engine produced by the division since it was established in 1938. 
The engine was scheduled for installation in one of General Motors’ ‘‘Million Miler" 
trucks. 











with 17 customers, and the remain- 
ing 60 percent with 3,500 customers 


aim should be figuring delivery 
| costs per dollar value of deliveries, 





in amounts frequently of $50 to 
$100 in merchandise deliveries. 


citing the case of one company 
which did 40 percent of its business 


GMC Commences — 
Dealer Meetings 
On New Products 


PONTIAC.—A_ series of GMC 
truck dealer meetings to outline 
new product plans will be held 
throughout the nation beginning 
today (Apr. 14), it is announced by 
John E. Johnson, general (truck) 
sales manager. 


Cities and the dates where the 
meetings are to be held are: Bos- 
ton, Apr. 15; Newark, N. J., Apr. 
17; Philadelphia, Apr. 21; Cincin- 
nati, Apr. 14; Pittsburgh, Apr. 16; 
Buffalo, Apr. 18; Detroit, Apr. 21; 
St. Paul, Apr. 15; Chicago, Apr. 18; 
St. Louis, Apr. 21; Omaha, Apr. 23; 
Charlotte, N. C., Apr. 14; Atlanta, 
Apr. 15; Memphis, Apr. 22; New 
Orleans, Apr. 14; Houston, Apr. 16; 
Dallas, Apr. 17; Kansas City, Apr. 
21; Oakland, Calif., Apr. 14; Port- 
land, Ore., Apr. 21; Seattle, Apr. 24, 
and Denver, Apr. 21. 

GMC truck home office officials 
along with the zone manager or 
distributor will make the various 
presentations for the meetings in 
the 23 GMC zones and distributor- 
ships, Johnson said. 





We’ve got a big investment in our body men... that’s why 


I equip every man with 


” 


ae 


a 
. " 





Bantam ‘Porto-Powe 





damaged vehicles. He 





Body shop business 


replacement body sections and body 
experts are scarce. That’s why you need 
the best body shop equipment . . . why 
the great “Porto-Power” superiority is 


so important to you. 


larger “Porto-Power” equipment from 
your Blackhawk jobber. A product of 
Blackhawk Mfg, Co., Dept.P-4042, 
Milwaukee 1, Wisconsin. 


*‘Porto-Power’’ is the 


BLACKHAWK 


pactness step up operations inside and outside 


work with a Blackhawk Reck-Rack—a combination 
that slashes metal rough-out time 50%. : 


more true today than ever: Here’s why Bantam “Porto-Power” " 
there's no substitute forPorto-Power”’ 


“We run a happier, more profitable shop!" Body 
men are your biggest hourly earners — should have equip- 
ment constantly available to them that lets them do a 
better job faster and easier. Blackhawk offers the 2-ton 
hydraulic Bantam “Porto-Power” at a price that makes 
it profitable for you to arm every man in your shop. And 
Bantam speeds output on 90% of all panel work. 


rs” light weight and com- 


re it is pictured on off-the-car 







is the world’s fastest-working 


is greater! And body jack equipment 

(1) Only complete line in its weight class. 
Greater selection of hydraulic rams and 
attachments gives you more ways to pull 
or push on a wider range of body damage. 





Order Bantam or (2) Bantam gets in where bigger jacks 
can't go. There’s just one hose — and no 


Pumping to retract the ram. 





(3) Faster pull, push or spread — only 
Blackhawk offers quick switch of rams 
with the patented Spee-D-Coupler. 


exclusive (trademark registered) product of Blackhawk Mfg. Co. 


in over 90% 
of all body 





Bantam Porto-Power 












One of six Bantam 


assortments — SA-18 
24-piece ‘‘working” 
wall case 
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Trevellyan Expands lot for a reported price of $124,000. | 
: ie .. |Several old buildings on the site ~~ 
Trevellyan Buick Co., St. Louis, will be razed and a new office | 


has purchased three parcels of building and a used-car overhaul | ‘ 
property in the 4200 block of Eas- and make-ready garage will be con- with 
ton Ave., to be used as a used-car | structed. _ 


Ned 
Jordan 


ADVERTISEMENT 











* * * | 














yw could be the striking story | 


of three extraordinary men 
Thomas B. Jeffery, Charles W. | | THE ATTENTION-GETTING UMBRELLA! Yes, the McFarland Great Umbrella is 


| Nash and George W. Mason. How-| without a doubt one of the greatest attention-getting devices on the market today! 
| ever, my memory is so full of anec- | 
|dote and incident of the first two!| It has been proved over and over again by used car dealers throughout the country! 


and my vision so full of prophecy | Inexpensive, beautiful, durable i i i 
’ y , practical... it creates interest, comment, and above 
|as to the future of the third that | - ; 
I’m sure the story would be as long| all; sales! Shown is the giant 21 foot umbrella on the used car lot of Oberling Motor i 
Ri — Wolfe’s “Time and the | Sales in Quincy, Illinois, a proud user. Increase your sales now with either the 
iver 


On Thursday evening, Apr. 3 stationary or whirlabout model umbrella. Write today for prices, color brochure and 
. A ,’ ° , 


1952, the citizens of Kenosha, 
Wis., gave a golden anniversary 
birthday party for the men and 
women of Nash Motors in cele- 
bration of the building of the first a $$$ __— 
automobile in that city in 1902— Sk ih a a aa a ale ma ail ORT 
just 50 years ago. 
In that year Thomas B. Jeffrey | 


full particulars to: McFarland Great Umbrella Company, division of McFarland Awn- 


ing Corporation, 742 S.W. 8th Street, Miami, Florida. 














Naturally you know more about cars produced 1,500 Rambler cars to be-| 
than I do— but my neighbor repairs come the second largest mass pro- | 
washing machines and he says ducer of automobiles in the world | 


R. E. Olds, of Lansing, Mich., 
had built 1,500 curved-dash Olds | 
in 1901 and 2,000 in 1902. 
Q This writer was chosen as toast- | 
master for the birthday dinner, | 
having been a “Johnnie- come- | 
lately,” arriving in August, 1907 . 

45 years ago; and five years after | 
those boys, who had spent many | 
years building the largest volume | 
of bicycles in the world, began to 
roll those “Red Rambler” cars off | 


the production line. 
* * * 


Jordan Meets Jeffery 
ATE must have been lurking | 
near that Northwestern station 

that day when I, a pretty confident, | 

lad of 20, stepped off to meet | 

Charles T. Jeffery, son of the! | 

founder. I had come from what | 

was then the finest school of mod- 
ern salesmanship and advertising | 
in the world—the National Cash | 

Register Co. where men like) 

Charles Franklin Kettering, Alvan | 

Macauley, Edward A. Deeds, Hugh | 

Chalmers and “Dick” Grant, had 

received their early training. My | 

job was to broaden the dealer or-| 
ganization and tell the world about | 
the Rambler car 


Tomas 8 Ttfrs « Bish-torm HIM Labor|to assemble it a your 7 























oe IRE See ten fee 9 


supermechanic, who had _ joined 
R. P. Gormully in organizing the 
firm of Gormully & Jeffery in the) |~ —_ - , 
manufacture of Rambler bicycles, 
was then making nearly every part | 


used in the construction of an auto-| | ; 
Matile, ‘since there were ther no| | .| And when you use such fasteners by 























component parts makers. . 
ais hc Eeakine Gnenmes tho the thousands you can be adding TOO 
largest selling bicycle in the 
world, Col. Pope, of Pope-Hart- . MUCH to your product costs. 
ford, decided to organize a so- q 
called “bicycle trust.” Every . ° 
other manufacturer Joined the | | — you can use Midland Weld Nuts in assem- 
combination... except ome... | , bling your product—wherever “Blind Spots” slow 
Thomas B. Jeffery. | 1 ‘ 
He got cash for his business, plus | assembly operations, wherever you're using two 


ar uw the Sterling bicycle plant in Ken-| | 
C A W L i f F G U A # A fe TY 7 2 osha. There he built the first ex-| | men now to tighten a single bolted connection. 
perimental Rambler in 1901, a com- 


pact, single-cylinder, single seater, | 


' ; 

° e with tiller steering. He soon be-| | 

Is The Profit Making Plan That came widely known as the inventor | ; 

of the clincher rim and was the| | } 

first manufacturer to make all| | 

ACCUMULATES CASH FOR You wheels removable and interchange- | { 
able . . . first to introduce the spare | 

———_—|r wheel. 

* * * | 

and Nobody But You! Enter Charles Nash 
FTER the introduction of the} 
Model 34, a four-cylinder Ram- | 


MAIL THIS COUPON TODAY FOR FREE INFORMATION bler which started the Jeffery com- | 


pony on = way to ae ee 
T . Jeffery di ; : 
Poompell wile with Mes Jetiors on | 7M MIDLAND STEEL PRODUCTS COMPANY 
the first vacation I ever knew him| | 6660 Mi. Elliott Ave. . Detroit 11, Michigan 


to take. He had willed the business | ieetenans 
to his oldest son, Charles T. Jeffery. Expert + 38 Pearl St, New York, N. Y. 





The Carlife Guaranty Co. Phone Diamond 1-2388 
16501 Wyoming, Detroit 21, Michigan 


RUSH us more information concerning CARLIFE GUARANTY “72" 
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| 
| without cost or obligation. Show us what other dealers are “C.T.” had been my friendly com- 
| doing. panion for 10 years. MANUFACTURERS OF: | 
Re ag a i ee a bg oe © “Pasty, Wee. | AUTOMOBILE AND AIR AND VACUUM AIR & ELECTRO-PNEUMATIC | 
BD WOMB. ce ncccsecsnsecacecnassorersenrsrsessscaperseeraserstecees || Nash, had advanced from the see _— poe eee DOOR SOMTROLS ) 
status of a “bound out” boy on a ' “ 
; ED Se ais ae Se eS ee oe eae op he Rha AAAS LS Michigan farm to the presidency | 
of General Motors, There was one i 
BD AMMO. 6 ccc ecco snes sees seresnceenceseeeeesseneenecessseveteescees || man in whom Nash had great re. =. , j 
ORS Zone. ae rer oe 4-14-52. || Confidence .. . that brilliant : 
| ee (See JORDAN, Page 51, Col. 2) ph ae xd 
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Your Wife 


wouldn’t keep a 


Dirty House 
Don't Sell Dirty 


Used Cars 


A car is a part-time 
home for dad... 
mom... the kids. 





SMART used car 
merchants clean up 


the INSIDE... and 
find that it pays off. 





Bump out the fend- 
ers...shine up the 


outside...BUT 
make the INSIDE 
just as attractive to 
ANY buyer... man 


or woman. 


You'll get the 
HIGH DOLLAR 


with a 


HIGH CLASS 


conditioned 
used car. 


Get the best ma- 
terials from experts 


in the field. 





Write or wire for in- 
structions and costs 
on our complete 
line of factory ap- 
proved Ne car 
reconditioning ma- 
terials. 


ARNDT-PALMER 


Laboratories, Inc. 
17730 Dora St. 
Melvindale, Mich. 





Return to 


Normalcy? 


Cleveland Trust Co. Notes Easing of Controls; 
Sights Further Relief on Materials, Prices 


CLEVELAND.—.An easing in the 
supply of important raw materials, 
accompanied by a continued down- 
ward drift in their prices, is noted 
by Cleveland Trust Co. in its cur- 
rent bulletin. 

“February indicated increasing 
evidence of an easing in the sup- 
ply of important materials,” the 
bulletin states. “This applies to 
steel, lead, aluminum, rubber, 
pulp and paper and others. 

“During February, government 
restrictions were relaxed in various 
directions. For example, work was 
approved for several hundred mu- 
nicipal and similar building proj- 
ects previously deferred; construc- 
tion of certain types of commercial 
buildings, held back by lack of ma- 
terials, will be allowed to proceed; 





Jordan 


(Continued from Page 50) 


hunchback with a massive head 
full of brains .. . that lovable 
character ... the late “Jedge” 
Alford, who was comptroller for 
General Motors. 

When Nash resigned as president 
in 1916, “Jedge” Alford confided to 
me in Detroit that James Storrow 
of Boston wanted Nash to buy a 
company of his own and build a 
car which would carry his own 
name. I told Charlie Jeffery about 
it and before long Tom Kearney, 
Racine lawyer, was in negotiation 
with Nash. Nash bought all the 
stock, assets and business of the 
Jeffery company on July 13, 1916 
and, in the fall of 1917, the first 
Nash-designed Model 681 appeared. 

Thus began the story of an out- 
standing success. 

* * 


The Jeffery Quad 
I CAN'T resist here, tell the story 
of the Jeffery Quad, the four- 
wheel-drive truck, of which Nash 
built over 11,000, before the end of 
the first World War, under his own 
name. It was designed for mining 
haulage, but when the war broke 
out in 1914 every government in the 
world wanted the Quad for military 
purposes. 

The inquiry came from the Serb- 
ian government, which advised 
that the order would be placed by 
the French commission, sitting at 
the Brevoort hotel in New York. 

I went dowrf loaded with detailed 
technical information about the 
Quad. The heads of the commission 
were Messrs. Malaval and Duloroix, 
neither of whom could talk English, 
but they had a sort of interpreter 
who could understand part of what 
I said. 

THEY WANTED “2,800 JEF- 
R-E-E ,.. ZEE FOUR-WHEEL- 
DRIVE,” and they wanted them 
RIGHT NOW. They never asked 
about the price. The Quad was 
listed at $2,995 with a 30 percent 
discount to the dealer. I explained 


* 


inventory controls on general-pur- | 


| pose synthetic rubber were re- 
| moved; increased allotments of cop- 
|}per and aluminum in the second 
quarter were granted for certain 
kinds of civilian goods. 


the scarcer items, but January 
shipments of copper to consumers 
| were the largest in four years, the 
| bulletin noted. “And there are in- 
| dications of further relaxation of 
controls in the months ahead.” 


Three factors are prominent in 
this loosening-up of bottlenecks in 
materials, according to the trust 
company. 

“One is the stretchout of the 
defense program over a longer 
period than originally planned. 
Another is the slowing down of 
public demand after early 1951, 
which left retailers with plenti- 
ful stocks of consumer goods. 
The third is the expansion of pro- 
ductive capacity through con- 
struction of new plants. 

Actual output of steel ingots, for 
instance, the bulletin stated, is al- 
ready 12 percent larger than when 
the Korean war began, and more 
ingot capacity is being added. 

“A psychological factor is in- 
volved, too. For months the gov- 
ernment had been warning of short- 

ages and the necessity of control- 
ling the distribution of limited sup- 
plies. Businessmen began to fear 
that they would run out of mate- 
rials to keep their plants operating 
and their men employed. 

“Consequently, the tendency 
was to order as much as they 
could obtain, which heightened 
the impression of strain on sup- 
plies. Now that conditions are 


Nickel and copper are still among | 











Packard Takes First Prize at 
Top prize at the International Motor Spo 


Sports Show— 


rts Show in New York went to the Packard 


Pan American as the car with “most outstanding design and engineering achieve- 


ment."" Hugh J. Ferry (left) Packard presid 


ent, accepted the trophy from Show Man- 


ager Fred Pittera, center. Motor Sports Show Queen Shirley Talbott (right) helped make 
the presentation. The Pan American was designed by Richard Arbib and was built 


by Henney Motor Co., Freeport, Ill. In com 
100 other sports cars. 


petition with the Pan American were some 





changing, some concerns are 
wondering if they will have more 
materials than there is demand 
for.” 


The bulletin further says: “The 
general easing of the supply pic- 
ture has been reflected in a con- 
tinued downward drift in the prices 
of various raw materials. At the 
end of February, the Bureau of 
Labor Statistics’ index of 28 basic 
commodities was about 8 percent 
lower than last fall. As compared 
with the peak of a year ago, this 
price index has dropped 22 percent, 
with nearly all of the 28 items 
sharing the decline.” 





Alcoa Smelting Line 
Opened in Texas Plant 


PORT LAVACA, Tex.—The first 
expansion unit of the Point Com- 
fort works of Aluminum Co. of 
America has been set in motion 
here by George R. Stout, manager 
of the plant, who switched on the 
first of the two new smelting lines. 


The new line increases produc- 
tion to about 135,000,000 pounds of 
aluminum annually, and a second 
line is scheduled for completion 
within three months, The govern- 
ment will get first call on the out- 
put for the next five years. 
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A PROFITABLE ACCESSORY - 
Contempo Luggage- 

each Contempo Bag 
What other accessory § 
your salesmen? Order sam 


The WESTLEIGH . . 


tra-roomy “He-Man s 
ah tapered wide reinforc 
overlapping s 
f. Brass har 


constructed on 
and moisture-proo 





that I’'d have to go back to Ken- 
osha and figure out the price. 


“NO...NO...NO... DEE-| 
LIVEREE-E DEE-LIVER- | 
EE-E.” 


“Want the demountable wheels?” | 
I asked. “WEE--WEE--WEE . . | 
DEE-MOUNTABLE WHEEL” ...! 

“WANT the box body?” ... | 
“WEE ... WEE... ZEE BOX) 
BOD-E-E-E-.” 

“How about a cpecial gear ratio?” | 
.. . “WEE--ZEE SPESHALL SZ-| 
YEAR RATIO.” 

“Well, gentlemen, I think the} 
price will be about $3,395, F.O.B., 
Kenosha.” 

(To the uninformed . the 
equipment pri:es mentioned were} 
all covered Sy standard equipment | 
... BUT ...I was under pressure 

. wasn’t I?) 


The story of the union of the 
forces of Kelvinator, under | 
George Mason, with those of | 
Nash have been covercA by con- | 
temporary history ..., BUT... 
my hat is off to the boys who 
are behind that smashing, con- 
vincing advertising for the Nash 
of 1952. 

Thomas B. Jeffery was the skill- 
ful pioneer mechanic of his day. 
Charles W. Nash was the most 
economical volume manufacturer 
of his time. 

George W. Mason is the most dy- 
namic, comparatively young, mod- 
ern businessman, with prophetic 


| 
| 








vision, within my SIGHTS. 






499 . 
@ Size: 26 


Finest Aniline Top-Grain Cowhide. Zipper section fitted 


Sol, 
entials, in 


gnificent styling, 


ppeal to your custom 
ppt such a handsome ext 


ple sets today .-- 


The ma 


Matching luggage tag 


FOR THE BIG MAN 
« « 26” 4-Sviter 
x 19 x 


711 





lers everywhere call 


quality 
ers. So W' 


You'll be pleasantly surpr 


Luggage for Men. - - 
on Oe om Grain Cowhide, 
ed bottom band. Each bag solidly 


teel frame for extra strength. Dust 
dware, Smart masculine linings. 


s included. 


299. . . 24” 2-Suiter 
@ Size: 24 x 18 x 742" 


CONTEMPO Luggage Co. 170 Fifth Ave..N.¥.C. 


.. That’s what Auto age co scomer Angra 
ill the convenience. 
ra profit for you... and 


INTERIORS . . . Designed for 
quick, easy packing. Special 
laundry pocket. 2 hangers in 
2-suiter; 4 hangers in 4-sviter. 


..21” Weekender 


899. 
@ Size: 21 x 14 x 7” 





Colors: Smooth Suntan or 
Ginger Top-Grain Cowhide. 


10, 






































with 8 grooming 


double handles, buckles and straps. Top-Zipper closing, 


brass lock, suede lining. 


Colors: Smooth Suntan or Ginger Top-Grain Cowhide. 





' 
MEN’S Please ship the following numbers. 
FITTED , (C0 [enclosing check) C0 (Ship C. 0. D) 
CLUB ! () (Ship Open Account. Bank references atte 
1 Dealers’ ot Peten 
BAG ; No. Item Color Quantity, Cost ted pay Tox 
50 | 499 | 26” 4-Suiter $46.50 | $89.00 
37: ! 299 | 24” 2-Sviter 39.50 | 75.00 
Dealers’ Cost | 899 | 21” Weekender 32.50 60.00 
1 711 | 20” Club Bag 37.50 68.00 
i 
! 
ing chrome. Strong QUO DOA INE nnn cnennnenncessscesecenee ennnsnnnnnccncscsoncocceccscs 
Rice betesioncsiscaronomonaee City iti 
' Signature ic cisscccoctttnneenints nts 
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NADA Contends in Brief on CPR 83... 





OPS Seen Periling 
Competitive System 


(Continued from Page 1) 


charges and on dealer margins in 

general. 

NADA’s brief outlined its posi- 
tion in the following eight points: 

1. Dealers were and are justi- 
fied in construing “preparation and 
conditioning” to mean “delivery 
and handling.” 

2. Rollbacks in dealers’ charges 
are not justified and are contrary 
to the intent of Congress. 

* * - 
3 UNIFORMITY in dealers’ prac- 
® tices is unnecessary and is not 
justified under the circumstances. 

4. The OPS director’s attempts at 
uniformity are depriving dealers 
of their customary percentage mar- 
gins over costs. 

5. Regulations for dealers were 
promulgated without proper ad- 





vice from and consultation with 

industry representatives. 

6. Dealers, as small businessmen, | 
were not accorded the considera- | 
tion intended by Congress. } 

7. CPR 83 is discriminatory and 
is much more stringent than CPR 
67, the truck. and parts retail regu- 
lation. 

8. “We submit that the director 
must take immediate steps to clari- 
fy and simplify existing regulations 
to correct these evils. We submit, 
further, that a practicable solution 
would be clarifying and equitable 
amendments substantially similar 
to those proposed by the petition- 
ers.” 





+ * * 


| gp oge alluded to provisions of 
the Defense Production Act, 





teed 





path 


Features of the 1952 station wagon f 


Willys Dealers Show '52 Stati 
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on Wagon— 
rom Willys-Overland include a 20 percent 


increase in horsepower, new front and rear chrome treatment, and pleated vinyl up- 


holstery fabric. It is powered with a 90 


-horsepower, six-cylinder Hurricane engine. 


A two-tone body finish is available in smoked ruby, Hampshire green and shadow 
gray. The new wagon has a contrasting cream-colored, cane-mesh basket weave trim, 
six inches wide, along the doors, quarter-panels and tailgate, according to Howard P. 


Grove, sales vice-president. 





in support of his contention that 
Congress intended that prices, 
charges and practices should be 
“stabilized, not standardized and 


should be administered so as to 
preserve the American system of 
| competitive enterprise.” 

| He accused OPS of seeking to 





from which OPS gets its authority, 'that such a stabilization program | “foist upon our industry a program 
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@ If all the time wasted by mechanics in road testing cars for those ex- 
tremely elusive squeaks and sqawks were laid “end-to-end”. . . you'd be 
broke. Now you can turn an unprofitable side of your business into a 
real money maker. Install a‘““RUF-ROAD” and duplicate all road condi- 
tions right in the service department. You'll detect and stop noises 
quickly and profitably. “RUF-ROAD” is an investment that will repay 
its first cost many times over. 











ma 


chuck holes. 


or portable model 
shop. 


sure safety. 
any desired vibrat 


Repair kit contains 
inate noises. 


PRICE 








an 
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SQUEAK 
ITLES 


RUF-ROAD™ 


Simulates any road condition from corduroy to 


Drive-on model can be installed flush with floor, 


can be used anywhere in 


Extra heavy construction, ball bearings are 
‘lifetime’ grease sealed. 


Adjustable chock blocks prevent car slip, in- 


Gas peddie depressor keeps car running at 


ion speed. 


everything needed to elim- 


Many thousands now in use. 


COMPLETE 


$14950 


for either model...No. 50 Portable or No. 55 Drive-on 


341 BABCOCK STREET 
BUFFALO 10, NEW YORK 


A complete line of Service Equipment for Automotive Dealers 


of standardization that conceivab! 
could carry over beyond this tem 
porary period of regulation to th 
detriment of the industry and th 
individual dealers within the in 
dustry.” 

Declaring that dealers are the 
“victims of a _ cost-absorption 
policy or technique,” the NADA 
counsel maintained that OPS’ 
uniformity approach to the trade 
on margins contrasts with the 
agency’s enforced attitude on 
price ceilings under CPR 83 and 
the earlier SR 5. 

“Neither CPR 83 nor SR 5, 
Moore explained, “purported t 
establish ‘uniform dollars-and-cent: 
ceilings or percentage margins fo: 
| groups’ of dealers. Nor would sucl 
|regulations for our industry be 
| practicable or equitable, since prac- 
tices and charges of dealers as well 
as costs to them have always va- 
ried so greatly from dealer to deal- 
er and locality to locality ... 

“Administration of those regula- 
tions will be greatly expedited if a 
more realistic approach to our in- 
dustry’s problems is taken and the 
present regulation interpreted and 
clarified in the light of our cus 
| tomary business practices. This, we 
believe, Congress intended. 

“Assuming, for the sake of argu- 
ment, that the provisions of the 
regulation for our industry should 
apply to groups of dealers, rather 
than individuals, in those regula- 
tions, alternative methods to be 
used in computing ceiling prices 
must be provided for use by groups 
using different methods during the 
base period, and must not arbitrar- 
ily impose a formula foreign to all 
groups within the industry.” 
* * * 


OORE criticized OPS for fail- 

ing to adopt the prevalent 
trade terminology of “delivery and 
handling” in CPR 83. Use instead 
of “preparation and conditioning” 
has proven ambiguous to many 
dealers who have habitually added 
non-labor cost items to these 
charges, he said. 

Charging that the cost absorption 
required of dealers violates both 
the Herlong and Capehart amend- 
ments, Moore said this program is 
coincident with a period of steadi- 
ly rising expenses and declining 
profits for dealers. 

Moore’s brief specifically ob- 
jected to the ban on passing 
along factory advertising charges 
to consumers. He also complained 
of the CPR 83 requirement that 
retail prices to cover various 
items be eliminated from total 
charges, 

The NADA official said that OPS 
officials have conferred only on 
two occasions with the Retail Mo- 
tor Vehicle Industry Advisory com- 
mittee. He said that neither SR 5 
nor CPR 83 adopted any recom- 
mendations of this committee. 

“In promulgating regulations for 
dealers,” Moore continued, “the 
director has not accorded them, as 
small businessmen, the full con- 
sideration and equitable treatment 
that the law requires.” 

x * - 


A§ TO the charge that CPR 83 
discriminates against dealers, 
Moore pointed out that the for- 
mula employed in CPR 83 for new- 
car retailers is vastly more restric- 
tive than the methods allowed un- 
der the new-truck and parts retail 
edict—CPR 67. The latter regula- 
|tion permits resellers to adhere to 
| base-period practices and imposes 
no ceiling or limitation on charges 
such as that in CPR 83. 

“We submit,” Moore said, “that 
the retail automobile dealers are 
entitled to the full preservation of 
their customary practices, methods, 
prices, charges and margins over 
‘current costs’ and that considera- 
tions similar to those announced at 
the time CPR 67 was issued must 
dictate the provisions and require- 
ments of the regulations for our 
industry. 

“Such considerations, sound 
and equitable as they are, were 
ignored by the director when he 
promulgated SR 5 and CPR 83. 
Such action is clearly discrimina- 
tory and inequitable.” 

Moore deplored the lack of CPR 
83 “interpretations” promised by 
OPS. The 5 percent ceiling im- 
posed by CPR 83 on preparation 
charges, he noted, has left many 
dealers wondering whether a sum 
in the amount of 5 percent of the 
basic price can be regarded as an 
allowable charge as well as a ceil- 
ing. 

“Interpretations are necessary if 
dealers are to be kept properly in- 
formed,” he stated. 
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Dealer Stocks Edge Up 


6.4-Car Average Compares with 5.8 Month Ago, 
12.3 Units in Same Period of *51 


Continued from Page 1) 


produced in the first quarter of 

1952 than were built in the same 

period of 1951, stocks on Apr. 1 

«owed an increase of more than 

000 over what they were at the 
start of this year. 

Dealers report that Regulation W | 
has virtually relegated all but a few 
lines of new cars to a position of 
being “unfavored makes” for gen- 
eral public a 

* 


| 


@QOME dealers think improved fac- 
” tory distribution might help the 
overall situation, but the early eas- 
ing of credit restrictions is viewed 
as the only real cure for a demand 
picture that reportedly never has 
been more distorted. 

For example, dealers handling 
one high-priced make car claim 
a tremendous backlog of orders, 
some reporting they are sold out 
for the year. A few other lines 
cited backlogs, too, but the vol- 
ume of orders on hand at the 
end of March in most cases was 
admittedly insignificant. 

Dealers say the “maldistribution” 
factor in the sales picture is some- 
thing separate and apart from the 
overall situation, but that it is 


New-Car Stocks 


In Postwar 
(Estimated by Automotive News) 





Dealers’ 
Cars Cars in Total 
in Transit Potential 
Period Field to Inventory 
Ending Stockst Dealers Stocks 
dan. 1, '50.. 251,754 188,500 440,254 
Apr. 1, ’50.. 276,136 158,000 434,136 
June 1, ’50.. 247,680 160,200 407,880 
Sept. 1, ’50.. 239,642 160,400 400 ,042 
Oct. 1, °50.. 208,367 157,800 366,167 
Nov. 1, °50.. 330,571 158,500 489,071 
Dec. 1, °50.. 295,521 128,300 423,821 
Jan. 1, ’51.. 305,888 938,900 404,788 
Feb. 1, ’51.. 291,042 127,000 418,042 
Mar. 1, °51.. 303,874 136,000 439,874 
Apr. 1, °51.. 406,541 138,500 545,041 
May 1, ’51.. 369,101 113,000 482,101 
June 1, ’°51.. 365,241 93,000 458,241 
July 1, °51.. 357,606 90,700 448,306 
Aug. 1, ’51.. 299,786 87,500 387,286 
Sept, 1, ’51.. 283,402 800 370,202 
Oct, 1, °51.. 250,762 79,500 330,262 
Nov. 1, ’51.. 230,804 76,000 306,804 
Dec, 1, ’51.. 250,445 77,500 327,945 
Jan, 1, °52.. 224,968 31,000 255, 
Feb. 1, ’52.. 198,762 69,000 267,762 
ont 1, °52.. 182,577 76,000 *258,577 
Apr. 1, ’52.. 203,398 ,000 286,398 


’ 

“Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories and demonstrators. 

*Revised. 








FRB 


(Continued from Page 2) 


FRB said, “that, despite this be- 
lief, relatively few people (less than 
one in 10) consider the present a 
good time to buy before prices go 
higher.” 

Somewhat fewer consumers ex- 
pected price increases than was the 
case in early 1951, while the num- 
ber of those anticipating a level 
price structure rose from two in 10 
to three in 10. “A very small num- 
ber,” the FRB said, “continued to 
believe the ensuing 12 months 
would bring price drops.” 

In both 1951 and 1952, the num- 
ber of people expecting price 

rises far surpassed the group 
expecting higher incomes, al- 
though the differential was some- 
what less this year. 
Approximately one-third of the 

spending units did not expect their 
income to keep pace with prices 
this year, but increases in income 
were expected during 1952 with 
considerably greater frequency 
than declines. 

“This information,” the FRB not- 
ed, “is merely one "guide to possi- 
ble consumer action; it is not a 
forecast of what people will do. 
Plans may be changed to a signifi- 
cant event because of important 
developments that were not fore- 
Seen by consumers at the time 
they were interviewed.” 


Calif. Price Display Law 
Ruled Unconstitutional 


SACRAMENTO, Calif—A Cali- 
fornia district court of appeals has 
ruled that gas stations may refuse 
to display full prices on their “save” 
Signs. 

Because the 1949 law requiring 
display of such prices singled out 
One industry, the appellate court 
declared that law unconstitutional. 


|making its contribution to a slow 


market. 

A dealer in one of the North 
Central states charges that factory 
“maldistribution” stems from “an 


|effort to make top-grade dealers 


out of mediocre, untried and in- 


efficient material.” 
* + * 
E SUGGESTS that automobile 
retailers may be in for a com- 
petitive period that dealers, “whose 
principal experience is postwar, 
may not be prepared to meet.” 
“Larger production,” the same 
dealer emphasizes, “will hurt deal- 
ers. Better distribution is a crying 
need.” 


Dealers holding an optimistic 
outlook for new-car sales this 
spring were in a minority in the 
survey. But nearly all dealers 
say they think the market for 
used cars (described as stronger 
now than for new cars) will con- 
tinue to improve. 

A Southwest dealer reported: 


* * * 


EGULATION W has eliminated 

45 percent of my market. A 
worker earning less than $125 a 
week, with a car older than 1947, 
can’t buy a new car without sacri- 
ficing his living standard. Lower- 
wage earners are completely out of 
the market. 


“Many persons needing a car to 
replace the one they now own are 
turning to a later model instead 
of a new one. Used-car sales 
should continue good and prices 
likely will get a little stronger.” 


Discounts of overallowances on 
tradeins in order to close new-car 
sales reportedly continues to be the 
rule rather than the exception. On 
this, an Eastern dealer (handling a 
medium-priced make) commented 
as follows: 

“Three hundred sixty dollars is 
an average overallowance on a 
tradein. Most of today’s new-car 
prospects are about $20 short in 
their ability to meet monthly notes 


968|on balances under Regulation W. 


A dealer either supplies the differ- 
ence through discounting or over- 
allowing, or he doesn’t sell many 
units.” 

* a a 


A MIDWESTERN dealer, handling 
the same make of car, had 
this to say: 

“We are discounting or over- 
allowing about $100. Regulation W 
is seriously hurting our business. 
Business has been very poor all 
this year and, if it doesn’t pick up 
in April, we will have to write 1952 
down as a bad year. However, we 
look for used-car sales to be good.” 

On Regulation W, dealers differ 
only in the length of the time- 
payment period they think is 
needed to lift new-car sales out 
of their current lethargy. 

Most dealers say nothing less 
than 24 months will help, while 
others think 21 months would do. 
A few of the 21-month proponents 
are firmly against extending credit 
on cars for any longer period than 
that. 








Olds’ Jones Sees 
Big Success for 


Power Steering | 


LANSING.—General Motors hy- 
draulic steering is headed for 
“widespread public acceptance,” G. 
R. Jones, Oldsmobile general man- | 
ager, predicted last week, following | 
talks with dealers on a cross-coun- 
try tour. 

“Women drivers are particularly 
enthusiastic about the new ease of 
power-assisted steering,” said Jones. 

GM hydraulic steering is offered 
on all three series of Oldsmobile 
cars as optional equipment at extra 
cost. It is a development of GM’s 
Saginaw Gear division. 

According to Jones, most Olds- 
mobile dealers anticipate that pow- 
er-assisted steering will be ordered 
on a majority of new-car orders 
within the next several years. 

Its pattern of acceptance, Jones 
said dealers indicated to him, is 
closely following that of Hydra- 
Matic. 
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Jobber-Booster Meeting Draws 168 Persons— 


There were 168 Jobbers, Boosters, manufacturers’ representatives from Ohio and Michigan, and 16 representatives of Cham- 
pion Spark Plug at a lunch sponsored by Champion in Toledd recently. Morris Wright, of Thompson Products, discussed “Care 


Will Save Your Car." 


A tour through the Champion plant occupied the morning. In the afternoon, a joint jobber-booster meeting 


was called by Don Switzer, president of B-19 and Detroit district managers of Federal-Mogul Service. Bob Ward, Champion's 
assistant sales manager, told the group of the need for further education of mechanics in the auto industry. Technical films 


were shown. Following adjournment of the joint meeting, the boosters and jobbers held separate business meetings. 


Switzer 


presided at the Boosters session, while Clarence Meinen, manager of Luttrell Auto Supply, Toledo, was was jobber chairman. 











Stolen Stickers 


Police Uncover Racket 


In Memphis 

MEMPHIS. — Police here have 
uncovered a traffic in stolen auto 
safety inspection tags. 

The tags are issued three times a 
year, and are put on cars after 
they have passed the city safety in- 
spections. 

Arrests of 26 men who have been 
skinning the stickers from ap- 
proved cars and selling them to 
jalopy owners for as high as $10 
each, have been made, police re- 
ported. 

The racket was discovered when 
police found an old car bearing a 
truck inspection tag, and traced it 
back to the seller. Having no prece- 
dent or proper charge to enter 
against the offenders, the police 
have charged them with “malicious 
mischief.” 


Over-Ceiling Price Deal 
Reopens Copper Mine 


WASHINGTON. — The Defense 
Materials Procurement Agency has 
entered into an_ over-the-ceiling 
price agreement with Copper Range 
Co. of Boston to produce over the 
next two years some _ 6,372,000 
pounds of prime lake copper which, 
due to high-cost factors, otherwise 
would remain unmined, DMPA an- 
nounced last week. 


DMPA Administrator Jess Lar- 
son said the ore will be mined from 
the company’s “high-cost” Cham- 
pion mine in Houghton county, 
Mich, The government has agreed 
to purchase up to 6,372,000 pounds 
of the metal at a price of 33.8 cents 
a pound. The present ceiling price 
for lake copper is 24% cents a 
pound. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 








Ferguson Suit Is Settled 
By Ford for $9 Million 


(Continued from Page 1) 


last week, Ford Motor will make 
changes in a pump used on tractors 
it sells through Dearborn Motors. 

All claims against individuals, in- 
cluding charges of conspiracy and 
violation of antitrust laws, were 
dismissed in the judgment, as ap- 
proved by Federal Judge Gregory 
F. Noonan. 

* * * 
| raced was given until Dec. 31 to 
make the changes in its tractor 

pump. Otherwise, changes will not 
effect any Ford tractors now in use 
nor any current model 8N the 
company continues to produce. 


There were indications that the 
suit. was settled without complete 
harmony between opposing fac- 
tions. Said Henry Ford II: 

“In normal times, Ford Motor 
Co. would carry such a suit to 
final conclusion in courts. These 
are not normal times. Under the 
circumstances, we were glad to 
get rid of the litigation to avoid 
the expense, harrassment and 
further interference with our 
tractor business involving addi- 
tional years in the courts.” 

Ford said the settlement “in no 
way interferes with Ford Motor 
Co.’s continuing to offer the farmer 
the lowest priced tractor with hy- 
draulic control and the present 
method of attaching and operating 
implements.” 

* * 
ae Harry Ferguson: 

“The most successful aspect of 
the litigation is the feeling of con- 
fidence it will create in the minds 
of our inventors and the business- 
men who support them. 

“The Russians, today, are 

spending vast sums on inventions 
for increasing their military and 











Dealer Corbin Praised for Charity Work— 


David C. Corbin, president of City Chevrolet, Akron, is given major credit for the 
successful United Foundations campaign in his community. With Corbin as chairman, 
the drive topped its financial goal for the first time in five years of Akron fund raising. 
Corbin is shown (left) with Judge Oscar Hunsicker, Foundations head, and William 
O'Neil, president of General Tire and Rubber. 





economic strength. We must rely 
on our inventors to keep the lead 
we now have. 


“They cannot succeed without 
protection. Their work is vital to 
the arsenals of democracy.” 

The $9,250,000 settlement repre- 
sented past royalties on Ferguson 
tractors for patents dating back to 
July 1, 1947, 

“Ford’s submission to the Ferg- 
uson patents marks the first 
time,” said a Ferguson company 
spokesman, “the Ford Motor Co. 
has submitted to the patents of 
others in a major test.” 

The Ferguson-Ford fight began 
in January, 1948, with the filing of 
the suit. Witnesses gave more than 
9,000 pages of testimony. 


DiSalle Warns 
Against Laws 


To Curb Rivals 


CLEVELAND.—Addressing a re- 
gional conference here of the Na- 
tional Council of Private Truck 
Owners, Michael V. DiSalle sounded 
a warning against what he called 
attempts to regulate industry to 
alleviate the problems of competi- 
tion. 

DiSalle, who recently resigned as 
head of OPS, is now seeking a- 
U. S. Senate seat from Ohio. 

“It. seems incredible,” DiSalle 
told the group, “that some people 
seem to think that the only solution 
to problems arising out of compe- 
tition is to find more restrictions 
designed to offset the competitive 
advantage among various types of 
business.” 


DiSalle urged the public to direct 
its attention to the selection of 
men of high integrity for public 
office. 

“The answer,” said DiSalle, “will 
not lie in more regulation and more 
restriction, but will lie in the ability 
of competitors to perform better 
service and in putting their tech- 
niques to work.” 








Dealers Elect 
Carrington in 


Southern Calif. 


LOS ANGELES.—Roy S. Car- 
rington was elected president of 
the Motor Car Dealers Assn. of 
Southern California at the groups’ 
annual meeting here. Carrington 
succeeds Spencer T. Honig. 

Other new officers are: Marvin 
K. Brown, vice-president; Lee Fro- 
man, secretary, and Frank Brad- 
ford, treasurer. Charles Elmendorf 
continues as executive secretary. 

Directors from Los Angeles are: 
Bert Kelly, W. R. Buffington, Art 
Hanifin, Bill Bryant, Frank Swift, 
Earl Washburn, Kenn Sopp, Ted 
Wessen, Carrington and Honig. 

In a parting note, Honig urged 
members of the association to take 
every possible action to bring about 
safe driving conditions in their 
communities. 
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Gas-Station Competition of the current trend toward grant- 
1 E 5 ing one company exclusive rights 

Un wr vORE, Mate laws hich | to conduct business along controlled 
ee —sState laws which | access highways. This practice de- 
pn son gn atl Ra PO motorists of their freedom 
Leaithey for every interest involved,” | of brand choice and of the benefits 
according to the American Petro-|°f competition, while denying sup- 
leum Industries Committee. pliers the right to compete for 





The APIC points out the dangers’ business, the committee contends. 











We’re keeping this under our hat until May. 


Tro Rirty 
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HERE’S A Super- ° 
THAT WORKS FOR PENNIES A DAY! 











“SHOWCASE” those special car values on a Macton revolving turntable . . . 
and watch it draw customers like a magnet! Yet this sensational attention- 
getter is unbelievably simple to assemble and operate. It has only two parts- 
can be used anywhere—is completely weatherproof—and is a cinch to install! 
No wiring, no foundation—just plug it in, that’s all. If it’s faster “turnover” 
you want... order a Macton turntable. TODAY! 


CHECK THESE FEATURES: 


@ Costs about one cent per hour to operate! 
@ Makes one complete revolution every two minutes! 
@ Collector rings for interior car lighting! 

@ Drive-on Runway e@ 4500 Ib. capacity 
@ Interchangeable.steel top 4 ft. diameter 10% extra 
for display of motors, accessories, parts. 

@ Unconditionally Guaranteed for One Year! 


MACTON MACHINERY CO., INC. 
LOCUST AVENUE ¢ PORT CHESTER, N. Y. 


ONLY 


$545.00 


F.0.B. Port Chester 


Order Today or Write 
for Literature 
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Affecting Factories and Dealers . . . 


vampaigns for the Detroit Free 
Press, which carried the first in- 





| Auto Advertising 


By George Deery 
Associate Editor 


subscribed to the _ reconstituted 
Advertising Research Foundation 
|in the past four months, B. B. Gey- 
er, board chairman of the foun- 
dation, has announced. Geyer, who 
is also president and chairman of 
Geyer, Newell & Ganger, spoke at a 
session of the 34th annual meeting 
of the American Assn. of Advertis- 
ing Agencies in White Sulphur 
Springs, W. Va. 

He reported that in addition to 
two subscriptions of $7,500 each 
from the Four-A’s and the Assn. 
of National Advertisers, 56 adver- 
tising agencies have subscribed 
$51,700; 45 advertisers, $41,300, 
and 21 media, $16,400. 

Among the media subscribers he 
listed Life, Time and Fortune, Co- 
lumbia Broadcasting System, Dell 
Publications, Business Week, Farm 
Journal and Pathfinder, American 
Builder, Popular Mechanics, This 
Week, Today’s Woman, Look, Na- 
tional Geographic, True Story and 
Photoplay. He also announced that 
a subscription application had been 
received from Crowell-Collier Pub- 
lishing. 

Geyer said the foundation should 
provide a set of research standards 
that can be recognized, understood 
and depended upon by the whole 
advertising industry. 

“It is most unfortunate that re- 
search findings are not today ac- 
cepted at face value,” he _ said. 
“There are wide discrepancies in 
the results of techniques intended 
to measure the same thing. There 
are varying degrees of doubt that 
dissipate research investments. So, 
our first objectives are reliability 
and believability.” 

7 * 


C-E Expands 


To provide for personnel ex- 
pansion and growth, Campbell- 
Ewald, ad agency, now occupies 
the entire fourth floor of the new 
Remington Rand building, 2978 
W. Grand Blwd., Detroit, as an 
annex, to house several depart- 
ments, H. T. Ewald, president, 
has announced. 

A total of 111 employes com- 
prising the accounting depart- 
ment, the schedule department 
and the CeCo Publishing Co., a 
subsidiary which produces 
Friends Magazine for Chevrolet 
dealers, will be housed in the 
building. 


* 


* * 


GMAC Program 


A national ad campaign, the big- 
gest sponsored by the company in 
the past 10 years, will be launched 
by General Motors Acceptance 
Corp. in 129 daily newspapers in 81 
selected cities, Apr. 16, it was an- 
nounced by John J. Schumann jr., 
president. G. ArDee Ames, vice- 
president in charge of business de- 
velopment, will supervise the cam- 
paign which will announce the 
GMAC “Thrift-Guard” time pur- 
chase plan to be made available for 
all products sold by GM dealers. 

The campaign will be a continu- 
ous one with ads scheduled in 
newspapers approximately once a 
week, Supplementing the daily 
newspaper campaign, additional 
ads will be run in automotive trade 
magazines. The magazine ads in 
two-color page spreads will appear 
in the April issues and continue to 
the end of the year. Campbell- 
Ewald is the agency. 

. * 


R. E. Powers 


Robert E. (Jake) Powers, 57, a 
public relations man for B. F. 
Goodrich for 20 years and former 
city editor of the Akron Beacon 
Journal, died March 30 after a long 
illness. Born in Decatur, Ill., Pow- 
ers entered the newspaper field as 
a reporter for the Decatur Herald 
and later served on various IIlli- 
nois and Iowa newspapers before 
joining the old Akron Times. 


7 ” om 

Joins M, J & A 

Signalling expansion which has 
doubled billing in this phase of op- 
erations during the past year, 
James R. Adams, president of Mac- 
Manus, John & Adams, has an- 
nounced the appointment of Roy A. 





Meredith, pioneer TV _ technician 


One hundred and twenty-four ad- department with headquarters in 
vertisers, agencies and media have | New York. 
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| 
| 





sertion last week, said that 11 ads 
are in the series which will cover 
other economic subjects, as well 
as the tax theme, He originated 





the idea. 

and cinematographer, as director ? a Qf c 

of the agency’s radio and television | Miller on K & E Board 
Donald C. Miller, vice-presiden 


in charge of the Detroit office o 
Adams also announced the pro-|Kenyon & Eckhardt, has _ bee: 
motion of Henry G. Fownes jr. to| elected a member of the advertis 
director of radio and television pro- | ing firm’s board of directors. Mille: 
duction and other staff changes to|joined K&E in 1947 after being 
meet the growing needs of the|associated with Packard. He wa: 
department. Addition of 2,000| elected vice-president of the agency 
square feet of floor space in the|in 1949. 
company’s eastern offices coincides | * 


with the personnel expansion, he ne . 
° ’ Waindel Takes New Post 


said. 

* * | Appointment of Gerald A. Wain- 
del as manager of public relations 
Ads Tell Tax Toll and advertising of Associates In- 
A two-page newspaper ad, driv- | vestment has been announced by 

ing home the point that “Out of | Robert L. Oare, board chairman. 
every automobile dollar taxes Waindel was for six years with 
take 31.4 cents” will appear in 80 |the public relations staff of Swift 
daily newspapers throughout the |g Co., Chicago, where he headed 
nation under the sponsorship of |the community relations division. 
dealers, industrial firms and trade | As an assistant city editor of the 
associations, Edward Geller an- | yilwaukee Sentinel, he was one of 
nounced last week. the original group of newsmen: to 
Geller, a creator of special ad ‘form the Office of War Information. 


* > 








Quantity 


PRODUCTION 
of 


GREY IRON CASTINGS 


al. 
. 


ONE OF TH 


E NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


«[- 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 











Our New Prices Are the Lowest Yet 


LICENSE PLATE CLIP 
(SL 


abies abiaeas 
BRIGHT CADMIUM RUSTPROOF FINISH 
40c Each 


STROXG TENSION SPRING, DOUBLE LOOP 
G MANUFAOT 
35c Ea. in 


BY 
LIMITED SUPPLY. ORDER NOW. 
Enclose 25c Postage on Small Orders. 
One Doz. Lots 
Immed. Delivery 
















Attractive Offer for Jobbers, 


DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N. Y. Dept. AN 4 














Chevrolet dealer (Va.) Cs co) 
#6216 writes: WS 


“Your follow-up made last month, our biggest 
79 


service month in 22 years... 


WRITE TODAY TO 


CUSTOMER CONTROL, INC. 


LONG ISLAND CITY 1 
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Mason Heads Up 
Conn. PR Group 


HARTFORD, Conn.—William E. | tee are Israel Grody, West Hart- 


| tions committee, it was announced 
|last week by Henry A. Schaller, 
| president of CATA. 

| 


Others appointed on the commit- 


Ma on, Stamford, has been named! ford; Richard Burkhart, Water- 
chairman of the Connecticut Auto-| bury; Joseph Santin, Mystic, and 
moive Trades Assn. public rela-| J. Raymond Lenahan, New Haven. 
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THE LOWEST PRICED 


hey lag 


less than 
4¢ each! 





SPECIFICATIONS: Tag is illustrated actual size. Plastic tag, with 
brass ball chain. Tag allows 3 or 4 lines of copy, 15 spaces per 
line, capitals, one side only. For copy on both sides, add 2c extra 
per tag. Assorted colors, red, blue, yellow and green. 30-days 
delivery printed. 


“MR. LOW PRICE" FORM NO. 951 





250 at 8c .... $20.00 
500 at 6c ~~... $30.00/2500 at 4.2c $105.00 
1000 at 5.2c .. $52.50 5000 at 3.7¢ . $185.00 


PRICES F.O.B. ST. LOUIS 2, MO. 











CLIP THIS AD AND ORDER DIRECT FROM 


COMFORT 


Specialty Company 
200 SOUTH SEVENTH, ST. LOUIS 2, MO. 














RNA ala” BLO EE ME See 


ee aan 











Put the Skids 


under Overtime Costs! 





Gain more production time in your 
factory by utilizing American Airlines 
Airfreight! We'll show you how it 
actually saves money as well as time. 


For further information, wire us collect- 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N.Y. 
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CAR DEALERS! . . . Buy Direct! 


Genuine Lambs Wool 
POLISHING BONNETS 


These bonnets are only sold direct to car dealers. For 








that reason, our prices reflect tremendous savings to 
you. They are all first quality. Satisfaction guaranteed. 


~~ Look At These Savings! 
8" "3" $18.00 OU. $12,502" 





PRICE... 
a" *e0"" $21.00 Gut. $13.502~ 


SPECIFY CENTER HOLE OR DRAWSTRING TYPE 














Order Today! Shipped Open Account to 


Write for quotations on spe- 
Rated Dealers F.O.B. Hackensack, N. J i 


cial sizes—any quantity. 


AUTOMOTIVE MANUFACTURERS OUTLET 
292 Main Street, Hackensack, N. J. 
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Labor 


(Continued trom Page 2) 


men went into its second week with 


| hopes for an early settlement still | 


|dim. Fifty-eight members of the 
| East Bay Automobile Dealers Assn. 
; were carrying on with staffs lim- 
jited by the refusal of mechanics 
|and other employes to cross sales- 
men’s picket lines. 

A dispute over commissions pro- 
voked the strike against four deal- 
erships. Fifty-four other East Bay 
operations promptly sent home 
| their selling forces under an honor 
| agreement. 
| o . * 

FEDERAL conciliator was still 
+ holding separate meetings with 
the opposing sides in the Oakland 
strike late last week, but had re- 
ported no progress toward resump- 
tion of joint sessions. 


Reports from dealer association 
headquarters told of many super- 
visory employes being “scared 
off” their dealership jobs by 
threats of violence. 


Several dealerships were letting 
their service work out to independ- 
ent shops in the absence of repair 
personnel who respected picket 
lines. Some concerns, however, re- 
ported business as good despite the 
tieup. 

* + * 
Se WASHINGTON, meantime, 

President Truman’s seizure of 
the steel industry had the effect of 
sustaining production in that in- 
dustry, but steel executives and 
many congressmen challenged the 
government’s action as “unconstitu- 
tional confiscation.” 

With Acting Mobilizer John Steel- 
man in charge, wage negotiations 
were resumed Wednesday between 
the steel industry and the CIO 
Steelworkers, which called off its 


Sawyer in charge of the mills. 
* + * 


- MILWAUKEE, Rosenberg told 
police that Drobac assaulted him 
shortly after he fired Alfred Fen- 
ner, a salesman, for failing to sell 
his quota of cars. 

“At 7 p. m. Friday night (Apr. 
4),” Rosenberg related, “Charles 
Goldstein, our sales manager, and 
I were talking on the used-car lot 
when a car pulled up nearby and 
two men got out. One man said, 
‘'m Don Drobac. I’m the union 
organizer and, unless you put this 
fellow back to work right now, 
T’ll close the place up in half an 
hour.’ Standing next to him was 
Fenner. 


“Drobac continued to argue 
and then hit me,’ Rosenberg 
said. “I hit back but then Dro- 
bac threw off his coat and began 
hitting me some more. Finally, 
he jumped on me and wrestled 
me to the ground and kicked me 
at the same time. 


“Goldstein attempted to pull Dro- 
bac off me, but Fenner prevented 
Goldstein from helping. I managed 
to wriggle free, and then both Dro- 
bac and Fenner jumped into their 
car and drove off. 

“Goldstein and I went to the show- 
room and then I went to the hos- 
pital for treatment. While I was 
at the hospital, I understand two 
unidentified men came to the of- 
fice and told some of my salesmen 
that they were going to close up 
the place tomorrow.” 


The night of the beating, a police 
squad checked Rosenberg’s home in 
near-by Whitefish Bay after the 
dealer asked for police protection. 

2 * * 
PREVIOUSLY, County District 
Attorney William J. McCauley 
had warned Drobac about state- 
ments he made from a sound car 
during a demonstration at the 
Humphrey Chevrolet lot. Police 
charged that Drobac had violated 
a city ordinance forbidding sound- 
car references to specific organi- 

zations or businesses. 


The CIO union moved into the 
night-closing dispute belatedly. 
Original demands for the two- 
nights-a-week shutdown were 
made by an unaffiliated group, 
called the Milwaukee county au- 
tomobile salesmen’s protest com- 
mittee. 

Drobac changed his mind about 
this committee after earlier de- 
scribing it as a “front” for Humph- 
rey competitors seeking to force 
him to close down. He said later 
that the CIO joined in the program 
upon recognizing its “true work for 
salesmen.” 
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scheduled strike after the President | 
put Secretary of Commerce Charles | 


a) 


W 4 4 week by President Lauritzen. 
} 
ilkins Heads | Other appointed members of the 
|committee are Willard Mooers, 
Va. PR Group |Richmond; Guy O. Farley, Staun- 


RICHMOND, Va.—Walter J. Wil-| ton; Henry Rutrough, Roanoke, 
kins, president of Norfolk Motor |and George Spinks, Bristol. 


Co., Norfolk, Va., has been named | 


chairman of the Virginia Automo- The back pages of every issue of AUTO 
MOTIVE NEWS contain the WANT AD 


bile Dealers Assn. public relations | Section, Others are profiting from AUTO- 
committee, it was announced last | MOTIVE NEWS WANT ADS! Are you? 


In this week’s POST (April 19 
issue) notice how we are asking 
them to buy from you. Do the same. 
Follow up. ‘‘Ask them to buy”’ in 
your showroom...on your used car 
lot...in your service department. 

The Fulton story of driving 
safety and comfort is quickly and 
simply told. Do it now— every day 
— and you'll build up sales! 


dy buy" 


SAFETY 















P to 
cor without? 
Fulton Sun Shield 


the Ful 
manent peasy alumin' 


i : is engineere ‘ul us 
; re now to enjoy Sun Shield 15 tines, with tastef : 
? prep tection dsome the 
planning # fF P'vour best Pro " an _ ~ s steel, eve ke every 
mt inles : 
e stain sl 
the blinding eld In its cool of modern © by \ton — 
UP mile will be MOF® =, safer triP Jy installed oP 4 
Fulton’s ooo Shield omicalet now 
; t—me See your 
t—easily 8© 


This is the third 
advertisement in the 
powerful FULTON 
campaign — more to come! 
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No. 36 DE LUXE 
TRAFFIC LIGHT FINDER 


THE FULTON COMPANY 
MILWAUKEE 14, WISCONSIN 


In Canada: J.C. Adams Co., Ltd., Toronto 


A natural sale with every Sun 
Shield — to bring those 
overhead traffic lights into view. 











EXTRA SALES! Bigger Profits! 


Replacement GRILLES 





PAPPRRE PROPOR ¢mIZaEI 
HeEPP DADA A SAC | one 


(1952 BUICK GRILLE) 








Also Also 
STEEL GRILLES — SHELLS CAST es se GRILLES 
or 
Buick, Chrysler, DeSoto, 
Dodge, LaSalle, Oldsmobile, 
Packard 


for 
Pontiac, Chevrolet, Ford, 
Plymouth, Buick, Dodge, 
Mercury 




















Here's America's BIGGEST GRILLE VALUE! Priced to enable you to undersell 
Auto Agencies from 25% to 50%. We build a strong, long lived grille— 
using durable aluminum for castings, and the Finest, Prime quality cold rolled 
steel for stampings. Guaranteed and double spot-welded for extra strength 
throughout. 


CHECK YOUR STOCK WITH LIST ABOVE 
SEND FOR FREE CATALOG 
and the NAME of Your Nearest JOBBER to 








Z2111—SOUTH MICHIGAN AVENUE 


CHICAGO 16, ILLINOIS—DEPT. AN 


| GENERAL GRILLE CO. | 
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No Spring Boom Seen by Dealers . . . 








Reg. W Blasted for Sales Slump 


(Continued from Page 1 


to keep new-car prospects away 

or, at least, make them harder 

to deal with. 

The situation is further compli- 
cated by variations in stocks in 
the same area among dealers han- 
dling the same make. Some dealers, 
taking orders against future deliv- 
ery, tell customers there is a short- 
age. On the other side of town, a 
dealer with the same line can of- 


fer immediate delivery and he pooh- | 


poohs all “shortage” talk. 
od * * 
DMITTEDLY, this is more a 


problem of distribution than 
anything else, 


enough cars or the one who has too 
many. 
The used-car market apparent- 
ly holds more promise of im- 
provement for most dealers. Bet- 
ter retail movement was reported 
from several cities and, in others, 
hopes are high that business will 
pick up when the weather warms. 
Reports from various cities fol- 


low: 
* * * 


Denver 


HE new and used-car outlook in 

Denver as far as spring sales 
are concerned is bright. Since the 
arrival of spring, sales have al- 
ready shown an upswing both in 
the new-car and used-car markets. 
Dealers report sales were better in 
March than in February. 

Several dealers claim they have 
a backlog of orders, while many 
others say that supply and dem- 
mand are about equal. Shortages 
of new cars in the lower priced 
field have created increased de- 


Chevrolet Plans 
A Long-Term 
Safety Program 


DETROIT.—Chevrolet wiil launch 
with the May Safety Month cam- 
paign a long-term program de- 
signed to keep vehicle safety con- 





stantly before dealers and custom-’ 


ers. 


Chevrolet will announce the pro- 
gram to the press today (Apr. 14). 

Features of the plan include pe- 
riodic safety inspections in Chev- 
rolet dealer shops and increased 
customer contact. 


Various gadgets will be used to 
bring the program to the attention 
of customers, including buttons, 
posters, tags and cards. 


One of the most ingenius of these 
is a plastic label to be attached to 
the top edge of the driver’s win- 
dow, carrying the owner’s name 
and the date of the last safety 
inspection. 


A glance will enable the order 
writer to address the customer by 
flame. 

Meanwhile, nearly all dealers are 
preparing to impress on custom- 
ers the importance of safety checks 
during the May safety program. 

Details of the program will be 
highlighted in the Service Issue of 
AUTOMOTIVE News Apr. 21. 


but it doesn’t help | 
either the dealer who hasn’t got | 





mand for used cars, dealers say. 

Denver dealers, for the most part, 
feel that spring and summer, dis- 
counting unforeseen happenings 
such as war or a general business 
recession, will bring good business. 
They also think a reasonable in- 
crease in the number of cars manu- 


factured can be absorbed in the 
| Denver market.—(I. R. Alexander.) 
+ * * 
Detroit 


VHERE has been a slight im- 
provement in new-car sales in 
the Detroit area, most dealers 
agree, but the increase is nothing 
spectacular. Used-car movement 
has shown greater improvement, 
but is still far from “substantial.” 
Not a dealer contacted expects 

a car shortage and the great ma- 

jority looks for hard selling to be 

the rule rather than the excep- 
tion in the months ahead. Many 
dealers handling the _ so-called 

“popular-priced” lines admit that 

although they’re selling all the 

cars they get, it’s necessary to 

“dig” for customers. 

One dealer reported that his con- 
tact with customers has convinced 
him that nobody expects any short- 
age of automobiles. He considers 
it a “fortunate thing” that produc- 
tion is restricted. He added that 
although his sales are up to deliv- 
eries, he “wouldn’t know what to 
do with the cars” if his monthly 
allotment was increased. — (Bob 


Gordon.) 
* * * 


Missouri 

HERE’S no way for sales to go 

but up, according to Bert Hath- 
away, advertising and sales man- 
ager of Bryant Motor Co. (Dodge- 
Plymouth), Sedalia, Mo. 

Hathaway said news stories on 
greater, instead of less, car pro- 
duction had little effect on the 
local market since there were al- 
ready more cars than customers 
with qualified pocketbooks. 
National income tax day had 
more effect on slowing the new-car 
market than reports of more new- 
car production, according to E. E. 
Strobel, sales manager, Walter Mo- 
tor Co. (Dodge-Plymouth), Jeffer- 
son City, Mo. 

Demand has begun to increase, 
Strobel reported, probably stimu- 
lated somewhat by prospects of 
higher prices because of the steel 
situation. Stobel sees no possibility 

of a car shortage this year but 
feels that removal of Regulation W 
or an extension to 24 months would 
help close deals.—(L. H. Houck.) 
* ok 


* 


San Francisco 


CANVASS of San Francisco 

bay area dealers indicates op- 
timism for improved sales during 
the spring months, but the opti- 
mism is tempered by the restric- 
tions of Regulation W. 

Dealer after dealer indicated 
he could dispose of an increased 
number of units if the install- 
ment period were lengthened. 
Otherwise, a number of them in- 
dicated they might be hard put 
if production quotas are raised. 

“I have been in business a long 
time, but I’ve never seen anything 
to throttle business like Regula- 








Auto Officials View Outstanding Posters— 

Left to right are Mark Seeler, art director of Outdoor Advertising, Inc., New York; 
R. C. Somerville, sales manager of F’!ymouth; H. B. Heberling, assistant sales manager 
of Plymouth, and H. B. Sweeney, vice-president of Outdoor Advertising, Detroit, at a 


display in Detroit of ‘The Best Posters of 


1951,"" sponsored by Outdoor Advertising. 


The exhibition of original poster art came direct from the National Competition of 
Outdoor Advertising Art, held annually under the auspices of the Art Directors Club 


of Chicago. 
winners for 1951 and the 


Included in the Detroit showing were the first three Grand Medal award 
“100 best posters” 


of the year which included ribbon-win- 


ners from Ford, Chevrolet, Dodge, International, General Tire, Atias batteries, Dearborn 
Motors and Hudson in the automotive classifications. 





was the comment of Amos 
San Fran- 


tion W,” 
Crowl, manager of the 
cisco Auto Dealers Assn. 

“Dealers in San Francisco don’t 
say business isn’t good, 
because they aren’t complaining. 
With income taxes now out of the 


| way and the weather good, things 
| will improve but there 


will be no 
boom market. No one is complain- 


ing about not having enough cars. | 


Everyone has plenty of inventory. 

Dealers have all the cars they need 

now because of all the ee 
(Steve Still. ) 


* * 


Pitteburgh 


HATEVER happens in the steel 

industry naturally has a tre- 
mendous effect on all business in 
Pittsburgh. The current indecision 
has had a depressing effect on re- 
tail automobile sales. 

Discussions with dealers gener- 
ally bring forth five “causes” of 
the current slow market. Blamed 
most frequently are: Steel, poli- 
tics, prices, taxes and credit. 
Views of the future are divided 
with dealers in the low-priced 
field expecting good business and 
those in other categories some- 
what apprehensive. 


It is significant that none of the 
dealers contacted expects a short- 
age of cars. Most of them look for 
higher production which, combined 
with current prices and credit re- 
strictions, they believe will be at 
least equal to demand.—(Leon M. 
Leffingwell.) 

* 


* Pa 
Chicago 
| fovnees one exception, dealers con- 
tacted in Chicago expressed 
themselves as dubious over any 
marked upturn in new and used- 
car sales in the spring and through- 
out this year. All agreed that relax- 
ation or removal of Regulation W 
is necessary. They set one-third 
down and 24 months to pay as the 
solution. 


The dealers also said that pres- 
ent prices of automobiles will 
curb demand; that newspaper re- 
ports of increased production 
have developed a tendency among 
customers to bargain more keen- 
ly than under other circum- 
stances, and that signs point to 
no car shortage in view of the 
price and_ installment’ credit 
handicap. 

Even the one optimistic dealer, 
in reporting a recent pickup and a 
backlog of 300 cars, described buy- 
ing as “spotty” and hesitated to 
forecast spring sales and those for 
the balance of the year. He and 
others reporting a recent upturn 

said it applied to both new and 
used cars. 

Such observations were made as: 
“The outlook is not too good at 
these prices;” “the trend toward 
further inflation in wages and 
prices is harmful,” and “it looks as 
if there will be a shortage of cus- 
tomers rather than of new and 
used cars.”—(Mel Adams.) 

* ~ * 


Montgomery, Ala. 


HILE most dealers in Mont- 

gomery expect a seasonal in- 
crease in new and used-car sales 
with the coming of warmer weath- 
er, there is general agreement that 
the level of sales activity will be 
below that of the corresponding 
period of 1951. 


The consensus is that a number 
of factors are working to hold sales 
under the level of recent years. 
These factors are: Lessening of 
war pressure, public belief that 
cars will be plentiful, new-car price 
increases, credit ‘Festrictions and 
increases in the cost of living. 


Dealers questioned in a survey 
felt generally that this year’s 
production, as anticipated pres- 
ently and barring a prolonged 
steel strike, will be ample to sup- 
ply the demand, 

Credit restrictions are felt to be 
retarding the movement of new 
cars and late-model used cars. 
While most dealers do not object 
to the one-third down regulation, 
most believe that extension of 
terms to 24 months would help the 
sales picture considerably. One 
dealer in a popular line estimated 
that 10 percent more prospects 


1952 


but that’s | 





Wins K-F Dealer Contest— 





Eighteen merchandise awards were made by a committee of judges for the best 
among 25,000 entries in a Henry J limerick-completing contest staged by Chicagoland 


Kaiser-Frazer dealers. 


“Nibbles gas, gobbles miles, Kaiser's way,” 


Carrying off the grand championship prize by composing 


as the last line was Mrs. Margaret Greene, 


of suburban Hinsdale. Her rewards were an electric refrigerator and a home freezer 


Mrs. 


Greene, a former writer whose hobby is entering contests, now holds the title 


of dean of student nurses at the Hinsdale sanitarium and hospital. Left to right, with 
the prizes are: William Ferry, Village Motor Sales, Hinsdale; Mrs. Greene, and R. A. 
Gilruth, ad _manager of the Deepfreeze division, Motor Products, North Chicago, Ill 





would buy if they could pay on a 


two-year basis.—(William R. Lynn.) 
* - * 


New Orleans 


ROSPECTS of better business | 


conditions with the coming of 
the spring selling season are re- 
garded as good by most of the 
dealers queried on the question in 
New Orleans. 

There are two paramount rea- 
sons why local dealers look for 
a pickup in business in spring: 
(1) More cars will be available 
from manufacturers, and (2) 
business just has to take an up- 
ward trend. 

The majority of dealers contend 
that newspaper stories of greater 
production have the same effect as 
when there is a curtailment in pro- 

duction. These stories are looked 
upon by the dealers as good and 
bad. Good for them when there is 
a “lower production” news article 
and bad when a _ story states 
“greater production” of cars. 

There was no doubt that every 
dealer, new and used, was unani- 
mous in the opinion that Regula- 
tion W was definitely bogging down 
business. All dealers said it should 

be abolished or some modification 
made to extend the terms to 24 
months. Not a single dealer con- 
tacted expects a car shortage this 


year.—(Gordon Hebert.) 
- * * 


Buffalo 

(COMSIDER ARS optimism over 

4 spring business prospects in 
both new and used cars is expressed 
by Buffalo-area dealers. Some tem- 
pered their enthusiasm because of 
the steel strike and mounting con- 
sumer resistance to new-car prices, 
but on the whole, dealers said they 
looked for a brisk spring upturn 
with selling continuing active 
right through until July. 

One dealer in low-priced cars 
said the outlook was “excellent.” 
He said he had sold 15 cars “with- 
in a few hours” one day recently. 
He reported business has “jumped 
right back strongly.” He believes 
increased production schedules at 
factories won’t mean much to 
the individual dealer and he fears 
a shortage of cars later this year. 

Less optimistic was a dealer in 
medium-priced cars who described 
business as “still slow.” He looks 
for the traditional spring pickup 
but believes business will continue 
“hard to get.” With fewer new 
cars in stock, this dealer is making 
better trades profitwise and is not 
pushing his new car sales quite as 
hard because of the lack of stock. 

The survey revealed wide varia- 
tion in new-car stocks among deal- 
ers, ranging all the way from five 
to 65 cars. Less popular makes 
were in heavier supply. The ma- 
jority of dealers can deliver new 
ears fairly promptly, except in 
cases where customers are fussy as 
to model and color.—(George E. 


Toles.) 
* * * 


Seattle 
PRINGTIME has come to Seat- 


tle, but not to Seattle’s auto 
emporiums, and car dealers here 








feel that it’s going to take real 
searching and selling to bring the 
car-buying public out of winter 
hibernation. 

People are cautious about 
spending their money, dealers 
complain. They do not appear 
concerned over a possible car 
shortage—an attitude enhanced 
by recent published forecasts of 
greater production than expect- 
ed. And they are finding Regu- 
lation W a stiff obstacle to time 
buying. 

On used-car lots the sales situa- 
tion is brighter as would-be new- 
car buyers are forced into the sec- 
ond-hand market by Regulation W. 
The slowdown in sales of new cars 
is reflected in a decline in used- 
car stocks; and a shortage of late 
model and good older model autos 
is foreseen. 

As to the possibility of a new-car 
shortage this year, dealer opinion 
varies from a mild “it is conceiv- 
able that sales may not match pro- 
duction” to a gloomy “we'll have 
’em running out of our ears.” Pes- 
simism is not the general attitude, 
but there is agreement in the be- 
lief that how many cars are sold 
in the months ahead will depend 
greatly upon how well the car 
salesmen seek out prospects, build 
their desire, and turn them into 
buyers.—(Martin Trepp.) 


Ford (Chevrolet) Remodels 


The Chevrolet dealership in 
Tromball, Tex., owned by Millard 


Ford, is undergoing considerable 
remodeling, both inside and out- 
side. 


The gasoline pumps which have 
been in the front of the building 
are being eliminated and a 24-by- 
33-foot showroom is being built in 
the front. The exterior will be all- 
glass walls. 





Study European tee 
W. H. Graves, 


—— 


Packard engineering 
vice-president (left), and Edward Mac- 
Cauley, chief engineer of the styling divi- 
sion, plan to leave this week for Europe 
where they will study the possibilities of 
incorporating the Continental flair into 
future styling. Their program abroad in- 
cludes conferences with Italian body de- 
signers, the Turin (Italy) Auto Show and 
the British Industry Fair in May. 
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In First Quarter Car Output... 
How Makers Fared 
Total Total Est. 
ist Quarter, Ist Quarter, NPA 
1951 1952 Quota 
CHRYSLER CORP. 330,219 229,420 217,799 
Chrysler 43,334 31,923 ij 
DeSoto 25,289 24,326 ' 
Dodge 87,942 61,592 t 
Plymouth 173,654 111,579 t 
FORD MOTOR CO. 356,372 199,735 214,781 
Ford 278,364 154,764 + 
Lincoln 8,018 6,834 t 
Mercury . 69,990 38,137 + 
GENERAL MOTORS 673,454 426,470 415,981 
Buick 121,051 76,936 ’ 
Cadillac 29,684 20,378 t 
Chevrolet 334,800 210,200 7 
Oldsmobile 85,183 54,259 ij 
Pontiac 102,736 64,697 T 
KAISER-FRAZER 48,926 14,819 15,593 
Frazer or + 
Kaiser 48,926 14,819 + 
CROSLEY 2,497 737 3,521 
HUDSON . 55,289 22,561 29,677 
NASH ..... 42,350 23,390 33,198 
PACKARD 25,296 15,444 21,629 
STUDEBAKER ._....... 71,048 47,537 42,755 
WILLYS-OVERLAND 9,733 14,402 10,060 
TOTALS 1,615,184 994,515 1,004,994* 
*Does not include 1,006 units assigned to Checker Cab. 
+Makers producing more than one make of car allowed leeway in distribution of 
output. 








507,000 Units Seen for Month... 





Lloyd, MeFarland | 
To. Address Mich. 
Parley Apr. 28-29 


GRAND RAPIDS, Mich.—J. Sax- 
ton Lloyd, president of the Nation- 
|al Automobile Dealers Assn., and 
|Dr. Kenneth McFarland, General 
| Motors educational consultant, will 
| be the principal speakers at the 31st 
annual convention of the Michigan 
| Automobile Dealers Assn. here. 
| The convention will be held Apr. 
28-29 at the Pantlind hotel. 
| Other speakers will include: Jo- 
| seph Myerson, legal consultant for 
Universal C.1L.T. Crecit Corp.; Jo- 
seph O’Daniel, member of NADA’s 
Public Relations committee, and 
| Merrill D. Graham, retired GM ex- 
ecutive and leading authority on 
sales training. 

On Apr. 29 MADA will hold an 
annual old timers’ honorary break- 
| fast for dealers enfranchised for 25 
| years or more, along with an Inter- 
|Industry Highway Safety commit- 
| tee meeting. 








Week’s Output Up to 116,651 


(Continued from Page 1) immediate widespread effect in the 
ments to civilian goods produc- | 2Ut© industry, but it would certain- 
ers. However, this order was re- |!y have shown up in later sched- 
scinded prior to the government’s | uling this year. 
taking over of the steel mills, i 

A steel strike of two or three | 
weeks might not have had any | 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


. + 
| FAoure to build up to planned 
levels in the second quarter of 




















(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. | 
Ended Same Ended April to to 
Apr. 12, Week, Apr. 5, 1952, Apr. 14, Apr. 12 
1952 1951 1952* to Date 1951* 1952* 
CHRYSLER 20,544 28,493 20,263 36,696 386,207 266,116 
Chrysler 2,590 3,929 2,473 4,519 50,778 36,442 
DeSoto 2,102 2,615 2,097 3,766 30,346 28,092 
Dodge .. 5,514 7,641 5,430 9,859 103,219 71,451 
Plymouth 10,338 14,308 10,263 18,552 201,864 130,131 
FORD .. 20,442 26,717 20,375 36,531 409,313 236,266 
Ford 16,098 20,470 16,147 28,979 318,902 183,743 
Lincoln 537 540 518 883 9,185 7,717 
Mercury .... 3,807 5,707 3,710 6,669 $1,226 44,806 
GENERAL MOTORS... 38,082 47,660 33,243 63,557 776,210 490,027 
Buick . 7,198 8,317 6,784 12,533 137,377 89,469 
Cadillac. 1,976 2,047 1,773 3,401 33,789 23,779 
Chevrolet 18,154 23,811 14,548 28,764 381,240 238,964 
Oldsmobile 4,950 5,853 4,572 8,512 96,706 62,771 
Pontiac . 5,804 7,632 5,566 10,347 117,098 75,044 
KAISER-FRAZER . 1,401 3,033 1,334 2,481 56,008 17,300 
Frazer woe Siad Vesa caateiect ss aeons 
Kaiser .. 1,401 3,033 1,334 2,481 56,008 17,300 
CROSLEY 64 80 62 113 2,681 849 
HUDSON 1,598 3,053 1,917 3,045 61,551 25,606 
NASH .... 3,372 3,881 3,243 5,967 50,230 29,357 
PACKARD 1,424 1,310 1,443 2,602 27,952 18,046 
STUDEBAKER 3,370 4,131 3,472 6,162 80,221 53,705 
WILLYS-OV ERLAN D+ 1,154 818 1,298 034 11,252 16,436 
Total Cars, U. S. 91,451 119,176 86,650 159,188 1,861,625 1,153,708 
+Includes station wagons. *Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended April, to 
Apr. 12, Week, Apr. 5, 1952, Apr. 14, Apr. 12, 
1952 1951 1952* to Date 1951* 1952* 
CHEVROLET 6,558 9,694 5,170 10,134 136,313 91,787 
CROSLEY ‘i 10 18 9 17 264 117 
DIAMOND T .... 160 178 167 288 2,833 2,026 
oO) 80 92 80 144 1,386 1,040 
DODGE 3,428 3,580 3,378 6,173 47,088 48,266 
FEDERAL 55 54 34 89 600 572 
FORD 4,846 8,045 4,798 8,705 101,103 65,795 
GMC ..... . 2,296 2,550 2,323 4,158 40,796 33,316 
INERNATIONAL i 2,757 2,982 2,830 5,049 53,548 49,307 
MACK . asks 270 226 240 462 4,774 3,713 
ee 401 384 395 699 4,686 5,375 
STUDEBAKER ..... 1,320 872 1,327 2,385 12,802 17,859 
WHITE .. <a ; 310 404 312 560 5,282 4,362 
Ww ILLYS-OV ERLAND 2,408 1,962 2,302 4,175 24,127 30,092 
MISCELLANEOUS 301 338 301 542 4,415 4,527 
: Total Trucks, U. S.... 25,200 31,329 23,666 43,580 440,017 358,154 
ao Cars, Trucks, 
: % Wee ‘ 116,651 150,505 110,316 202,768 2,301,642 1,511,862 
Total Cars, oe 
. Canada ......... , 9,314 9,989 9,186 16,674 140,147 105,079 





Grand Total 
Cars and Trucks, 
U. S. and Canada 125,965 160,494 119,502 219,442 2,441,789 1,616,941 


‘Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, “TM 4 Nash, etc. 
N.B.;: All U. . totals include cars and trucks for military orders, 





this year would have resulted in 
putting some vehicle makers in a 
serious cost squeeze, especially 
those who were not able to realize 
their production quotas in the first 
quarter of this year. 

It was estimated that a pro- 
longed steel strike could shut 
down nearly all auto plants with- 
in 30 to 40 days. Plants normally 
keep enough materials in flow 
for at least 30 days’ production, 


but that industrial lifeline de- 
pends on suppliers’ inventories, 
too. 


Failure of jivst one supplier to 
make delivery on time can result 
in the idling of a final assembly 
line within a few hours. Parts of 
all kinds have been in better flow 
in recent weeks, but on some items 
there is still a serious imbalance. 

However, barring strikes in basic 
industries, there still seems every 
reason to hope that U. S. plants 
will build at least 1,500,000 vehicles 
(1,200,000 cars and 300,000 trucks) 
in the April-May-June period this 
year. 

* * * 
C IS general opinion throughout 
the auto industry now that gov- 


ernment controls over material 
usage have become more or less 
meaningless. Actually, NPA-as- 


signed quotas call for only 1,050,000 
cars and 250,000 trucks in the sec- 
ond quarter of 1952. 


But NPA permits any maker to 
make up production that may not 
have been accounted for under 
quotas for the fourth quarter of 
1951 and the first quarter of this 
year. Further, if they so desire, 
makers may begin building against 
their third-quarter production al- 
lotments starting June 15. 

On that basis, for example, 
General Motors—although GM 
has not production to carryover 
from previous quarters — could 
build about 485,000 cars in the 
second quarter of this year, as 
against a quota assignment of 
only 430,500. 

GM’s building of 485,000 cars in 
the second quarter would compare 
with 613,768 built by the corpora- 
tion in the same period of 1951, In 
the first quarter of this year, GM 
was held to the production of 426,- 
470 cars, as against 673,454 built in 
the same period of 1951. 

Production prospects from now 
on, barring strikes, are similarly 
brighter for other auto producers. 
It appears that the only govern- 
mental controls left that might se- 





been formed in Beaver Dam, Wis.. 


1,250 shares of common without par 
value. Incorporators are Kenneth 
Palmer, Michael Mersch and Arthur 
F. Fairhead. 





with an authorized capital stock of | 








! 


riously restrain auto makers’ pro-' 
duction efforts in the immediat 
future are credit controls, becsts« 
of their effect on retail sales. 
Dodge County Nash 
Dodge County Nash, Inc., has 





; Dealers Show ‘52 ‘Nash 





At Charlie's Nash, Detroit— 

More than 10,000 persons jammed the showroom of Charlie's Nash, oldest Detroit 
Nash dealer, with the showing of the 1952 models there. An orchestra provided music 
for the occasion. 





i 


At Byron Stout, Wichita, Kans.— 


During the new model showing at Byron Stout Co., Wichita, Kans., the 


“lady of 
the house" was presented with a new hat with every down payment on a 1952 Nash 
model. The spring hats were modeled in the special showroom setting pictured above. 


CO Poa Bs ba bl 





At Glenside Pa.) Nash Co.— 

The day before the 1952 Nash models were presented, the showroom windows of 
Glenside Nash Co., Glenside, Pa., were decorated with this ‘‘teaser’’ announcement 
trim. Golden Airflyte models were received enthusiastically, the dealership reports. 





Cooke's Attracts Nearly 8,000— 


Between 7,000 and 8,000 persons attended the two-day showing of the 1952 Nash 
cars at Thurston Cooke Motor Co. in Louisville. As special attractions at the preview, 
the dealership invited two officers from the Mexican army stationed at nearby Fort 
Knox as special guests and Offered « a free trip for two Persons to Mexico. 











° 2 was transferred to the Canadian company 
Obituaries in 1937. , 
Stephen L. K | Fe 
tephen err a 
BREMERTON, Wash.—Stephen L. Kerr, C. N, Macdonald 
58, who has for many years past operated DETROIT Chrisholm Nicholson Mac- 
auto dealerships in Salt Lake and Boise, | donald, 51, president of the Gear Grinding 
and for the last 10 years ran a Ford|Co, and Formsprag Co., both of Detroit. 
agency in Bremerton, died at home of aj|died Apr. 1 following a heart attack in 
heart attack. He was past president of the | Jamaica, B. W.I. Mr. Macdonald was a 
Bremerton chamber of commerce. resident of Grosse Pointe Farms, Mich 
* * * 
Raymond T. Cole 
ELMIRA, N. Y.—Raymond T. Cole, 66, Auto Stocks 
automobile dealer here, died March 24. | 


| 


Mr. Cole operated a Dodge dealership for Apr. Apr. 1952 
several years under the name of Raymond | 9 2 High Low 
T. Cole, Inc. For the past several years r- 1 = Sy i 
had been employed by Newton Motor Chrysler 74% Ld 76% 68% 
orp Crosley 236 2% 3% 2% 
<a ee: GM 53% 54% 55% 50 
Daniel G. Adams \Hudson 14% 14% 14% 12% 
NEW YORK.—Daniel G. Adams, presi- x . m1 ~. xhé 
dent of Adams Grease Gun Corp., died | te 6 6% -# 78 
March 19. ash 2036 20% 213, 1854 
* 6 6 | Packard 4% 4% 4% 4% 
Hugh W. Gregory | Stude. 37% 87% 38 3134 
TORONTO.—Hugh W. Gregory, 62, vice- P a, g & 
| president in charge of sales of Seiberling | | Willys 9% 9% 10% 85% 
Rubber Co., Canada, Ltd., died Apr. 1 at . 
Toronto general hospital. Prior to joining | Average 24.46 24.96 
ae ee 2 2, See, en ee Compiled from reports of trading on the 
\ ali . N. Y. Curb and N. Y. Stock Exchange. 





the West Coast. He joined the Los Angeles 
branch of the former company in 1932, and | 
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Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED 





TOP OPPORTUNITY for $15,000 to $20,- 


000 caliber sales manager. A progressive 
and prosperous Nash dealership, in busi- 
ness 20 years in Savannah, Ga., wants a 
top notch sales manager, Will consider 
only one, who has full knowledge of new 
and used car operations. Must be able 
to appraise cars and close deals. A 
leader, who can inspire salesmen to work 
for and with him and set example by 
making sales personally. A man 35 to 45 
years old, who has already demonstrated 
his ability in his previous connection. To 
such a person, we offer a starting salary 
of $10,000 a year. After proving himself 
on the job one year, $15,000 and better. 
Compensation beyond that commensurate 
with results produced. All replies will 
be kept in strictest confidence. Please do 
not apply unless fully qualified. Southern 
Motors, 301 E. Broughton, Savannah, 
Ga. Tel. 4-3478. 





MANAGER USED CAR DEPARTMENT— 


by one of the largest Chevrolet dealers 
in the state of W. Va., doing over $2,- 
660,000 volume of business last year. 
Used car manager thoroughly experi- 
enced, well trained with top notch refer- 
ences and record of results; having the 
ability to buy, sell and appraise used 
cars and trucks and train salesmen. 
Only a man possessing these qualities 
need apply. Present manager leaving due 
to necessity for changing’. climate. 
Rhodes-Walker Chevrolet Co., South 
Charleston. W. Va. 





SALESMEN. Due to expansion program, 


can use experienced salesmen calling on 
new car dealers, midwestern states. Body 
hardware, parts, accessories. Protected 
territory. Commission, drawing account, 
car expense. Sideline okay. National 
Automotive Parts, 310 W. Cumberland, 
Philadelphia, Pa. 








Asst. Sales Promotion 
Manager, Automotive 


Opening for young man, probably now 
employed, who wants to advance in 
hard-hitting factory organization. Cre- 
ability essential; 
booklet and folder production. Actual 
sales 


ative must know 


experience not essential but 
helpful. Want man not afraid of the 


new idea. 


Write, giving age, present connection, 

experience, education, salary desired. 

Enclose photo. All replies confidential. 
Box 1368, c/o Automotive News, 


Detroit 26 








IF YOU ARE NOW SELLING fasteners. 


small parts and specialties to one or all 
of the ‘‘big three’’ new car dealers, and 
are restricted as to territory or lines, 
contact us at once. Due to our sales 
expansion program we can offer you a 
large protected territory, the 3 major 
lines—Ford and Mercury, Chevrolet and 
GMC and Chrysler products. High com- 
missions, year end bonus, paid vacations 
and expenses to those who can qualify. 
Phone, wire or write for interview. In- 
quiries confidential. Lee Rodgers and 
Company, West Richfield, Ohio. 





NEW CAR SALES MANAGER under 40. 


Experienced. Sunny southern California 
popular GM line, 650 car contract. ‘‘Op- 
portunity knocks.’’ Be explicit in your 
reply. Conference if desired. Box 1356, 
c/o Automotive News, Detroit 26. 





EXCESS SHOP EQUIPMENT ? 
Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement 
answer! 


in this section is the 


AUTOMOTIVE NEWS 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS (18c) PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 


at regular rates, but if signed "Box No. ...... , in care of Automotive News, Detroit 26, Mich."' add One Dol- 


lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 


received, Display Ads: 


$9.80 per inch, per insertion. 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


HELP WANTED 








DEALERSHIPS AVAILABLE 











Automobile 
Sales Promotion 
Manager 


Manufacturer, near Detroit, has 
opening for an aggressive, ex- 
perienced sales promotion man- 
ager who's really got it on the 
ball. No amateurs need apply. 
Must be able to originate and 
direct sales plans for 2,500 
nation-wide dealer organiza- 
tion; be familiar contests; hold 
meetings, etc. 

Write fully, giving age, ex- 
perience, education, references, 
salary desired. 

All replies confidential. En- 
close photo. 


Box 1367, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER, like to get 10% of 


labor—3% of parts? You can do this 
with 20 year established Nash dealer. 
7 mechanics, best equipment including 
Clayton dynamometer, Bean visualiner, 
Sun testers and body shop. You will 
never look for ads like this if you have 
the qualifications to get this position. 
Box 1310, c/o Automotive News, De- 
troit 26. 





SERVICE MANAGER-—Pontiac experience 


preferred. Medium sized dealership. Pro- 
gressive organization. 44 hour week, good 
salary plus commission and bonus. Give 
details first letter. Address Sherman 
Pontiac Co., Freehold, N. J. 














POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half reguiar 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











Just back from 
ment in Europe, Africa, near East, etc., 
seeks similar assignment or export man- 








ARE YOU INTERESTED in a sound busi- 


ness future? We offer an exceptional 
opportunity to young men between the 
ages of 23 and 30 who desire a career 
in sales and want to become permanently 
situated. Experience is not necessary. 
Our representatives are thoroughly trained 
at our expense in the products we manu- 
facture as well as our selling and sales 
promotion procedure. They are also given 
supervised training in the field. When 
assigned to a territory, they receive 
weekly advances and guarantee of $488 
monthly until they become fully estab- 
lished, 1951 commissions paid to our 
leading producers averaged $53 per day. 
1951 commissions paid to all full year 
salesmen averaged $35 per day. You are 
invited to consider your future in our 
organization. Write fully, in your own 
handwriting, stating age, education, 
marital status, business records and ref- 
erences to P. O. Box 177, Memphis, Ten- 
nessee. Also inclose a snapshot photo- 
graph of yourself, if available. If you 
P the y qualifications, in- 
terviews will be arranged. We will gladly 
present the facts concerning our business 
and discuss your future with us without 
obligation on your part. You will be given 
every opportunity to thoroughly familiar- 
ize yourself with our operation before 
making your final decision. ARTHUR 
FULMER, Automobile Seat Cover Manu- 
facturer, Trim Supply Wholesaler—Mem- 
phis, St. Louis, Charlotte, Louisville, Lit- 
tle Rock, Dallas, Indianapolis. 








SERVICE MANAGER for 


established 
North Carolina Studebaker dealership. 
Ambitious, capable man to take com- 
plete charge of service department and 
bring it to its full capabilities. 125-150 
unit yearly dealership, town of 25,000. 
Salary and generous commission. No 
drifters or drinkers, we want the best. 
Unlimited opportunity for man who 
knows service, can sell service and build 
us a first-class shop. Box 1309, c/o 
Automotive News, Detroit 26. 





SALESMAN for auto fabric line, covering 


southeast states’ trim shops and agen- 

cles. Trade already established. Side 

line acceptable. Also, men covering ac- 

cessory store trade. Have good products 

for side line, in all territories. Plastic 

Fabrics, Inc., 246 Central Ave., Newark 
4. 








ATTENTION AUTOMOTIVE SALESMEN. 


If you call on new car dealers and want 
a profitable, quality line of automobile 
seat covers to round out your present 
line of automotive products, contact us 
immediately. We're expanding and need 
new outlets. Write or wire Omaha Seat 
Cover Co., 1616 Cuming. Omaha, Nebr. 











FINE CAR MANUFACTURER SEEKS SEVERAL 
MEN FOR ITS FIELD SERVICE ORGANIZATION 


A quality manufacturer in the fine car field is seeking several field service men 
of proven ability and experience. Applicants should be around 25 or 40 years 
of age and must have practical retail automotive experience as service sales- 
men, service managers or assistant service managers. A thorough technical or 
mechanical background is required and a working knowledge of Hydra-Matic 
transmissions is a necessity. A good education, good appearance, and from 
ten to fifteen years of service experience in the fine cor field are preferred. 
Men selected must be willing to travel. Organizing and executing service pro- 
grams, and conducting service clinics are a part of the job. Only men who 
fill these requirements and who can get along well with people will be con- 
sidered. References and photograph, along with detailed information on 
experience and qualifications, should be sent to: 


Box 1370, ¢/o Automotive News, Detroit 26 








Export Representative 


long automotive assign- 


agement position. Long experience in big 
volume sales, service and export adminis- 
tration. Solid technical and lingual quali- 
fications as well as grass root knowledge 
of territories. 


Box 1369, c/o Automotive News, 
Detroit 26 





MANAGER - SALES MANAGER, age 44, 


married, wishes relocate dry climate. 
Reason, family health. Prefer south, 
west. 200/400 car ‘‘Big Three’’ dealer. 


Experience prewar, three years independ- 
ent; three years Chrysler, Dodge; ten 
years Buick, Olds, GMC. Flight ground 
school instructor World War II. Three 
years Ford. Presently sales manager vol- 
ume independent. Aggressive, capable all 
phases. A-1 references. I. G. Stanley, 
110 Race St., Meadville, Pa. 





GENERAL MANAGER thoroughly familiar 


in every respect with large new and used 
car operation. Have supervised volume 
wholesale and retail parts and service 
activity. Also well versed on business 
management. Can furnish best of refer- 
ences from associates of ‘‘Big Three’’ 
operations as a well qualified manager. 
Age 41, married, college graduate, excel- 
lent health. Will consider part owner- 
ship. Box 1349, c/o Automotive News, 
Detroit 26. 





TRUCK 


MANAGER or sales manager. 
Thoroughly experienced in all phases re- 
tail and wholesale truck selling, truck 
servicing and used truck merchandising. 


20 years with large manufacturer— 
salesman, sales manager, national fleet 
sales. Also 3 years sales manager ‘‘Big 


Three’’ dealer. Can furnish best of refer- 
ences. Available 15th of May. Box 1317, 
c/o Automotive News, Detroit 26. 





GENERAL SALES MANAGER. At present 


general manager independent. Desire 
change to ‘‘Big Three.’’ Thoroughly ex- 
perienced new and used car operations. 


Aggressive, 34, college graduate. NYC 
metropolitan area or Westchester, Nas- 
sau or Suffolk county. Box 1357, c/o 


Automotive News, Detroit 26. 





ACCOUNTANT - OFFICE - BUSINESS 


MANAGER, Los Angeles. Experienced 
all phases automobile business including 
tax, finance, organization, etc. Familiar 
all accounting systems, budgets and daily 
controls. Box 1294, c/o Automotive 
News, Detroit 26. 





SALES MANAGER—New or used. Pres- 


ently employed by the largest Buick deal- 
er in the midwest. Age 31. Desirous of 
making change to single dealership in 
city. Excellent references from present 
employer. Box 1366, c/o Automotive 
News, Detroit 26. 





GENERAL MANAGER. 


Florida only. 
Twenty years’ experience with large GM 
dealers. Can make investment of $25,000. 
Perfect health, energetic, sober, family 
responsibilities, pleasant personality. Box 
1298, c/o Automotive News, Detroit 26. 





DEALERSHIPS AVAILABLE 





AUTOMOBILE 


DEALERSHIP, handling 
independent line, in industrial city 
in the state of Connecticut—population 
125,000 plus drawing capacity of an addi- 
tional 125,000 from surrounding farm 
territory. Doing average business for past 
six years of approximately 125 new and 
275 used cars. Excellent lease on 3 story 
building with basement of 4,500 square 
feet per floor. Income from tenants in 
building pays entire rent. Will sell at 
reasonable amount. Owners have other 
interests. Box 1360, c/o Automotive 
News, Detroit 26. 








DEALERSHIP now handling Nash. Excel- 
lent location. Established 1938 by pres- 
ent owner. $12,000 will handle. Reason- 
able rent on lease basis. Harper Auto 
Sales, 20775 Harper, 
TUxedo 1-8850. 


Detroit, Michigan. 


DEALERSHIP FOR SALE, now handling 


Chrysler-Plymouth. One of the most suc- 
cessful Chrysler-Plymouth dealers locat- 
ed in Boston will sell to qualified indi- 
vidual who can meet factory require- 
ments. Unusual opportunity to step into 
well established company that has an 
excellent and large clientele. Our floor 
traffic plus fine reputation results in 
profitable operation. Parts and accesso- 
ries, furniture and fixtures, shop tools 
and equipment, etc., will not exceed 
$40,000. Our employes are well trained 
and efficient. We are selling only be- 
cause we have acquired a much larger 
deal. Rent is very low and all condi- 
tions are attractive. Box 1364, c/o Auto- 
motive News, Detroit 26. 





ILLNESS REQUIRES SALE of dealership 


handling Dodge-Plymouth. In _ business 
over 30 years, wishes to retire. Excellent 
large trade territory. Located in Colo- 
rado, growing county seat city of 8,000 
population, Grosses approximately $500, - 
000 a year. Well equipped new building 
15,000 square feet. Used car lot adjoin- 
ing on highway U.S. No. 50. Long term 
lease if desired. Service wrecker, service 
truck, signs, equipment and parts inven- 


tory approximately $100,000. Terms on 
part can be arranged if desired. Buyer 
must qualify with factory. Shown to 


buyers with cash. No brokers. Box 
1352, c/o Automotive News, Detroit 26. 





DEALERSHIP—Independent 


line. Estab- 
lished sixteen years, same owner, same 
line, in fastest growing city on west 
coast $1,750 gross sales 1951, industry 
penetration 9% our territory, much 
greater potential. 18,530 square feet new 
modern buildings, 19,000 square feet 
paved lots. One of the most accessible 
and attractive agencies in west. Owner 
retiring. Price for property, buildings, 
equipment—$400,000. Plus parts, acces- 
sories, new and used cars if wanted— 
not compulsory. One half down. Further 
information on request. Write Box 1362, 
c/o Automotive News, Detroit 26. 





DEALERSHIP, now handling one of the 


oldest of the independents, sold last year 
87 new and 399 used. Gross sales $655,- 
000. Business well established, bears fine 
reputation. Located in northern New 
York, 200 miles from New York City, 
reputed to be the richest city of its size 
in the United States. Steam-heated show- 
room and shop, fully equipped, long term 
lease available. New car dealership can 
be bought separately. This deal can be 
bought worth the money. Buyer must 
qualify with factory. Box 1336, c/o Au- 
tomotive News, Detroit 26. 





AVAILABLE subject to factory approval, 


a well established dealership handling 
Dodge-Plymouth 400 miles east of De- 
troit. Sold 166 new vehicles last year. 
Gross about $400,000. Parts inventory 
and equipment and part of real estate 
about $55,000. Other real estate under 
lease. Owner for 26 years retiring. Box 
1343, c/o Automotive News, Detroit 26. 





DEALERSHIP AVAILABLE, now handling 


Chrysler-Plymouth, in southeast Missouri. 
120 car contract. Modern up-to-date 
fully equipped building. Long term lease. 


Approximately $500,000 gross sales in 
1951. Must have factory approval. Box 
1330, c/o Automotive News, Detroit 26. 





FOR SALE—Agency, 


now handling Nash, 
located in midwest close to air capital 
in the wheat belt. Population 12,000. 
Building 50’x145’ on main street. Ten 
point dealership. Well equipped shop, 
parts room, office and showroom. Won- 
derful opportunity for anyone wanting a 
business. Priced right if interested. Write 
Box 1363, c/o Automotive News, De- 
troit 26. 





PROGRESSIVE DEALERSHIP, now han- 


dling Nash, in small Missouri city sell- 
ing over 100 new cars yearly. $400,000 
gross last year. Will sell as little as $15,- 
000 of business and take rest of inven- 
tory with me. Paid income tax on more 
than that last year. Need to close quickly 
to take on bigger deal. Box 1329, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP—Southern California, 75,0 
clientele, handling leading independe 
not Hudson or Kaiser, choice locati 
both new and used car department 
Favorable leases. Sell business, par 
and equipment. Must qualify with fa: 
tory. Approximately $20,000 to hand 
Box 1350, c/o Automotive News, I 
troit 26. 

AGENCY, now handling Chevrolet, in sma 
town in central Illinois, including elec 
trical appliance store and used c 
wrecking yard. Owner retiring. Will sé 
Part interest to a progressive, capab 
manager. Leonard J. Schrader, 509 
E. Green St., Champaign, IIl. 

GM DEALERSHIP in southwest, including 
popular line of trucks. Invoice parts ar 
equipment with excellent facilities fc 
sale or lease. Confidential. Box 1289 
c/o Automotive News, Detroit 26. 

DEALERSHIP, selling 125 units, locate: 
in the south. Good opportunity, will sei 
at inventory. New building and connect 
ing used car lot. Box 1361, c/o Auto 
motive News, Detroit 26. 


DEALERSHIP WANTED 
CHEVROLET DEAL—Exclusive or dua! 
75-200 units. Prepared to take over im 
mediate future. Have factory approva) 
Strict confidence assured. Lease build 
ing. Box 1358, c/o Automotive News 
Detroit 26. 


WOULD LIKE TO BUY active interest in 
new car dealership. Age 43, family man 
good reputation. Twenty years Chevrolet 
experience. $10,000 to $15,000 cash. Box 
1359, c/o Automotive News, Detroit 26 


I AM 32 YEARS OLD with 15 years’ ex- 
perience. Would lke to purchase one- 
half interest in ‘‘Big Three’’ dealership 
in New York or New Jersey. Box 1348 
c/o Automotive News, Detroit 26. 


CASH FOR FORD, General Motors or 
Plymouth combination deal, 100 car con- 
tract or larger. Oklahoma, Texas or ad- 
joining states. Factory approval guar- 
anteed. For reference contact City Na- 
tional Bank, Lawton, Oklahoma, Replies 
confidential. W. J. Gaskins, Box 1325, 
Lawton, Okla. 





























WANT TO BUY GM dealership in southern 
California, preferably Pontiac or Cadillac 





dual but will consider Oldsmobile or 
Buick. Am presently new car dealer, so 
all correspondence would naturally be 
very confidential. Box 1351, c/o Auto- 
motive News, Detroit 26. 

FORD, GM WANTED, any size. Ample 
capital, factory approval. Confidential. 
Box 1285, c/o Automotive News, De- 
troit 26. 





WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All re- 
plies held in strictest confidence. 


DAVID JARET CO. 
Established Over 28 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 








DO IT NOW! 


Sell your assets to an automobile dealer. 
Would like Ford or GM, 400 cars *. Can 
pay cash. Factory approval assured. No ob- 
jection to territory. Am interested in buying 
more than one dealership. 

Box 1278 
c/o Automotive News, Detroit 26 








ARE YOU INTERESTED IN 
CAPITAL GAINS? 


If you have any General Motors franchise 
of 300 cars or more and you want to take 
it easy in the tough times — | will buy all 
or a substantial part of your deal. | have 
the money and 25 years successful experi- 
ence plus assured factory approval. Every 
reply will be treated in strictest confidence, 
but if you want references first, have your 
attorney wire. 

Box 1338, c/o Automotive News, Detroit 26 








FORD OR GM 
200 Car Minimum 


Unlimited cash. Factory approval assured 
Information treated in strictest confidence 


Box 1337, c/o Automotive News 
Detroit 26 





DEALER SERVICES 





DEALERSHIP, now handling Lincoln-Mer- 


cury, in central Indiana community of 
55,000. Excellent opportunity for quali- 
fied operator. Will sell at inventory. 
Ultra modern building may be leased or 
purchased, Box 1353, c/o Automotive 
News, Detroit 26. 


INVENTORY SERVICE 
Parts Accessories 


and Small Dealerships 

Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 





411 Curtis Bidg. 


WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


Detroit 2, Mich. 





DEALERSHIP, now handling Buick. Lo- 


cated in northeastern Arizona on U.S. 
highway 66. Includes modern service sta- 
tion. Fully equipped service garage, 
showroom, seven unit motel, one nice 
home and a cottage. Priced reasonably 
with terms. Jerry Skousen Real Estate, 
8 South San Marcos Place, Chandler, 
Ariz. Chandler 6641. 








PACIFIC NORTHWEST, 500 unit dealer- 


ship, handling one of ‘‘Big Three’’ in 
metropolitan area, Old, well established 
agency. Gross sales amounted to over 
two million, 1951. Part or all of owner- 
ship available to right party. Box 1354, 
c/o Automotive News, Detroit 26. 





tants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicage, Tlineis 





INVENTORY SERVICE for all auto deal- 
ers—our crews consist of parts man in- 
ventory specialists for your kind of fran- 
chise. Our inventories are unbiased and 
used to buy or sell dealerships. We are 
nationally recognized for fine workman- 
ship. Phone, wire, write Bill Talbot, Tal- 
bot’s Automobile Dealers Inventory Serv- 
ice, 124 South Woodward, Birmingham. 
Michigan, or 4690 Newport, Detroit. 
Phone Midwest 4-5355. 





INVENTORY SERVICE 

Parts and Accessories Depts. 

Full-time experts. No pickup, part-time help; 
confidential and unbiased. rtified reports 
Also special buy-sell service. Experienced 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details 


PS act: Senul 
9900 Freeland 











‘ory ice Co. 
Detroit 27, Mich. WE 3-6449 
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BUSINESS OPPORTUNITIES 


USED CARS FOR SALE 





NE-HALF INTEREST in_ successful op- 
eration, handling Studebaker. $25,000 
cash. Located in Penn. city of 50,000 | 
population. Present owner wishes to re- 
tire from active participation. 
in advisory capacity without salary. 
Will take |/, annual profits in return. 
New partner would draw $5,200 yearly 
salary and % annual profits and would 
have complete charge of all activities. 
For detailed information, write Box 
1365, c/o Automotive News, Detroit 26. 
WO-ROOM FRAME OFFICE BUILDING, 
18’x24’, tile floor, venetian blinds, dou- 
bly insulated, clean throughout. 16829 
Ecorse Rd., Detroit, Mich. Dunkirk 
2-1491. Sacrifice $1,100. 


CARS WANTED 


GRYSLER TOWN AND COUNTRY con- 
vertible, 1946-1948 model wanted. State 
price. Royce Motors, c/o 4907 Chalgrove 
Ave., Baltimore 15. Md. 


USED CARS FOR SALE 


—AUTO— 
AUCTION 


—Aht— 























HORSEHEADS, NEW YORK 
EVERY FRIDAY 





—At— 





DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 
Jos. E. Johnson Tex Rickard 





Auctioneers 





Will act | 


| PARTS FOR SALE 





BEST in the MIDWEST! 
Carl E. Marker's 
FORT WAYNE 
AUTO AUCTION 
Sale Every Tuesday — 11:30 A.M. 
Open all night Monday night 
Dealers Only 
Phone — E-1254 Phone — E-5209 
Where You Buy and Sell RIGHT! 


324 West Main St. Fort Wayne, Ind. 
WE GUARANTEE ALL CHECKS 





meee ee ee 


New York's Newest 
Wholesale Outlet... 


TRADER HORN 


(Bud Warren) 
125TH ST. & IITH AVE. 
Easily reached via West Side Highway, 


which has its 125th St. exit practically at 
our front door. 


OUR INVENTORY OF 160 CARS OF ALL 
MAKES AND MODELS WILL BE SOLD 
BELOW WHOLESALE 
AS AN INTRODUCTORY OFFER. 
Don't miss this amazing opportunity, 
visit the genial 


TRADER HORN 
7 Buyers — 6 Salesmen to Serve you. 
Drivers Available 
Shipping arrangements made 
University 4-9525 
42 St. Clare Place at 125th St. 
One Block West of Broadway 





Nem ee ee ee ee ee 











ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1950 and 195! Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 
These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 


Please note change of address 
9 S$. HANSON ST., PHILADELPHIA 39, PA 
1. E. Spatig, Used Car Manager 
Phone: Granite 2-3013 











ATTENTION DEALERS 


We are large wholesalers of new and 
used cars, all models and makes. Deliv- 
eries can be arranged anywhere. 

Frank Alftisi 


Contact James Murphy, or 


Alvin Herman (all formerly of New York). 


LEE MOTOR SALES, INC. 


529 Alton Road Miami Beach, Fia. 
Phone 5-556! - 5-5562 - 5-5563 








AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N.Y. 
(For Dealers Only) 
EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 

















ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
Buy Now at Low Prices 
1948-1949 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
Morris Freedman, Mgr. 
SARATOGA 7-2300 SHERWOOD 7-1700 








KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Cperaion Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
IN yey eS INDIANA 
rt Grandi, Auctioneer 
915 N. ittinele St. Phone Lincoln 5383 


_— 











AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 





FOR SALE 


50—1950 Chevrolet 4 doors. 
equipped with four new Ist 
and tubes. 


Each 
line tires 


$600 each 
Bottom price—One or all. 


BELLE ISLE CAB COMPANY 
508 F Preston Street Baltimore 2, Maryland 








WE WHOLESALE! 
150 USED CARS 
MARK LEACH 


Lincoln-Mercury Dealer 
12955 Grand River Detroit 27, Michigan 
Glenn Covey, Mgr. Phone Texas 4-3685 








ATTENTION! 
USED CAR BUYERS 


GOING NORTH? GOING SOUTH? 
Stop in at one of our two big lots 
in Richmond, Virginia — down where 
the south begins. 
Plenty of Fords, Chevrolets and 
Plymouths. 
Lot No. I—2024 West Broad St. 
Lot No. 2—Lombardy at Chamberlayne 
(On U.S. No. 4) 


COMMONWEALTH MOTORS, INC. 








PARTS FOR SALE 








ALL AUTOMOTIVE PARTS 
From a Speed Nut to a Complete Body 
Shipped Anywhere — Try Us 
Direct Phone AM 2-7117 


FRANKLIN-WEBER PONTIAC 
6101-25 N. Clark St. Chicago, Ill. 





Oldsmobile 


Parts 
24-HOUR-DELIVERY SERVICE 


= 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


Gage & Drummy, Inc. 
21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-5600 














DODGE-PLYMOUTH 
| and 
|| DODGE TRUCK PARTS 


If you are looking for a part for that 
old car or truck, contact us. We always 
keep a supply of parts on hand for 
early model cars and trucks. 


S. H. GROSSMAN, INC. 


Wholesale Distributors 


for 
Chrysler Corp. MoPar Parts 
Dodge Dealers Since 1916 


309-315 Central Ave. Newark, N. J. 
Telephone Humbolt 2-0200 














PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 
Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 


Wir 
Ace Automotive Prod ucts 
S416 N. argeeuey be 40, Illiaois 
Phone: Longbeach 1-1773 








HARD-TO-GET 
CHEVROLET — OLDSMOBILE 
PARTS—HEATERS, ETC. 


SABE CHEVROLET-OLDSMOBILE CO. 


126 Main Street — Delhi, N. Y. 
. Shipped Anywhere 








BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
| LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
i New York 19, New York 








; 

| CROSLEY PARTS—Central Illinois’ largest 
stock of factory approved parts. Ship- 
ment made promptly. Wholesale and re- 
tail. Bulk-Lee Sales Co., 
Abingdon. IIl. 

PARTS FOR SALE. Large quantity of 
GMC truck, Hudson and Austin parts. 
Extra discount. Ray Knight, 68 Hamil- 
ton Ave., Auburn, . A 


Box 202, 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








PARTS WANTED 





WANTED—New Lincoln-Zephyr 12-cylinder 
engines. Advise best cash price. 2110 
Book Bldg., Detroit, Mich, 





ACCESSORIES WANTED 




















We Pay 
SPOT CASH 
for surplus 


CHRYSLER PARTS, ENGINES, 
& ACCESSORIES 


FOR Plymouth, Dodge, 
DeSoto & Chrysler Cars 
ACT QUICKLY!! 


DEXTER MOTORS 
PARTS DEPT. 


Ist Ave. & 98th St. N.Y.C.,N.Y. 
SAcramento 2-7600 














TRUCKS FOR SALE 








FOR SALE 1948 CHEVROLET 
Wholesale Parts Truck 
ao ood red '/,-ton panel with heav 7 
rings and tires—completely oaslepe wit 
bins to handle fast moving and bulk parts 
—an excellent, low-mileaged unit that's ready 


to work. 
VEINO “HEVROLET, INC. 
731 Main St. Worcester, Mass. 
Phone 5-3116 





1947 EF MACK with twin boom Holmes 
heavy duty crain. 9,700 actual miles on 
truck, new motor, good rubber, new 
cables, lots of light, brake lock, cradle, 
excellent condition. Bids taken until 
April 26th. ‘ee Miller Motor Sales, Inc., 
Bellefontaine, Ohio. 





COMPLETE CAR CARRYING Dodge trac- 
tors and Delavan trailers from $1,500. 
Firestone Motors. Inc., 1029 Market St., 
Lemoyne, Pa. Phone 8-0824. 


BUSES FOR SALE 


NEW SCHOOL BUSES—Dodge, Reo, GMC. 
International Harvester, Ford, Chevrolet. 
Studebaker, White. Immediate delivery 
in sizes 48, 54, 60 and 66 
Late model used buses—1950 GMC, 1948 
Chevrolet, 1947 Ford, Pony Cruiser—25 














Passenger, yellow cruiser—29 Passenger. 
National Bus Sales Co., Inc., 101 N. 
33rd St., Philadelphia 4, Pa. BaAring 
2-7605. 
BUSES WANTED 

BUSES WANTED. Lots of 3 or imore, 
clean postwar models only, standard 
school buses. One location, midwest, 
southwest or western states. Will in- 
spect. United Bus Sales, 828 E. Man- 


chester, Los Angeles 1, Calif. 
SHOP EQUIPMENT FOR SALE 


FOR SALE. Complete set of special tools 
for Kaiser and Frazer large porcelain 
neon sign. For same, new airco acetylene 
welder. Several other universal tools. 
Wills Motor Co., Eaton, Ohio. Phone 24. 











ANTIQUE CARS WANTED 
PIERCE-ARROW, — seat coupe, 1929, 
Box 3385, Orlando, Fl 
HUPMOBILE, 1926, 8, s door sedan. Any 


restorable condition, Box 3385, Orlando, 
Fla. 











MISCELLANEOUS 
WANTED—BEECH BONANZA. Will pay 
cash for best aircraft offered. Send full 
details first letter. Lowest cash price. 
Box 1355, c/o Automotive News, De- 
troit 26. 


EQUIP CAR OR TRUCK with Sharp Brake 
Lock. Write for 15-day free trial offer. 
Sharp Mfg. Co., Nelsonville, Ohio, 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce §&t., 
Lynchburg, Virginia. 

WANTED. Used or new middie (short) 
seat for 1949 Ford station wagon, J. B. 
Cole, Inc., 3960 Erie St., Willoughby, 
Ohio. Phone Willoughby 2-5400, 











AUTOMATIC BRAKING 
TOW BAR 


Complete with controlled steering 
Guide Cables and $6 
BRAKE HOOK-UP 1 45 


Price includes Federal Excise Tax 
Meets all 1.C.C. requirements 





QUICK-TOW, Bumper- 
to-Bumper Tow Bar....... 


TRI-KING 3-Point Hook-Up 


Intra-State Tow Bar...... $42.50 


(Folding "'V"' Type) 











ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 
WE STOCK PARTS 
Protecto Covers Carrying Bags 
Safety Chains 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
3-8888 


AN Nite MO 4-4485 
DE 2-0700 dO 
40 South Clinton St., Chicago 6, Illinois 











DAY-GLO WINDSHIELD 
PLACARDS FOR USED CARS 


Striking flourescent windshield placards 
for every make of car with space for year 
and price. Complete set of 19—11” x 14” 
signs in attention-getting Day-Glo colors. 
A must for every used car dealer. 


Complete set, $5.25 postpaid 
Check or Money Order Only 


MILTON GRANT 
2124 St. Clair Ave. Cleveland 14, Ohio 








CONVERTIBLE SUPPLIES HEADQUARTERS 
WORLD’S MOST COMPLETE LINE 
Convertible tops, $16 to $27. Convertible 
plastic toppers, $12.85. Convertible 4 
ws, $14.90, astic seat gesers, $11.65 to 

$19.54. Auto Headliners, $12.50 
Free Sample Catalog on Request 
BOSTON BIG BUCK PRODUCTS 
278 Cambridge St. Boston 14 "tae. 











10’, 
66—6'x6’ 





STAKE BODIES 


IMMEDIATE DELIVERY 
12’, 
2 Y%2-ton all-steel army cargo bodies for sale. 
Prices and Descriptive Literature furnished on request. 


Please phone 540 or write 


KNOX METAL PRODUCTS, INC. 
THOMSON, GEORGIA 


14’, 16’ 








BUICK PARTS 


“WORLD'S LARGEST DEALER 


OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 
ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S. Wabash Avenve 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 








FORD, MERCURY, LINCOLN PARTS and 
accessories, 1936 to 1950. 10% - 50% off 
cost. Complete list upon request. Write, 
phone; wire. Gordon Rountree, 216 N. 
5th, Waco, Texas. Ph, 2-2591 





We Carry a Complete Line of 
PONTIAC PARTS 
Also parts for other GM cars. 
Shipped Anywhere 
Write, Wire or Phone 2-1454 
NELSON PONTIAC, INC. 
215 S$. Main St. South Bend, Ind. 


pos me 








New Subscription Order: 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [_] or send bill [7] 
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